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Leader NIIC-180. America’s newest and most 
beautiful commercial lighting fixture. Design- 
ed for four F96-T-8 Slimline eight-foot lamps 
Constructed for ceiling or stem = suspension 
mounting. Ideal for use as single units or con- 
tinuous run installations. 
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NEW HORIZON 


for use with Slimline tubes 


ae 8 | 


New Horizon fluorescent fixtures offer 
new beauty and new advantages to the 
architect and designer of lighting 
installations. Since these new units are 
thinner in proportion to their length. 
they create new opportunities for modern 
styling and higher lighting efficiency. 
with low maintenance costs and 


versatility of surface brightness. 








Only the bes? electrical wholesalers and contractors distribute and install Leader fixtures. 


LEADER ELECTRIC COMPANY 


3500 N. KEDZIE - CHICAGO 18, ILLINOIS 


OAKLAND 6, CALIFORNIA 





WEST COAST FACTORY + 2040 LIVINGSTON ST., 
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ELECTRICAL WHOLESALERS AND SALESMEN: Economy “DE-LAY” 
Renewable Fuses and Links “move fast” too—publicized by ads like 
these, monthly, addressed to men who buy and specify fuses. 





With the new Economy 
“DE-LAY” Renewable Fuse, you can 

replace the “blown” link in less time than it takes 
to tell it. 






Almost before you can say “Presto-Change-O”, you 
have made these three simple, quick, easy operations: 


€a Unscrew end cap, twirl knife-blade assembly, take 
it out of fibre cartridge case. 






- @ Loosen nuts that hold “blown” renewal link, replace 
with new “DE-LAY” link and tighten nuts. 






A e © Replace knife-blade assem- 
bly and screw on 
end cap. 


Only one way to make renewal—the 
right way, the fast way—and the 
Economy “DE-LAY” Fuse is ready to 
place back in the circuit. 


Replace with Economy “DE-LAY” 
Renewal Links. They give maximum 
protection in the 135 to 200% load 
range where most “blows” occur. 


You are invited to write for the New Economy Catalog 


ECONOMY FUSE AND MEG. CO. 2717 creenview ave, cuicaco 14, ILLiNois acressgyranvss.c 
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EXTRA PROFITS 










.. With General 


NOW’S YOUR CHANCE to make even better profits 
than ever with General Electric lamps! Sure, you 
can always count on standard, popular size G-E 
household bulbs to produce the bulk of your 
regular sales. But there are other G-E lamps, too, 
that plenty of your dealers’ customers want and 
need. We call them “extra profit” lamps! 


IN MARCH 
FEATURE G-E 
ENAMELED WHITE LAMPS 


IN APRIL 
FEATURE 
G-E LUMILINE LAMPS 


Used over desks, behind mold- 
ings, beside mirrors, etc. Slim, 
easily concealed. Variety of 
colors. 30, 40 and 60 watt. 
Where Lumiline sockets exist, 
no other lamp type may be used. 





















Give a soft, flattering light. Re- 
duce glare inany room. For table 
and floor lamps that do not 
have a diffusing bowl. Enam- 
eled finish can't come off. 25 
and 60 watt. Price 16¢ plus tax. 




















For Big Steady Profits THE YEAR ROUND 


Push the popular-size G-E household bulbs that are pre-sold 
month after month by G-E Lamp advertising in magazines 
and on the radio. And remember, General Electric research 
is constantly at work to make G-E lamps Stay Brighter Longer. 
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EVERY MONTH IN 1948, beginning with Feb- 
ruary, General Electric will put special promo- 
tion and advertising behind a G-E “extra profit” 
lamp— giving youa swell opportunity to make p/us 
sales and put p/us dollars in your cash register. 
Make your plans now to tie in with this new G-E 


Lamp promotion! 
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every month in’ 








FOR EXTRA PROFITS IN FEBRUARY... 
FEATURE G-E FLAMESHAPED LAMPS! 


Because of wartime shortages, there are thousands 
of empty sockets today that should be filled with G-E . 
flameshaped bulbs—in candle brackets, ceiling fix- 
tures, novelty lamps, etc. Make sure your dealers have 
adequate stocks. Available in flametint, white, ivory 
and clear. 25 watts. Sell at only 16¢ plus tax. 
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BERNS MFG. CORPORATION 


2278 N. ELSTON AVE., CHICAGO 14, ILL. 
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THE MOST 
SPECTACULAR 
FAN SALES 
YOU'VE EVER 
Known! 






NEW 


QUALITY 









NEW 
PROFITS 
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BERNS MFG. CORPORATION 


2278 N. ELSTON AVE., CHICAGO 14, ILL. 
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- Just cant come off e¢ 


| iptetads YOUR big sales argument for 
genuine T&B Sta-Kon* Pressure (Sol- 


derless) Terminals.** 


“Once Sta-Kon Terminals are installed, 
these quality connectors are on for all 
time—at least as long as the life-time of 
the wire itself. That's because of the ser- 
rations in the tongue, the tough bronze 
barrel, and the unique T&B stake-mark 


running parallel with the strands. 


Another selling point for Electrical con- 


tractors, journeymen and maintenance 





and repair men, is ease of installation 


with a simple T&B Hand Tool. 


Sell Sta-Kon Terminals on the basis of 
their great mechanical strength and high 
conductivity, actually greater than the 
wire itself. Sell them because they are 
UL Approved. And sell them because 
they come in practically every style and 
shape known to man—in every conductor 
size £22 through 250 M.C.M. Commer- 
cial AWG. 


* Trademark Reg. U. S. Patent Off. 


** Patented. 


Finally, T&B Sta-Kon Terminals are all yours to sell, because nobody else but Elec- 
trical Wholesalers are authorized to handle them. Under the T&B Plan, all T&B 
products are sold exclusively through our T&B Wholesale Distributors. No cus- 
tomer is big or powerful enough for us to sell him direct. 





ELIZABETH |, 


The Thomas 


MANUFACTURERS 
NEW JERSEY 


& Betts Co. 


INCORPORATED 
OF ELECTRICAL FITTINGS SINCE 1898 
In Canada: Thomas & Betts Ltd., Montreal 
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niversary luminaire 
oe 

delivers satisfaction» 


They’re talking about it . . . architects . . , contracfors..~ . cus- 
tomers and maintenance men . , . they like it! - 


ox. 
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Yes, architects like the Anniversary Luminairé because its sim- 
ple lines and fine proportions fit in well with practically any in- 
terior. Contractors like it because it's easy to sell and install .. . it 
helps them get the profitable orders. And the customer . . . he’s 
pleased with the smooth even light distribution as well as the com- 
pliments he gets on his smart choice. Then there’s the maintenance 
man ... he’s tickled because lamp renewals and cleaning can be 
completed in a jiffy . . . without even removing the louver. 


We predict that if you have all the data on this Anniversary 
Luminaire, you'll quickly appreciate all the advantages it offers you. 


Ci 
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WRITE TODAY 
FOR DATA SHEET ON 
CATALOG NO. 51 


as 
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Easily installed in standard 
boxes. Wide supporting 
yoke. Plaster ears 










Side wired— ample wiring 
space between screws. Pol- 
arity indication by plated 
contact 








NOW! A new “Triplex” convenience outlet that combines 
P'Sauplity, Utility and Advanced Design. Architects, Contrac- 
Mand Builders are quick to recognize the advantages of 


fie modern 3 Outlet Receptacles. New exclusive design 


-e Bgineered for structural strength and Approved by 

ers’ Laboratories. The ‘‘Sierra Triplex’ is easily 
n standard boxes. These features, plus the com- 
Srice* of these receptacles, will make them one of 


Bling devices you've ever stocked! 


“ APPEAL TO USER AND CONTRACTOR . 


*LIST PRICES 


’ Ivory $48.00 per 100 
aed Brown 42.00 per 100 
{ 72 Write for Discounts 





One piece molded body 
assures definite alignment 
of contacts. Broad front 
barrier insulates wiring 
pockets. 
















Oversize brass binder head 
screws suitable for No 
10 wire. Threads upset 
(staked) 








MDONALD MANUFACTURING ComPaANnY 


544 E. THIRTY-FIRST ST. » LOS ANGELES 11, CALIF. 
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Special flange and TWO 
screw attachment assures 
definite register and perm- 
anent flush installation. 





DOUBLE contacts of heavy- 
duty bronze assure firm 
grip on both sides of blades 
15A-125V — 10A-250V. 





THE SIERRA LINE 
TRADE MARK REGISTERED e ENTS PENDING 


OVER 25 YEARS EXPERIENCE, BACK OF 


. 
EVERY Sora PRODUCT 
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“FROM THIS ONE DESK... 
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Simplified Unit Invoice Accounting 
Plan heralds a new era 


in speed, accuracy and economy 


Praise from users all over the country makes it clear that here is the 
long-sought method needed for faster and simpler accounts receivable 
operations. 


BASIC IDEA: SUIAP is a unit plan that makes it practical for one 
girl to handle all activities on up to 5000 or more accounts, all undet 
visible individual record control. 


She authorizes credits from a glance at her record—relieving 
credit officials of all ordinary routine. 


She enters each charge simply by filing the invoice copy in the 
customer’s Kolect-A-Matic Visible Ledger Pocket. 


She ‘“‘applies’’ payments by removing copies of paid invoices and 
date-stamping them “PAID”. 


She keeps ledgers in balance by establishing controls for all 
debits and credits. 


She handles routine collection effort accurately and effectively, 
with Graph-A-Matic signal control “spotting” delinquent accounts. 


And not least important, her desk provides certified protection 
of all records, 24 hours a day, not only from fire but from the impact 
of crushing falls it floors should collapse during a fire. 


Centralized operations—less paperwork and record writing —faster order 
handling — getting the money in with less effort and less delay! Ideal for 
manufacturers, wholesalers, transport and other organizations. 


For complete details on this cost-saving system, send today for SUIAP 
folder KD-253—write to Systems Division, 315 Fourth Avenue, New 
York 10, N. Y. 


THE FIRST NAME IN BUSINESS SYSTEMS 





ll 











mM £4 


Manufacturers of Wire Rope and Strond ¢ Fittings « Slings Screen, Hardware ond Industrial Wire Cloth « Aerial Wire Rope Systems 
Hord, Annealed or Tempered High and Low Carbon Fine and Specialty Wire, Flat Wire, Cold Rolled Strip and Cold Rolled Spring Steel ° Ski Lifts 








... How much is ¢ worth? 


N 1844, three years before Alexander Graham 
Bell was born, and long before the first Prairie- 
Schooner crossed the Mississippi River, John August 
Roebling’s confidence in the suspension principle of 
construction so impressed the engineers of the State 
of Pennsylvania, that they authorized him to build 
the world’s first suspension aqueduct. 
How much is his confidence worth to all the 
thousands of engineers who followed and to hu- 
manity in general that have benefited from his pioneering venture? 
And how much is the confidence of the John A. Roebling’s Sons Company in the future of American 
industry worth to you, that keeps Roebling development and Roebling products in the lead? 
Roebling’s greatest asset is your confidence in Roebling and its confidence in your future. That is why 
Roebling’s every effort is dedicated to the preservation of this confidence—your’s and Roebling’s. 


THESE 3 “EXTRAS” HELP YOU SELL MORE ELECTRICAL WIRES AND CABLES 


Y OUR CUSTOMERS buy Roebling electrical wires and cables 

because they’re convinced they get more in dependability, 

service and long-run economy. But Roebling also gives addi- 
tional push to this preference with 3 big “‘extras”: 


Extra! ADVERTISING—Leading business publications in 
the electrical field are featuring a dominating series of double- 
page color ads, reminding readers constantly of their own 
confidence in Roebling electrical wires and cables. 


Extra! ENGINEERING—Experienced Roebling field men 
are always on call to help crack your customers’ cable problems. 
It’s a sales-boosting service that attracts buyers. . . brings them 
back to you again and again for more business. 


Extra! WAREHOUSING—You can often change a “no 
sale” into a profitable deal if you promise rush delivery in 
emergencies. Right now adequate stocks of standard electrical 
wires and cables are being accumulated in the network of 
Roebling branch warehouses throughout the country. That 
means you'll be able to depend on efficient service and prompt 
deliveries to back up your promises. 


JOHN A ROEBLING'S SONS COMPANY 
TRENTON 2, NEW JERSEY 


Branches and Warehouses in Principal Cities 





Electrical Wire and Cable ° Suspension Bridges and Cables 
Aircord, Aircord Terminals and Air Controls ° Lawn Mowers 





A CENTURY OF CONFIDENCE 
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| PYLE-NATIONAL | 

~FLOODLIGHTS | 

for Permanent Heavy-Duty 
Floodlighting 








Pyle-National floodlight equipment is designed 
and constructed to withstand the most severe 
operating conditions. Complete range of types 
and sizes are available. 


- 






RUGGED cast aluminum housings with tight 
sealing doors and door glass joints—positively 


10”-12".14".16"-18"-23” SHORT RANGE—10”-12” dust proof and moisture proof—give maximum 
for 100 to 2000 watt lamos for Wall Mounting 
/ 100-150-200 wotts protection to reflectors and lamps and reduce 
“ey 4 x = J 
= - A 4 cleaning and other maintenance to an absolute 
minimum. 


STRONG, galvanized cast iron bases and 
brackets of many types are provided for simple 
mounting and accurate adjustment in all loca- 
tions. 


ADVANCED DESIGN of the carefully molded 
and highly polished reflectors and lenses insure 
the highest optical efficiency—thoroughly an- 
nealed for maximum toughness. 


“. ’ 
Dependable roRTaBle 





Floodlighting fa 
with Minimum 
Maintenance 


Write for catalog 2100 giving complete in- 
formation. 


The services of our trained and experienced 
floodlighting specialists are available at all times 
to advise and assist in installation problems. 


THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 
SINCE 1897 Offices: New York « Baltimore « Pittsburgh « St. Louis e San Francisco « Cleveland 
Export Department: International Railway Supply Co., New York e Canadian Agent: The Holden Co., Ltd., Montreal 


CONDUIT FITTINGS + PLUGS and RECEPTACLES + TURBO-GENERATORS + LOCOMOTIVE HEADLIGHTS + MULTI-VENT AIR DISTRIBUTION 
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GEARED TO ANY INDUSTRIAL APPLICATION 


You can build a better lighting plan around the heavy- 
duty Day-Line fluorescent lighting fixtures. They can be 
mounted by any method—in any location—your plant 
construction or operations may dictate. 


lt combines in one versatile fluorescent fixture all the re- 
quirements of good industrial lighting. Hang it any way 
you wish—in units or continuous runs—to gear the light 
to the job with maximum efficiency and economy. 


May we send Bulletin 30-A-I with complete details. 
THE DAY-LINE 


Heavy-duty industrial fluorescent fixture with porcelain enameled steel reflect- 
ors. Designed for two and three 40- or two 100-watt lamps—unit or continuous 
installations. U. S. Patent Nos. 2317434, D-135375 and D-133458. 


Day-Brite Lighting, Inc., 5405 Bulwer Avenue, St. Louis 7, Mo. 
Nationally distributed through leading electrical supply houses. In Canada: address all inquiries to Amalgamated Electric Corp., Ltd., Toronto 6, Ont. 
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You'll need NO other 
source in ’48 for 


ALL your Fluorescent needs! 





* Slim line S. 
« Troffers F. 
LOOK TO Cheechoo X oe shallow oe anes 
* New streamlined industrials 
IN FLUORESCENT « Portable E 
* Desk lamps S 
« Bed lamps 
a7 ECTRO’S LIGHTING ENGINEERS ARE ALWAYS AT YOUR SERVICE . 
e®eeeeeeeoeseeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeesee 
: IN '48 2 | 
* 2 
Ss * 
© » 
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URING CORPORATION 


2000 W. Fulton St. - Chicago 12 
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Safety. Crouse-Hinds Electric Clock is safe to use in locations where explosive 
atmospheres are likely to be present. 


Easy to read. This large electric clock has a dial 13 inches in diameter scien- 
tifically designed for easy reading. The face is satin finish aluminum with 
numerals, hour and minute hands in jet black, and a sweep second hand in 
brilliant red. 


Attractive case. Finished in metallic gray enamel. 


Easy to maintain. Can be taken apart in a jiffy.... without special tools. 
Can be reset without opening the case. 


Small housing. The motor and all electrical connections are enclosed in an 
explosion- proof CONDULET* housing only 5-3/4 inches in diameter. 


Two styles. The clock is furnished in two styles One is for flush mounting 
where concealed conduit is used. The minimum depth required for the 
CONDULET in the wall is 3-1/2 inches. The other style is for surface mounting 
where the conduit is on the surface of the wall. Either style can be flush 
mounted on a panel. 


Adjustable. The CONDULET body can be mounted for either vertical or hori- 
zontal conduit connection. 


Listings on new Page 12J, Section 85, CONDULET Catalog 2500. 


Crouse-Hinds complete line of thousands of CONDULETS includes a cast out- 
let for every purpose in ordinary and hazardous locations. 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


Olfices: Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit — Houston — Indianapolis 


Kansas City —Los Angeles — Milwaukee — Minneapolis — New York — Philadelphia — Pittsburgh — Portland, Ore. —San Francisco 
Seattle — St. Louis— Washington. Resident Representatives: Albany — Atlanta — Charlotte — New Orleans — Richmond, Va. 
CROUSE-HINDS COMPANY OF CANADA, LTD., Main Office and Plant: TORONTO, ONT. 





*CONDULET is acoined word 
registered in the U. S. Patent 
Office. It designates a product 
made only by the Crouse-Hinds 
Company. 



















A 
Nationwide — 
Distribution 

Through Electrical 
Wholesalers 


CONDULETS 
FLOODLIGHTS 
TRAFFIC SIGNALS 
AIRPORT LIGHTING 
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HOT TIPS 


FOR COLD 
CASH SALES 











ADVERTISEMENT 


IDEAL DISTRIBUTOR NEWS 





“Clean-Up” 
Opportunity 














PUBLISHED BY IDEAL INDUSTRIES, Inc., Sycamore, Ill. 


JANUARY, 1948 





ANNOUNCE 3-in-1 CLEANER PROMOTION 





LAUNCH BIG IDEAL 


'48 AD CAMPAIGN 


Exceeds 1947 Program in 
Volume and Intensity 
by Wide Margin 


If you thought that Ideal’s 1947 
advertising campaign was a big 
one, then you are in for a sur- 
prise when you see what is all 
lined up for 48. The new pro- 
gram tops last year by a wide | 
margin, both in size and scope. 

Covers All Angles 

All set up and ready to go is 

an increased national magazine 


schedule, along with attractive 


(1) New Deluxe 6' x 3' Hand 


— tells complete sales story. 








(2) New All-Purpose Tank Type Cleaner — modern design 
(3) New Attractive 3' x 4' Easel to display Tank Type Cleaner 


, —_— 
ieee 
| industrial 
VACUUM CLEAWERS 
4 


Wem Nerd Type Cems aides memy ronan 


Type Cleaner Display. 








counter displays, compelling Heads Merchandising|Supports Selective 


direct mail pieces, and partici 
pation in many trade shows. 


The complete Ideal line and all 





effective buying markets are} 
adequately covered. 
Advance Showing Planned 
The 1948 advertising program | 


will be previewed at regional 


sales meetings in January 





MARKET POTENTIALS 





A market study now under way 
the Ideal Market 


Department, shows that the sur 


by Research 
face has only been scratched as | 
far as the ultimate sales potential | 


for Ideal products is concerned. 


Production Meets Demand 


» Full exploitation of the poten 


tial market was prevented by | 
the war, then post-war backlog, | 
but now production has been| 
stepped up to handle the increas- 


ing demand. 


18 


Division at Ideal 


Gordon B. Koch, 


recently appoint- 





ed merchandis- 
ing manager, will 
coordinate Ideal 


Gordon B. Koch advertising, sales 
promotion, sales training and 
He 


comes to Ideal with more than 


market research activities. 
20 years experience in the devel- 


opment of business through 


wholesale distribution. 


NEW VOLTAGE TESTER 


The Ideal Voltage Tester offers 





a real opportunity for volume 
sales and excellent profit. It is 
needed by electricians, mainte 
nance men,contractors and radio 
service men who are being 
reached through a live national 
advertising program. The tester 
is packed complete with carrying 
case and priced to sell. Order out 


a sample and “cash in!’ 


Distributor Policy 





| “The Ideal policy of Selective 
| Wholesale Distribution in Princi- 
| pal Markets, announced in 
| 
tionally well,” declared Ward 
Schafer, Ideal general sales man- 
ager, in outlining the advantages 
of the plan at a recent sales 
meeting. 

“Wholesalers the country over 
are getting behind the IDEAL 
distributor program and selling 
IDEAL Products in a big way. 
With National Advertising lead 
ing the way, salesmen are finding 
many new markets and ready 


sales.” 





BULLETIN —A West Coast dis- 
tributor has just received a large 
order for Heavy Duty Cleaners 
from the U. S. Signal Corps. The 
Government and itsagencies have 
always been big users of Ideal 


Cleaners and Blowers. 
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November, is working out excep- | 





IDEAL OFFERS NEW 
DISPLAY PACKAGE 
FOR POINT-OF-SALE 


includes Tank and Hand Type 
Cleaners with Attractive 
Floor Displays 

Ideal has planned an effective 
3-in-1 Industrial Cleaner Promo- 
tion to help distributors “clean 
up” in a big unexplored market. 
This promotion is especially de- 
signed to tie in with Ideal’s 
national advertising and direct 
mail program. 

Here’s the Pay-Off Package 

To stimulate sales, there’s (1) 
a floor display to exhibit Hand 
Type Cleaners and Attachments; 
(2) the Tank Type Cleaner which 
combines with (3) an Attractive 
Easel to form a complete, illus- 
trated display. 

Place Orders Now 

Immediate delivery is impor- 
tant to quick sales, sodistributors 
are urged to purchase cleaners 
now. Displays are shipped free 


with definite stock orders. 





SALES TRAINING 


/ 


Through the Ideal network of 
five division sales offices located 
in strategic centers and sales 
representatives in principal 
cities, the company is under- 
taking a sales training program 
for distributor salesmen on Ideal 
products. The program includes 
study of the product, product 
application, and market possibil- 
ities. Meetings can be arranged 
through any local Ideal repre- 


sentative. 
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Developed primarily for under- 
ground service, RoMarine - Ro- 
Prene is equally suitable for open 
air or duct installation. One of a 
few such cables approved by the 
Underwriters’ Laboratories as 
Type USE - Style RR, it should be 
your choice where specifications 
call for residential or industrial 
service entrances, power distribu- 
tion and control circuits, indoors 
or out. 

Ro-Marine . . . a low water ab- 
sorption insulation, assures high 
electrical stability in the presence 


of moisture, as well as unusually 
long life. 


aM BA 





ee 


January, 1948—ELECTRICAL WHOLESALING 


(ME CABLE | 
RPOQORATION 


NEW YOR K 





RoPrene (Neoprene) . . . as a sheath, provides 
exceptional resistance to oils, acids, alkalies, 
weather effects, industrial contamination, as 
well as the hazards of flame or moisture. 

There are definite savings for you in this 
versatile, multi-purpose cable. It is designed 
for long life ...is easy to handle... is easy to 
terminate. Here is a single cable for circuits 
below or above ground, indoors or out... 
without the necessity of splices. Finally, it is 
Underwriters’ approved for 600 volts at oper- 
ating temperatures up to 60° C. 

Write for Specification RR-1 today. It gives 
you construction details, test data, and availa- 
ble range of sizes. 
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RACO COB! BOX 
Faster roughing-in of 
those construction jobs. 
No time lost through me- 
chanics assemblying boxes 
to old style bar hangers on 
the job. Long nailing 
prongs gauge and hold 
STEEL box in correct po- 
sition until nails are 
driven. 

















ow 





RACO Switch and Outlet Boxes 


Here’s Why You Can Always Rely on Raco: There’s more than 35 
years’ experience behind every Raco product—experience that has 


established the most exacting production standards—and every 





box is multiple-inspected to be sure it meets these standards. No 
wonder this PROFIT LINE is preferred the country over by whole- 
salers and salesmen, electrical contractors, builders and architects. 
Furthermore, there’s a STURDY Raco box for every need. See the 


complete line. Send for catalog. 





* * * 





A-S-E STEEL PRODUCTS FOR MANY USES 
STEEL OFFICE FURNITURE - WARDROBE, STORAGE, AND COMBINATION 
CABINETS - CLOTHING LOCKERS - INDUSTRIAL EQUIPMENT FOR FASTER 





e 
Pe MATERIALS HANDLING - FROZ-N-FOOD LOCKERS - ELECTRICAL OUTLET 
2 AND SWITCH BOXES. 
. 
oa 
: You can always rely on Kaco 





RACO PRODUCTS ARE LISTED BY 
UNDERWRITERS LABORATORIES, INC. 


ALL-STEEL EQUIPMENT INC., 300 Kensington Avenue, Aurora, Illinois 
WANBY A Complete Line of Switch and!Outlet Boxes 
ALL —-STEEL EQUIPMENT INC, 


ALL-STEEL PRODUCTS 
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Resolved... 


]- Whereas, Conduit Pipe Products Co. from 
its inception has always maintained a strict 
policy of selling exclusively through the jobber, 


and, 


» Whereas, this policy is one that has the 
whole-hearted approval of our many good 


customers, now, 





} a Therefore, be it resolved that throughout 
1948 the above policy shall be maintained 


and continued without deviation. 
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Representatives in Principal Cities 


PIPE PRODUCTS CO. 


COLUMBUS, OHIO 





Pipe COUPLINGS « PIPE NIPPLES > ELBOWS, 90° AND 45° 


UNNING THREAD - GOOSENECKS + WALLPLATES + EMT FITTINGS 
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INDUSTRY'S LARGEST USERS 
of ELECTRICAL CONDUIT 


¥ ~-STANDARD. 


Ma 





=. On endivuction jobs everywhere . . . when 
+ electrical contractors think of safe, depend- 

_ able, wiring protection they think of Pittsburgh 
© Standard first. 


‘ 





er 


} 
Soe, 
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There is a specific type of ‘“Pittsburghg — 
Standard” for every electrical conduit need. - 
Each length of rigid steel conduit and EMT is ee 
inspected by the Underwriter's Laboratories 

.. and each carries the UL seal of approval 
ction. 














61 BRIDGE STREET SBURGH 23, PA. 





e] 
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1 CHOICE for 
Standard 
Lamps 


Acme Electric engineered bal- 
lasts deliver their full rated out- 
put wattage to the lamp assur- 
ing maximum lamp illumination. 
Quiet operating as a result of 
the special core and coil impreg- 
nation process. Practical design, 
careful construction assures 
trouble-free performance. 


ST CHOICE BALLAST FOR 
TOP LAMP PERFORMANCE 





15° CHOICE for 
Slim Design 
Lamps 


To avoid flicker and dullness of 
light in Slim Design Lamps 
Acme Electric ballasts have 
been engineered to provide full 
milliampere output at exactly 
the proper starting and operat- 
ing voltage required by these 
new type lamps for maximum 
illumination and long trouble 
free service. 


15? CHOICE for 
Cold Cathode 
Lamps 


Lamps that operate 10,000 hours 
and longer without replacement 
need ballasts that provide high 
efficiency performance for a long 
period of time. Acme engineers 
helped in pioneering this type of 
illumination by designing bal- 
lasts that made installations 
practical and economical. 
























You can talk about it when you say 
“General Electric” to your wiring materials 
customers. 

Wires, cables, and cords . . . raceways, 
boxes, covers and fittings . .. wiring devices, 
fuses, fluorescent accessories ...G. E. has 
‘em all, in one complete line, sold under one 
brand name. It’s General Electric .. . the 


best-known name in electric products. 

























GENERAL @ ELectRic 


We talk about a full line, too, in a 
steady stream of advertisements and promo- 
tion pieces directed to the people you want 
to sell. We tell them about General Electric 
products... pointing out to them that what- 
ever they need in wiring materials, General 


Electric has it. And we emphasize the con- 





venience of a single source of high-quality 
products. 

It’s the kind of solid support that helps to 
make your job easy ... helps you know that 


“when you say G. E., they'll agree.” 


General Electric Company, Construction — 


Materials Division, Bridgeport 2, Conn. 


GENERAL @ ELECTRIC 
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Section of BullDog ‘‘Lo-X" 
Feeder BUStribution DUCT, show- 
ing the ventilated nature of the 
insulated bus bars mounted in 
a meshed duct. 










Sells itself ... before 


tn ES come easily with BullDog Ventilated “Lo-X”’ BUS- 
V tribution DUCT. A product with so many sales points is 
und to be a world-beater. What’s more, superior per- 
rmance sells “Lo-X” again and again, long after instal- 
it10Nn. 
Power really toes the line when it flows through a 
BullDog BUStribution DUCT. Here’s a system that’s 
igged and right! 


Selling features 
BullDog Ventilated ‘‘Lo-X”’ BUStribution DUCT is designed 
large feeder runs transmitting currents up to 4000 
mperes at 600 volts or less. It is entirely prefabricated for 
juick assembly and installation, as well as 100% salvability. 
There’s no “unknown factor’ about ‘‘Lo-X,” either. 
Standardization of parts and pretesting mean positive 
nowledge of performance ... long before installation. 
Estimates can be made accurately in jig-time! 
Ventilation of BullDog ‘“Lo-X” BUStribution DUCT 
1eans less temperature rise, giving increased current carry- 
ng capacity. Conductors are arranged in closely spaced 
paired phases” for neutralization of magnetic fields and 
ess voltage drop. 


Repeat sales 
tepeat sales come only from satisfied customers. Establish 
good reputation and keep it by recommending only the 
roduct you believe best for the job to be done. 

Know the product. It’s easier to sell that way. Get a line 
n the selling points of such items in the BullDog line as 
Lo-X” BUStribution DUCT ...and watch them cut down 
iles resistance. 
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“Lo-X"" BUStribution DUCT Feeder System. BullDog manufactures 
Vacu-Break Safety Switches * SafToFuse Panelboards * Superba 
and Rocker Type Lighting Panels * Switchboards * Circuit Master 
Breakers * “‘Lo-X” 
BUStribution DUCT * Universal Trol-E-Duct for flexible lighting ® 
Industrial Trol-E-Duct for portable tools, cranes, hoists. 


Feeder BUStribution DUCT * “Plug-In” Type 


and after installation 


A BullDog ad, similar to this, is telling the story of Venti- 
lated ‘‘Lo-X’’ BUStribution DUCT to 316,931 potential cus- 
tomers. Written to tell the consumer the advantages of 
“Lo-X,” it will appear in 11 leading trade magazines which 
reach the desks of your prospects. Follow through! 


BullDog’s Field Engineers welcome the opportunity 
of discussing the selling features of any BullDog 
product with Electrical Wholesalers. Their special 
knowledge and experience can often be of great 
assistance to electrical suppliers in influencing a sale. 
Why not take advantage of this BullDog service? 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN * FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 





ee 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
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The switch mechanism in the new Cutler- 
Hammer line of safety switches is de- 
signed to withstand safely any degree of 

heat that can be expected from correctly 
selected fuses. 


In addition, C-H safety switches pro- 
vide greater ease of installation, greater 
convenience of operation, proved per- 
formance, smart styling . .. more reasons 
why more and more alert contractors and 
Cutler-Hammer wholesalers from coast 
to coast feature and recommend this out- 
standing line of safety switches. CUTLER- 
HAMMER, Inc., 1327 St. Paul Ave., Mil- 
waukee 1, Wisconsin. 





CUTLER-HAMMER 





—— 
SAE EY SMITE ES) — 
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When You Show lt 
This A 
Easy Way . 


Ss a ‘THE EDWIN F. GUTH CO. 


Leaders in C/GHTING ~2615 WASHINGTON AVE. e ST. LOUIS 3 
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START ’48 WITH 







ACHIEVEMENT 








BY ALL-BRIGHT ! 


THE Executive 


Luminatres 


Designed for Beauty, 
Efficiency and Performance 
Recent installation of Executive Luminaires 


Sm at Household Finance Corp., 
Jl Chicago, Illinois 
fA 





Below: XUL-440, Louvered 


——_—) Above: XUG-496, Slimline 


Designed for modernization plus 
eye-appeal, these extremely shal- 
low units have an overall depth of 
from 3% in. to 5 in. Convex glass 
ceramic finish side panels stream- 
line these fixtures and provide 
wide illumination distribution. 








Steasescent Platuse Gate Ease of Maintenance... Remov- 
_ — able or hinged cradle contains 





Lamps Approx. Dimensions | side panels and louvre or bot- . ; 
Line tom glass. Easy accessibility to There is only one manufacturer of All-bright 
Cat Mo Wo. Watt Vonts Length Width Height] = Component parts or wiring by fixtures. We have no affiliation with any other 
XUG-240 2 40 118 48% 14 3% two slide catches which lower manufacturer of lighting fixtures. 
XUG-440 4 40 118 48% 21 3% reflector. Construction... Heavy 
XUL-240 40 118 48% 14 4% gauge metal reinforced K.O.’s 


XUL-440 ‘ 40 118 48% 21 4% retype Finish... Durable ALL-BRIGHT ELECTRIC PRODUCTS COMPANY 
aked white enamel, reflection 


Slimline Fixture Data factor 87%. Wiring... Wired Manufacturers — ow 


XUG-296 2 51 118 96% 14 4% | poe ap hy — a of Fluorescent a 4 o 
cycle A.C. Certified... Approve EGA 
XUG-496 4 51 y 3 : ae ; 
ae ik ae se oe, a = by Underwriters’ Laboratories, lighting Fixtures 
s Inc., Wiring and Fabricated, : ; inoi 
XUL-496 4 51 118 96% 21 5 A. F.ofL B 3917-25 N. Kedzie Ave., Chicago 18, Illinois 


— - — 4 
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There's a big market NOW for REASONABLY 
PRICED CHIMES. New home building and 
modernization continues at a rapid pace and that 
means more and more chime business for you 
and your dealers and contractors. Liberty Chimes 
are priced for fast selling and good profits; 
craftbuilt for beauty of design and quality of 


tone, they offer the full value consumers are 








looking for. 


PROFIT WITH LIBERTY’S FORCEFUL 
CONSUMER AND TRADE ADVERTISING 


To back up your Liberty sales 
effort Liberty national advertis- 
ing and trade advertising will 
bring forceful Liberty chime 
sales messages to your 
customers and your 
customers’ customers 

every month, So, 

tie-in with Liberty 

and ring up 

more profits. 


DON'T FORGET 


YOUR “SIGNAL SERVICE’ 
PROFITS, TOO! 


Feature the Liberty Line of Buzzers, Bells, Gongs 
and Transformers, too. For homes, offices, fac- 
tories and schools Liberty makes the signal device 
with the right “voice” for every need and U. L. 
approved transformers to actuate these units. Write 
for full details. 


Line up with Liberty— 


products profitably - 

priced yet produced for @ P 
mass market sales Bie 7% 

appeal. Why not get : 

all the details now— ~ 

write today. 


MANUFACTURING COMPANY 


MINERVA, OHIO 
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A Sensa tional WEN 


Small Size - Big Quality 
Wide Application 
High Accuracy - Low Price | 


oe 
Sotto 
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° ‘ t cont 
Unusually small—entirely new—the Sangamo Type S Time 

Switch is an accurate, attractive product of Sangamo’s 20 * 


years of experience in making quality time switches. It is 
powered by a newly developed Sangamo high torque, synchro- { DI 


j ; LIG 
nous, self-starting, low-speed motor that is lubricated for life. 
. . . . . t ; 
Built to exacting Sangamo specifications, it assures truly 7” 
accurate timing and will uphold the enviable reputation LIG 
established by Sangamo Time Switches. The switch is designed ; 
; ' ' AT} 
for easy mounting on a standard switch box or for mounting } 


on any wall. It is fully approved by Underwriters’ Laboratories PO 
and is guaranteed for one year. 


The new Sangamo Type S Time Switch is available for im- AIR 
mediate delivery. Place your order for stock now. y He 
P 

LIG 


A Full Measure of Sangamo Quality Construction 



































Outside Manval Cover Readily Operations Dead Front Long-Life Precision Machined 
Operation Removed Easily Adjusted Safety Design Silver Contacts Gears Le 





$1482 
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Available for IMMEDIATE Delivery 

















'| Type $ Time Switches 


} con be used for many applications: 


ELECTRIC SIGN 
LIGHTING CONTROL 


DISPLAY WINDOW 
LIGHTING CONTROL 


® APARTMENT HOUSE 
HALLWAY 
LIGHTING CONTROL 


















LIST PRICE... 


$12.45 


Trade Discounts Apply 


; 
@ artic FAN CONTROL 
PORTABLE HEATER - no ee , | eur ne aes ME mee oe 


L i | “ON" and one “OFF"’ operation 
CONTRO _ Type SR has two "ON" and two 
“OFF"’ operations. lvory Case and 


fe] j Type SR Switches are priced slight! 
AIR CONDITIONING & ase] —_ —<— 
| HEATING CONTROL | 


POULTRY HOUSE 


LIGHTING CONTROL 
ACTUAL SIZE 





Get acquainted with the full story—speci- 


fications — installations — applications and 














prices by writing today for Bulletin 1050C. 








It gives complete details. 





hined Dependable Simple Switchbox 
Low-Speed Motor Mounting 
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Moxe and more industrial plants are replacing their 
: p complex and outmoded electrical systems 

bnew, economical and flexible PLUGIN @ 

ystem. 

g convenient Plugin outlets every foot 
Bein ( Busduct makes it possible to 
machinery at will... eliminates 
Monnections and long, expensive 
Pareduces maintenance costs... 
‘ } of man hours normally lost 

nomical, flexible system of 
Bbution helps speed produc- 


~ 
o 


Provides PLUGIN OUTLETS Every Foot of the Way 


A 














tion by providing a Plugin outlet within convenient 
radius of your needs ... always. 

Available in standard 10-foot lengths in capaci- 
ties from 250 to 1000 amps. for 575 volts AC or 
less, with multiple outlets for any of the following 
Plugin Units: 

@ SHUTLBRAK—for quick make and break, 
heavy-duty operations; & KLAMPSWITCHFUZ— 
splendid for disconnect service; and @ CIRCUIT 
BREAKER—for automatic, thermal-magnetic over- 
load protection. 

For further details, write for our new Bul- 
letin No. 701. 
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. . the new Benjamin 


LUMINOUS LOUVER CEILING SYSTEM 


pple is the answer to the Lighting Plan that calls for Inconspicuous 
Lighting with low brightness ... More Beauty with greater seeing 
comfort! Designed expressly for offices, stores, show windows and other 





commercial locations, the new 
Benjamin development features... 


NEW LUMINOUS VINYLITE LOUVERS 


This new system of translucent louvers does 
more than reflect light... it actually glows 
with light to form a luminous ceiling of 
unique beauty and atmosphere. This new 


STANDARDIZED STOCK SECTIONS OF 
LOUVERS, CHANNELS and FITTINGS 
simplify the layout and installation of 
the new Benjamin Sky-Glo System. The 
four sizes of louver sections and the 
various channel lengths make possible 
geometric arrangements which provide 
wide flexibility of design for various 
ceilings. Louvers are made of Vinylite, a 
product of The Bakelite Corporation, 
which has a light transmission factor 
of approximately 71%. These sections 
are easily removed for lamp and fixture 
maintenance and for easy cleaning. 


Benjamin Sky-Glo System is the latest de- 
velopment in “louverall” lighting. With this 
system it becomes practical to provide... 


100 TO 125 FOOTCANDLES 
of uniform, diffused and comfortable light- 
ing. Crosswise and lengthwise shielding 
of 45° eliminates glare and uncomfortable 


brightness. The Sky-Glo System conceals 
pipes, ducts and fixtures and substitutes at 
reasonable cost a... 


MODERN STREAMLINED CEILING 


of low brightness with pleasing architec- 
tural and decorative patterns. 


Write now for complete Data Bulletin on 
this new Benjamin development. 


BENJAMIN ELECTRIC MFG. CO. 


DEPT. GG, DES PLAINES 12, ILLINOIS 


Ss. | BENJAMI 


Distributed Exclusively through Electrical Wholesalers 
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sided contacts; plaster ears; 
designed for easier wiring, 


quicker installation. 















120 
10A- — 15A-125V 


" and 
Available ino Plastic 


eight approx. 
i on 1000) 


Brown 


(Shipp 
70 





No. 112 
10A-250V 1SA-125V 
Available in Ivory an 
Brown olded Plastic 
(Shipping weight approx: 
170 Ibs. per | 














jwory and een: , 
c\NSH PLATES 


-—FOR EVERY NEED 


First quality heavy plastic — will not 
warp. Engineered to prevent ‘‘splits”’ 
when installing. Each plate pack- 
aged in an individual envelope com- 
plete with METAL screws. 


One basic, universally popular de- 
sign permits full stock with a mini- 
mum inventory. 









































ORDERS SHIPPED 


' 
| 
IMMEDIATELY | 
WRITE FOR SAMPLES AND PRICE LISTS ’ 
(We supply electrical wholesalers and 

jobbers only) ' 








No. 138 


ALL-PLASTIC MANUFACTURING CO. 


111-AP 


501 N. Figueroa Street © Phone TRinity 0851 ¢ Los Angeles 12, California 
- Address all correspondence to P.O. Box 2135, Terminal Annex, Los Angeles 54, California 
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- MAXIMUM PROTECTION AND LONG LIFE - 





CRESCENT 





TYPE RLJFJ 
THREE CONDUCTOR 


Also all standard types of 
metallic Parkway cables, to 
I.P.C.E.A. specs. Special 
cables to customer’s speci- 
fications. 





CRESCENT INSULATED WIRE & CABLE CO. 


Steel Japed. 
PARKWAY 
CABLE 


Insulated with CRESCENT ENDURITE 
Heat-Resistant rubber insulation (75° C.) 
in 600 to 5000 volt range. 

Or with Varnished Cambric for 
maximum current carrying capacity 


or higher voltages. 


No other protection required except at points of extreme 
mechanical hazard. Being well protected from ordinary 
mechanical injury and easy to install, they provide an eco- 
nomical permanent underground system. 


These cables are widely used for street lighting circuits, 
railroad yard lighting and signal systems, airport power and 
lighting circuits and in industrial plants and mines. 


CRESCENT 
WIRE & CABLE 





TRENTON, N. J. 
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YES, “Revere”’ is definitely a ‘’selling’’ word. For one thing it means— ‘the only Complete 
Line of Service Station Lighting Equipment’’—and more, it means “units that are easy to 
wire and maintain” —it also means “technical know-how’ —and “design leadership.” The 
Revere Catalog is a selling tool you can use advantageously—get better acquainted with it! 
You'll find it loaded with ideas—some of which will inspire you to step off the beaten path 
and find unexplored selling opportunities. 








BRVW\N SOLD ANY BOUNDARY 


FLCODS OF SALES EVERYWHERE! LATELY? 


Here is a Revere unit that is “‘clicking’’ with service stations 
everywhere! It gives the sales and service area the inviting 
illumination of a well-lighted display room. The glass column 
is fluorescent lighted and imparts a rich, warm glow of light. 
Area and top floodlights may be had in colors to match sta- 
tion color scheme. Use Revere Pylon lites as your door 
opener. It lights the way to other profitable sales. 








V\VVLLLTT ae 


rg 
“1 — SERVICE STATION - AIRPORT - SPORTS 
_ iNDUSTRIAL and MARINE LIGHTING 

































Engineered with 
Technical “Know-How” 





THEY'RE MIGHTY US=FUL 
FOR GAS TANKS, WATER TOWERS, 
CHIMNEYS as well as AIRPORTS 


Follow this “off the beaten path” 
sales tip. Go after Industrial plants 
with high stacks; Public Service com- 
panies; Skyscraper management and 
talk Revere obstruction lights. Turn to 
pages 67 and 68 of the Revere cata- 
log for details of construction. In- 
creasing commercial flying calls for 
protection in the air lanes. Revere 
Range, Boundary and Obstruction 
lights, primarily designed for 
airport application, are ideal 
units for lighting any obstruc- 
tion. 















1 


(1) ELIPTOR A Revere masterpiece — available in 


Red, Green, Blue, White, Cream por- 
celain enamel to match Service Station color scheme, also 
in full aluminum. Easy to wire and maintain. All adjust- 
ments on right side permitting servicing from one position. 
Has degree markings for preserving exact settings. 


2 eee OS es Sees Om. 


solves problem of property 
line cut-off. Casts a definite 90 beam pattern. Ideal for 


03) NEW PIT-LITE Now oveil: 


able with 
hinged cover. Water and Dust-tight. 


(4) ENCLOSED FLOOD72°-'0°° 


1500 Watt. 
Rotation feature with degree markings 
makes this a practical, easy to service 
unit for sports lighting. 


WRITE FOR CATALOG 


Helpful information for proper selec- 





THE FAMOUS 
REVERE HINGED POLE 


Eliminates hazardous 
climbing to clean or 


tion of units, with illustrations and service floodlights. 20, HI 
descriptions of diversified equipment Le: em ttt Tia 24 and 30 foot mount- _ 
for promoting greater efficiency in Nites eg =iN9 heights. Tk 
lighting. — tig 


ers 


REVERE EteeTRIC MFG. CoD. 


6011 BROADWAY «+ CHICAGO 40, ILLINOIS 
INDOOR AND OUTDOOR LIGHTING EQUIPMENT TO SERVE EVERY NEED 
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HI-LAG FERRULE FUSE CONSTRUCTION 


Our ferrule type fuse has a heavy brass bar, which 
locks into open end ferrule, bridging fuse case. 
This bridge locks link to prevent twisting and cap 


tightens on new center contact. No sagging wash- 
ers or twisted links to cause overheating. 





WWwLsbile 


HI-LAG 


enewable 
FUSES 


HI-LAG LINK DESIGN — %aZortaat/ 


One piece thickness of renewal link, 
produces strong lag characteristics. 


The WARE HI-LAG Renewable Links are designed to provide 
longer time lag for handling starting, as well as other temporary 
harmless overloads. Always assuring 100°% Protection. 


_ 
Note exclusive design of WARE HI-LAG Links: the square ends 
which increase contact areas and maintain low resistance without 
overheating; the wide metal areas in body, which absorb excessive 
heat from motor starting current and short heavy surges; the narrow 
cross members, which allow for expansion without sharp bending; the 
fusing points, which open with a minimum of arcing on short circuits. 


No fuse is more dependable than its link. The WARE HI-LAG 
Renewable Link of one piece and uniform thickness, insures 
dependable absorption of heat for time lag. Other exclusive fea- 
tures include the Spring Tension Locking of Links into Circuit— 
Double Bridge Knife-Blade Assembly—Gas Vents and Simplified 
Construction, only 3 Parts. 


Start selling WARE HI-LAG Fuses today! Give your custom- 
ers more satisfaction—greater economy with less fuse worries. 








Write for Brochure giving details of 


all the COOL FACTS, sizes and prices. 
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You Have a Famous Family 


of Insulating Tapes 
DUTCH BRAND FRICTION TAPE 


The recognized leader in the Friction Tape field. By actual 
count, preferred by over 80% of electrical contractors. 
Sticks tight, will not ravel, tears straight, insulates 
perfectly. Costs no more than ordinary friction tapes. 
Comes in four handy sizes designated as No. 1, 2,4 and 8. 


DUTCH BRAND “JUMBO” SHOP PACKAGE 


A high quality friction tape available in special tamper- 
proof “JUMBO” package containing 10 full 68 foot rolls 
of genuine DUTCH BRAND FRICTION TAPE. This size 
package is ideal for electrical contractors, municipal 
power and light companies and large industrial users. 


DUTCH BRAND RUBBER TAPE 


This rubber tape has all of the qualities necessary for a 
better tape. High dielectric strength, long life, freedom 
from corrosive chemicals, immediate fusing, and sur- 
plus stretchability (for ease of application — it winds 
perfectly). DUTCH BRAND RUBBER TAPE is carefully 
manufactured of only the finest materials, it amply 
exceeds government and ASTM specifications. 


DUTCH BRAND “HIPPO” SHOP PACKAGE 


A special shop package designed to extend the benefits 
of the “JUMBO” package to volume buyers of rubber 
tape. The “HIPPO” shop package contains 
ae ten No. 8 rolls of high quality DUTCH BRAND 
eee ore decnd i DUTCH BRAND fc, | RUBBER TAPE identical, except for package, 
special uses—such as Electro Coil Tape to the tape furnished in individual packages 
and Glass-Fiber Tape. as mentioned above. 


—, VAN CLEEF BROS. INC. he 
~*~ * - 
‘ ‘A he Internationally Known | A 
Manufocterre uber and Chemical Products | 
puTcH - Chicago 19%. HMlinois all 
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The ballast is an important part of your fluo- 
rescent fixture. The reputation of your fixture 
can depend on its performance. 


Is it quiet? Will it stay that way? Will it as- 
sure rated lamp life, rated lamp output? Is it 
designed to operate dependably for the life 
of the fixture? — 


> 





fluorescent The answer is **yes’’ if you use G-E “‘lamp- 
, matched”’ ballasts! Thirty-three million G-E 
} bellests ballasts are now proving how they keep fluo- 


rescent fixtures sold. 


> 


4 ; oops 





... with your fixture. Yes, G-E ballasts are worthy companions for your 


; BALLASTS 
finest fixtures. Remember, to get the right mate for a lasting match CABLE 
: ; LAMPS 
—a profitable match for you, choose G-E ballasts. Quiet, Jong-lifed, scaneens 
“lamp-matched” to get the most from any standard lamp, they will “live Nasi 
or 
happily ever after’ with your fixtures, DEPENDABILITY 


in fluorescent lighting 


Apparatus Department, General Electric Company, Schenectady 5, N. Y. 


GENERAL @ ELECTRIC 


, 612-11 
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Fleur-O-Lier fixtures are made to exacting spec- 


ifications that cover performance, construction 
and safety. Then they are tested and certified by 
Electrical Testing Laboratories Inc., as meeting 
these specifications. A Fleur-O-Lier label on 


each fixture identifies them. 


What’s the value of this? 


Fleur-O-Lier fixtures are insurance onyour reputa- 
tion. A Fleur-O-Lier installation assures customer 


satisfaction—freedom from complaints. With 


RCN 


FLEUR-O-LIER 
WManufactu 


2116 Keith Building + 


Cleveland 15, Ohio 


Fleur-O-Lier is not the name of an individual manufacturer, but of a group of 
fixtures made by leading manufacturers. Participation in the Fleur-O-Lier program 
is open to any manufacturer who complies with Fleur-O-Lier requirements. 


What does 


FLEUR-O-LIER 
mean to you # 


Fleur-O-Lier equipment you kvow the customer 
will get fine lighting performance—trouble-free 
operation. 

Fleur-O-Lier is both a Product and a Program. 
Those rigid specifications, the careful checking, 
enable you to give the product unqualified en- 
dorsement. The promotional program develops 
the commercial fluorescent lighting market — 
and raises the standards of lighting to higher 


levels. You benefit—and the customer benefits. 


CERTIFIED 
‘ip im accordance 
lt with Test 


Requirements of 
Specifications of 


Flewr-O-Lier Monutacturers 


ELECTRICAL TESTING 
LABORATORIES, INC. 
NEW YORK NY 
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REDESIGNED to give feature upon feature exclu- 
sive with Husky! Super-precise, rust-proof die 
cast zinc gears that will mesh with ease and 
quiet never before attained in a hand-operated 
ice cream freezer! Gear “teeth” that will always 
remain clean and never chatter and grind like 
old-fashioned ice cream freezer gears. Husky 
is engineered, 


CONSIDERATION at last—for the arm that turns 
the crank! The ice cream freezer industry has 
never troubled its 200-year-old head about the 
arm that puts out all the power for making ice 


cream! But the 1948 Husky does care—and by 
careful regard for proper and accurate mechan- 
ical alignment gives super-smooth action! 
Husky is engineered for performance. 


IRRESISTIBLE smartness in styling and color for 
instant Husky sales appeal! When shoppers see 
the glistening, gay 1948 Husky they'll say at 
once, “That's for me!”’ And they’ll know they’ve 
made the right choice when they move in for 
a close-up inspection of the trim, smoothly- 
finished, well-made working parts. Yes, Husky 
is engineered to sell! 


Manufacturers of the Famous “Dolly Madison” Electric Ice Cream Freezer 


YEARS OLD 


Manufacturers of America’s Favorite Ice Cream Freezers... 


HOME OFFICE: OTTAWA, ILL. — EXPORT OFFICE: 201 NORTH WELLS STREET, CHICAGO 
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NO PROBLEMS 
of conductivity 


NO PROBLEMS —_ Mh b 1040 Ye (auriley 


of joints and terminals 


NO PROBLEMS 


and ti THIS NEW “BUY-WORD” IN WIRE 
NO PROBLEMS BOOSTS Yow SALES 


of availability 


“Over-all job costs are lower!” Architeets—contractors— plant engineers 
and maintenance men—utilities— are learning this themselves when they 
figure it in aluminum. That means acceptance. More than 12,000,000 
messages in national and industrial magazines have already told the 


story of Aleoa E.C.* Aluminum—light, strong, conductive; it’s making 








the electrical news of the year. And millions more such messages will 
continue to sell aluminum wire and cable for you. All paving the way 
for you to sell. 

Insulated wire and cable of E.C. Aluminum are ready for you to stock 
and sell now. Customers get everything they want in a conductor; you 
get a big, new source of profits—when they figure it in aluminum. Ask 
your wire and cable supplier about it, or write ALUMINUM COMPANY OF 


America, 1442 Gulf Building, Pittsburgh 19, Pennsylvania. 


*E.C.: Electrical Conductor Alaminum 


ALCOA ALUMINUM ,. 
@ S. 








FOR ELECTRIC WIRE AND CABLE 
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SECOND INTERNATIONAL | | ' 
LIGHTING EXPOSITION : 





° 


Four Gold Seal winners (out of twelve) and many Merit 
Award winners used’ Aittsburgh Permaflector Equipment 


if A ee 
in the installations whch won them recognition in the © Gold Seal Merit Aword to: 

\" J. L. Phillips 
Consulting Engineer 
Entry: Family Reserve insurance Bidg. 
Architect: Worren, Knight & Davis 


Planned Lighting Comvetition held in conjunction with 


the Second International Lighting Exposition 


Here 1s conclusive evidence that practically and crea 
tively Pittsburgh Permaflector Fluorescent and Incan 
descent Lighting Equipment is superior in performance 


and design. 


Write today for complete details on how you too can 


achieve custom-designed illuminating results with this 





standard equipment. 





“Pinsburé , 


Permaflector 





Gold Seai Merit Award to: 
Lucian Kight & John Martin 
Duquesne Light Co. 

Entry; Royer’s Dept. Store 
Architect: Brandon Smith 





ITTSBURGH REFLECTOR COMPANY 


OLIVER BUILDING - PITTSBURGH 22, PENNSYLVANIA 


PITTSBURGH PERMAFLECTORS ARE DISTRIBUTED BY 
BETTER ELECTRICAL WHOLESALERS EVERYWHERE 


Sold Seal Merit Award to: 
C. B. Marsh ee Se 
Marsh Electric Co. * ; Lighting Engineers in All Principal Cities 


Entry: Klein's Dept. Store 











SINGLE UNIT HINGED CONSTRUCTION 
—eliminates separable parts; permits 
easy assembly. 










“WHAT ONE 
CONNECTOR 
CAN DO THE 
JOB OF 322” 


POSITIVE CONNECTIONS 
—body of high conductivity cop- 





per alloy; strong, safe, sure. 


PRESSURE PLATES—+serrated for 















firm cable grip; cannot rotate 





SPRING STEEL LOCK WASHERS 


during installation. (tin plated) — maintain tight connections; 


"the new XTP.,. 
made by 0.2.!" 


That tap job may call for many ordinary connector sizes #8 to 1,000,000 CM. XTP connections are strong, posi- 
. . . but one size does it with an XTP—the new O. Z. __ tive, simple to make. Just clamp hinged jaw over the main 
hinged connector that replaces 32 different tee or parallel © —tighten pressure plate. Insert cable for tee or parallel 
taps. Only 25 XTP connectors make up the complete tap (no disassembly needed)—secure second pressure 
line . . . accumulating over 400 wire combinations—from _ plate. A permanent connection is made. 


hold resiliency. 










4 


> 
THEY'RE O.K. IF THEY'RE 0. ze ) 
4 
Ge? the new XTP’s, made by O. Z., from your wholesaler 
now. Remember one size does the work of 32-... takes ELECTRICAL 
complication out of intricate tap jobs. 
MANUFACTURING 


CONDUIT FITTINGS °* CABLE TERMINATORS A e COMPANY 
CAST IRON BOXES + SOLDERLESS CONNECTORS 
GROUNDING DEVICES * POWER CONNECTORS 262 BOND STREET - BROOKLYN 2,N. Y. 
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KG-1256 


FEATURES... LIGHTING 
FOR EVERY USE 


COMMERCIAL 


AND 


RESIDENTIAL 








INCANDESCENT 


AND 


FLUORESCENT 























For complete data on the above number and hundreds more. 
WRITE TODAY for Globe's two, colorful catalogs covering commercial and residential lighting. 


— 


Established for over o quarter century 
yet GLOBE.......: PRODUCTS, INC. 


eo BROOKLYN, NEW YORK * LOS ANGELES, CALIF 


NEW YORK Showrooms: 16 EAST 40th ST. 
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The Miller Ceiling Furring Hanger 
(patented) simplifies installation 
Miller continuous wireway cuts wir- 
ing and fitting costs. All units are 
Bonderized for corrosion resistance. 























Miller Fluorescent Troffer Lighting 
Systems can be arranged to form 
any ceiling pattern desired 
Ceilings Unlimited. Stores, offices, 
schools, factories and public build- 
ngs thus not only get good-seeing 
light, but architectural harmony 





Miller Lighting Service is all-inclu- 


sive, covering the needs of planned 
lighting 

Miller 50 and 100 Foot Candlers 
(Continuous Wire-way Fluorescent 
Lighting Systems) have been estab- 
lished as standard for general 
factory lighting. And Miller incan- 
descent and mercury vapor reflector 





pment has broad fa ind 


ommercial app! 





Miller field engineers and distributors, 


niently located, are at your call 





+ 


hitect: serge chermayeff, chicago 





- 
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SINCE 1844 
ILLUMINATING 0 RIDEN, CONNECT 


LUMINATING DiViS 
HEATING PROD 
ROLLING Mi 
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Everyone’s talking about the THERMADOR Bilt-in...the 
range with separate stainless steel cooking tops and ovens 
to be installed independently ...anywhere in the kitchen. 
Ovens can be built in at heights that eliminate stooping 
and low-level lifting. The Bilt-in permits greater accessi- 
bility, increased work and storage areas in even the smallest 
kitchen...unusual flexibility allows perfect coordination 


between kitchen units, conserves floor space. 
It’s the range your customers are asking for... better send 


for complete information today! 


“Seuen Leagues thead™ 


THERMADOR ELECTRICAL MFG. CO., Los Angeles 22, California 
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Pin-Up Lamps 
Beverly, Diane, Victoria 


















Hang anywhere — vertically or 
horizontally. Choice of beautiful 
Ivory or Grained Walnut bakelite; 
14-watt, 15-watt and 20-watt 
sizes, with chrome reflector; com- 
plete with cord and cap; on-off 
switch in base; with or without 
convenience outlet. 


Plastic-Shielded Fluorescent 
Pin-Ups and Wall Brackets 


... by MARKSTONE 


Wall Brackets 
Town House, Victoria 





“ 





For vertical mounting only. Both 
models available in striking Ivory 
or Grained Walnut bakelite; 1 4- 
watt, 15-watt and 20-wott sizes; 
ee ae ee Everyone is talking about the ‘‘new look’’...and in home 
ates lighting that means MARKSTONE Fashions In Fluorescents! 
A sensation in the lighting field from coast to coast, the 
complete MARKSTONE line of fluorescent fixtures for every room 
in the home is setting a new, fast pace in residential lighting 
that means EXTRA sales volume and EXTRA profits for 
dealers everywhere. 

Yes, the MARKSTONE line is complete. .. plastic-shielded pin- 
ups and wall brackets, ceiling fixtures in a variety of color- 
ful designs and sizes with or without exclusive Plastic-Lite 
shields, all featuring modern styling and compact beauty 
combined with maximum lighting efficiency. It’s America’s 
leading line of home fluorescent fixtures, leading the way in 
eye-appeal and SALES-appeal. And it’s leading the way 
straight to the tremendous, ever-growing home fluorescent 
market— your biggest market. 


Nationally Advertised 


Get all the facts about MARKSTONE Fashions in Fluores- 
cents right now—write today for beautifully illustrated 
catalog pages. 








Design and mechanical patents pending 






<i ~~ oO 
* Guaranteed by» 
Good Housekeeping 

\or 


* 
aw 
4S apvearisto HE 


,MARKSTONE MANUFACTURING COMPANY rr 


1901-59 N. Springfield Avenue « Chicago 47, IIlinois  America’sleading Wholesalers 
“*“A FLUORESCENT FIXTURE FOR EVERY ROOM IN THE HOME" 
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MAKES 
ELECTRICAL SYSTEMS 


Safer! 


Here's why. Being rigid steel conduit it has more than 
twice the resistance to arcing and short circuiting of con 
tained conductors than any other type of metal race 
way. Central Conduit has durable coatings that offer 
good protection against the corrosive effects of weather 
and mony chemicals. This popular Spang product is 
oined by accurately threaded couplings and fittings 
that assure moisture, vapor and dust tight joints. Con 
sequently, if is approve d by the Nationol Electrical 


Code for use in hazardous locations and occupancies 


Central Conduit is sold by a distributor near you. Due 
to an unprecedented demand he may not be able to 
fill your order immediately. That's why it's important t 


ploce your requirements as far in advance as possible 
























J 





This is one 
of a series 
of SPANG ads 
which are 
appearing regularly 
in: Electrical 






Construction and 
Maintenance; 
Electrical West 

and 
Electrical 
World. 

























IC © SPANG- 








7: 








We know that no extra sales effort is 
needed to sell Central Rigid Conduit 
today. But these days of unprece- 
dented demand won't last forever. 
That's why we continue to advertise. 


In that way we can build a strong 


Ad. TALK TO FUTURE BUYERS 


future acceptance for Central Conduit 


that will help you in the days ahead. 


Meanwhile, everything possible is 
being done to increase the pro- 
duction of Central Conduit so that 


you can better serve your customers. 


SPANG-CHALFANT 


Division of The National Supply Company 


General Sales Office: Grant Bldg., Pittsburgh 30, Pa. 
District Offices and Sales Representatives in Principal Cities 
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immediate delivery 





is, 
ae . 
a ee 
Si eae,  — 
<n a ae = a. — 
eo ¢ new JSLIMLINER ee Oe - — S) 











i= — ——S>}) a 3 ee: a —_——— ¢ * CHANNELS «- 
wm ——————— oe | 
_ 64"-42 


SOLD THROUGH RECOGNIZED JOBBERS ONLY 
Approved by Underwriters Laboratories * Union Made 


WRITE FOR CATALOG AND DISCOUNT SHEET 


Manufactured by 


FLUORESCENT FIXTURES OF CALIFORNIA — 


2779 FOLSOM STREET o Manufacturers of 
SAN FRANCISCO 10, CALIF. “ALL-BRITE” Fixtures 






TESTED AND APPROVED 
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FREE 











® HIGH TENSILE STRENGTH 
® GUARANTEED TO SATISFY 


BER ' 
NPPLETON RUBE, 


(BOSTON, 


APPLETON RUBBER CO., INC 


BOSTON 30, MASS. 
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MORE PROFIT toe vw. 





FRINK FIXTURES HAVE INCREASED 
OUR PROFITS THREE WAYS — 


1. Frink Quality Brings Better Prices. 


2. Frink’s Engineering Skill Builds 
Repeat Business. 


3. Frink’s PZ AW-O-zr7zZ Service 
Helps Us Sell 


































SAYS—Henry ]. Baitinger, President 
of Baitinger Electrical Co., Inc., one of 
New York's leading electrical wholesalers: 


ee 
‘ae 
eee 


Frink L-I-N-O-L-I-T-E Standard. Fluorescent F 
tures Are Sold 100% Through Electrical Jobbe 
Send Coupon Today for New Catalogue and Pri 






SERIES 6... interchangeable louver or gloss SERIES 5... interchangeable louver or glass SERIES 4... features side hinged, detachat penn 
bottom ponel extremely easy to maintain bottom panel combined with curved side panels gloss diffuser panels and full length dust v ” 
2, 3, or 4 lomps assures maximum efficiency 2. ao @ 2, 3, or 4 lamps 
lamps 
2-——- 








=> 4 
— =—— 4 
os - 7 ~~ “yz Yr ~ _ 
2 ae, . °F Se a Ey ‘ : “ 
ET gg Png EY - 
A lg an Te 
at 
SERIE 
SERIES 12... woler-thin interchangeable SERIES 8 . . . custom-styled appearance SERIES 7 . .. completely enclosed . Ate re 
hinged louver or glass door frame bottom, hinged curved glass panels readily opened ceiling mounting, especially in continuous runfg 
quickly opened or removed designed for bronze or white finish 4. 3% oF 4 slide hinged glass difluser panels readil) 
maximum efficiency, easiest maintenance 2 lamps detached 2, 3, of 4 lamps Clion 
or 4 lomps. 


























MORE VALUE custower 


») ...When you sell FRINK’S outstanding 
new QUALITY LINE of standard 
) fluorescent fixtures 


Never in history have your customers been so And that’s not all! Frink now offers a planning 

7 hungry for real valve. During and right after the service for fluorescent installations. This service, 
; . . . 4 > r. r 4 « > > , , y 

war many folks bought inferior equipment because called pzaw-o-zr7e *, provides complete lighting 

they had to. But now the pendulum has swung the layouts custom engineered to meet the exact require- 


ments of your customers. There is no extra charge 
for pzaw-o-zr7eZ, and complete lighting satisfac- 
tion is guaranteed when Frink specifications are 
followed. 


other way, and people are going out after sound 
quality in a big way. 


FRINK is meeting this strong quality demand by 


offering jobbers and contractors the finest line of 
6) Send today for the new Frink catalogue and sample 


packet of ezaw-o-zr7@ layouts and installations. 
They'll show you how much Frink’s guality and 


standard fluorescent fixtures ever to bear the fam- 


ous L-I-N-O-L-I-T-E trade mark. Jobbers and con- 


tractors from coast to coast have proved again and lighting know-how mean in profits and repeat busi- 
again that this Frink gvality nets them higher profits ness. Just attach the coupon at right to your letter- 
t F and wins greater customer satisfaction. head, and mail. 


obbe 


Pri THE FRINK CORPORATION 


*Custom designed lighting layouts 27-01 Bridge Plaza North, Long Island City, N. Y. 






“fevery commercial lighting need 











obleg SERIES 15... shallow troffler for plaster SERIES 17 . . .. shallow trofler for plaster 
ist ver celling . . . with louver, glass or Holophane ceilings with curved Holophane Controlens 

ens bottom... 1, 2, 3, or 4 lamps for intensive distribution of light over working 
areas . . . 2 or 3 lamps 




















ae 
, The Frink Corporation 
27-01 Bridge Plaza North, 
Long Island City, N. Y. 
series 32 eight foot, instant start Slimline Please send the new catalogue of Frink 
shuenoaiiie eevee oe blens oneal bottom haa L-I-N-Q-L-I-T-E fluorescent fixtures, price 
- « 'Q - g eC e shite), . ° ° ° ° inet 
us runfgloss paneled sides for lighting adjacent ceiling areos All units may be installed indi- lists and sample packet of PLAN-O-LITE 
reacil) 2 or 4 lamps for 100, 200, or 300 milliamp oper- vidually or in continuous runs. installation layouts and photos. 1-M 
Gtion. 























Easy to Install! Easy to Maintain! Easy to Sell! 
The New 


Fits Any Ceiling! 


Exclusive Features for Easy 
Installation & Maintenance 


exciusive 
JACK CHAINS FOR 
REFLECTOR SUSPENSION 





Jack Chain Suspension. For easy wiring access. Two 
jack chains with “S" hooks suspend reflector from 
channel. No need to hold reflector or ballast while 
wiring the unit. Reflector is fastened to channel by 
simply tightening nuts provided. Saves installation 
time —simplifies maintenance 


Ss 


End Plates and Coupling Plates. End plates for use 
at ends of a continuous row of units. Coupling plates 
for connecting two units together. All plates have 
“threaded bushing” holes for simple screw fastening 
from inside reflector. No nut is needed 





"Swing Hinge” Glass and Louvered Frames. For 
easy relamping or cleaning. Frames swing down freely 
on special hinge hooks. Snap shut tightly with two 
spring latches. Frames are interchangeable — easily 
removed and replaced in just a few seconds 





FLUORESCENT TROFFER 


LOUVER 
SHIELDED 


GLASS 
SHIELDED 





Attractive, Economical, Efficient 
Commercial Troffer Lighting 


I he new MITCHELL Fluorescent Troffer marks a signal ad- 
vance in attractive, economical, high intensity lighting for com- 
mercial application. Clean-lined, simple—the MITCHELL Troffer 
offers exclusive advantages for easy installation in any type of 
ceiling. Available in a choice of three systems: Open type, Glass 
Shielded, or Louver Shielded. Designed and built to the most 
exacting standards of quality for maximum effective illumination 
and minimum service requirements. Acclaimed by wholesalers, 
contractors, utilities, architects and users as the last word in 
modern Fluorescent Troffer design! 

The new MITCHELL Troffer System features ingenious design 

of the utmost simplicity and flexibility. It consists of: 

1. The “Basic Unit’ — (reflector and wireway channel wired 
with ballast and starters) for 2-40 watt lamps (Model No. 
3040); for 3-40 watt lamps (Model No. 3042), and for 
INSTANT START (Model No. 3041). 
2. Hinged Glass Frame—of ribbed, prismatic glass to pro- 
vide glass shielding (Part No. 323). 
3. Hinged Metal Louver Frame—for completely louvered 
illumination (Part No. 324). 
4. End Plate for ends of continuous rows, and Coupling 
Plate to connect units together in rows. 

For ceilings of Tee-Bar snap-in block construction, the “Basic 
Unit” snaps right into place—requires no accessory fittings. For 
other types of ceilings—plaster lath, acoustical tile, etc.,—a mini- 
mum of simplified fittings are provided to assure easy, accurate, 
permanent mounting. 

WRITE TODAY for detailed 


8-page illustrated Mitchell 
Troffer Catalog No. 312. 





First Choice in Lighting 


Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
In Canada: Mitchell Manufacturing Company, Ltd., Toronto, Canada 
Far West: Complete Modern Plant and Sales Office at Los Angeles 
Serves the Entire Pacific Coast Area 
1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA 
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NOTE: Paste this editorial in your hat. Re-read it 
as you start to shiver the next time John L. Lewis 
cuts off the nation’s coal supply. 


“Labor monopoly” will mean much more to you 
then. But if you are worried enough you will get 
after your Congressman to do his part now — before 


the shivering starts. 


“The fate of the world sits on this rug.” 


The men on the rug: John L. Lewis, President of 
the United Mine Workers, who made the remark; 
Benjamin Fairless, President, United States Steel 
Corporation; George M. Humphrey, Chairman, Pitts- 
burgh Consolidation Coal Company; Harry M. 
Moses, President, H. C. Frick Coke Company; 
Charles O’Neill, President, United Eastern Coal Sales 
Corporation; the late John O’Leary, International 
Vice President of the United Mine Workers; and 
John Owens, President, District No. 6 United Mine 
Workers. 

The place: Room 800, Carlton Hotel, Washington, 
_ <. 

The time: Last July during the “negotiation” of a 
new soft coal contract. 

The outcome: Another whopping increase in wages 
and the price of coal, another hike in the cost of 
living, and a “contract” which binds the United Mine 
Workers only as long as they are “willing and able 
to work.” 

Mr. Lewis was right. The fate of the world did sit 
on the rug. In fact, it sat at Mr. Lewis’ feet, for, as this 
editorial will explain and as the outcome shows, his 
power over coal is absolute. 

Without coal modern industrial civilization col- 
lapses. Without Mr. Lewis’ assent coal can not be 
mined. He has the nation and, in the years 1947-48, 
the world at his mercy. 

The Taft-Hartley Act, good as it is, does nothing 
to check this kind of monopoly. 


January, 1948—-ELECTRICAL WHOLESALING 


“The fate of the world 


sits on this 


ru 99 


- JOHN L. LEWIS 
I 


The Taft-Hartley Act fails to protect the public 


in many major particulars. 


Here are some of them. 


1. Labor monopoly is promoted and protected by 
its continued exemption from the federal antitrust 
laws. Management has no such exemption and should 
not have. 

2. Industry-wide bargaining, a kind of second- 
degree monopoly, is left virtually undisturbed. So 
is union-wide bargaining which extends the power 
of national unions far beyond a single industry. 

3. Featherbedding, the art of getting paid for doing 
nothing, is left largely intact. 

4. The menace of having local utility strikes wreck 
the health and safety of a community is left un- 
touched. Postponement and persuasion are the only 
instruments provided to deal with strikes that would 
wreck the nation. 

My purpose in citing these omissions from the 
Taft-Hartley Act is not to belittle the act or its 
framers. They did a most courageous and construc- 
tive job. They made a real start toward restoring a 
workable balance in industrial relations in the United 
States, so far as the law can do it. But they have 
not completed the job. Among their omissions the 
two discussed in the next sections of this editorial 
stand out above all others. 


II 


The most serious Taft-Hartley shortcoming is 
its failure to deal with labor monopoly. 


Labor monopoly exists wherever a union is so 
strong that bargaining becomes a sham and the union 
virtually dictates its own terms. 

If an employer or group of employers secures a 
monopoly or anything approaching a monopoly, pros- 
ecution for violation of the federal antitrust laws 
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is in order. That is as it should be, for monopoly 
means death to economic and political freedom. 


But if a labor union secures complete monopoly 
control over an industry through control of its 
workers, that union remains above and beyond the 
antitrust laws. “The fate of the world sits on this 
rug.” By that imperial attitude John L. Lewis fully 
demonstrated how obsolete is the notion that labor 
unions are weak and, therefore, need exemption 
from the antitrust laws. Through the United Mine 
Workers, Mr. Lewis controls about 90% of the coal 
miners. (No company controls more than 5% of the 
nation’s coal output.) Wherever he sits he has at 
his feet the welfare of the whole nation. 

Great international unions exercise a comparable 
measure of monopoly control in other basic indus- 
tries — steel, transportation, and automobiles, for 
example. 

These labor monopolies can destroy the nation 
if they are not themselves broken up. Witness the 
plight of France. There the Communists have found 
in the great labor monopolies an instrument for shak- 
ing the nation to its foundations. 


Ill 


The Taft-Hartley Act also leaves untouched in- 
dustry-wide collective bargaining, which is a 
kind of second-degree monopoly. 


When all or almost all of the employers in an 
industry get together with the union leaders to agree 
on wages and working conditions (that is called in- 
dustry-wide bargaining) they set up a monopoly 
control. It is a less concentrated monopoly than 
when the terms are dictated by either side, as Lewis 
dictates them in coal. But, nonetheless, competition 
is eliminated and monopoly control is established 
over wages, which are by far the largest element 
in the cost of production. It follows that public regu- 
lation of collective bargaining which means the 


end of free unions and free management~—-is not 


far behind. 

Some employers defend industry-wide bargaining 
as their only defense against industry-wide unions. 
Other employers like it because it makes wages and 
hours uniform for their whole industry. 

For those employers who are forced into industry- 
wide bargaining in self-defense the road to relief is 
clear. Congress owes it to them and to the public to 
free them from the necessity of dealing with a mo- 
nopolistic union. The best way to do that is to 
remove the exemption of labor unions from the 
federal antitrust laws. 


To those employers who engage in industry-wide 
bargaining because they like it the proper answer 
is also quite clear. They (and the union involved) 
are maintaining a private monopoly which is offen- 
sive to the public interest. It should be prevented 
by law. 


IV 


Congress should finish the job of eliminating 
labor monopoly and industry-wide bargaining. 


In the course of enacting the Taft-Hartley law 
last spring the House acted to eliminate the exemp- 
tion of unions from the federal antitrust laws and 
to make industry-wide bargaining illegal. The Sen- 
ate, however, refused to go along. 


The principal reason advanced in the Senate for 
deferring action was that more knowledge is re- 
quired to legislate intelligently. To get the needed 
information, a joint Congressional committee was 
created. 


It is standard Congressional practice to stall off 
tackling a difficult job by creating a special com- 
mittee to study it. The new joint committee is not 
likely to prove an exception to this rule — unless 
the voters loudly demand of Congress that it get on 
with its job of protecting the public interest in the 
conduct of labor relations 
near done. 


a job which is nowhere 


Helpful and effective as many of its provisions 
are, the Taft-Hartley Act does not face squarely 
the central principle of industrial relations in a free 
society. That principle is this: Neither employers nor 
organized workers, separately or in combination, 
shall exploit the public by establishing a monopoly. 


Do not let your Congressmen go to sleep on the 
job of solving that problem or hide from it because 
of fear. The perfect solution may be hard to find. 
But the problem can be largely solved by making 
organized labor subject to the federal antitrust laws 
just as management is now subject to them. If that 
problem goes by default your children and your 
grandchildren will really know what slave labor 
means. 





President, McGraw-Hill Publishing Company, Inc. 


THIS IS THE 64TH OF A SERIES 
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EXACT FITTING 


you need — in the 





Ce: connote 
3 oS 






2 “Ce alos 5 SI 
HT — ! 
‘ » 
| pe er 43 y 
oo a 
” 
t . — Gate The conductor fittings shown 
" here can only suggest the wide 
t variety. You'll find practically every 
s good type, in a complete range of sizes. 
n New connectors are constantly being 
e added - - so when you need a special 
fitting for an unusual service, tell us about 
it. Most likely we have exactly what 
Ss you want. 
y Better design is a Penn-Union feature 
- that you'll appreciate. For example, note 
. the large gripping surfaces for wrenches, 
L, on the service connector shown in the 
J upper left corner. When you use any 
e Penn-Union fitting, you are sure that 
e YNDING CONNECT it is dependable - - mechanically and 
1. GRO RS electrically. 


unfailing service. 


gee MORE - Sold by Leading Wholesalers 


PENN-UNION ELECTRIC CORP. 
ERIE, PA. 


ay. atts THE Complete LINE OF 


: q Preferred by Leading Users, who have 

: LA, found that the ‘’Penn-Union” mark on a 
" a8 ka, connector is their best guarantee of 
ir ve ; 


CONDUCTOR FITTINGS 


Sel PENN-UNION | 
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Incorporate Them 


Time delle 


Machine Design 


230-460-575 VOLT 
POWER CIRCUIT 


You Want It 


Instead of having power circuit trans- 
formers mounted at odd locations — 
machinery designers have begun incor- 
porating dry type Jefferson Electric 
Power Circuit Transformers in the 
Original plans as they have motor and 
control equipment. 


Present day practice of distributing 
high voltages and employing higher 
voltage motors requires the use of 
transformers to supply lighting, control 





Lower Voltage Where 





and relay circuits of lower voltage. 


Suggestions on selection and instal- 
lation will aid in saving your time. A 
copy of Bulletin 461-PCT is yours for 
the asking. All Jefferson Electric Power 
Circuit Transformers are approved and 
listed by Underwriters’ Laboratories, Inc. 
JEFFERSON ELECTRIC COMPANY, 
Bellwood (Chicago Suburb), Illinois. 
In Canada: Canadian Jefferson Electric 
Co., Ltd., 384 Pape Ave., Toronto, Ont. 


Dry Type — Power Circuit 


TRANSFORMERS 
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SOURCE The figures we use as basis for these 
monthly comparisons of performance in the electrical 
wholesaling field are collected and compiled by the 
Bureau of the Census of the U. S. Dept. of Commerce. 
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Business Index 
For the Month of October 1947 


SALES The October panel of electrical goods whole- 
salers participating in the reporting service conducted 
by the Census Bureau included 376 full-line houses, 128 
wiring supplies-construction materials distributors and 
89 appliances-specialties wholesalers—593 firms with 
sales for the month totaling $123,406,000. ‘Sales, as 
reported by the 593 firms, were up 39 percent over 
October 1946, 10 percent over September 1947 and 
73 percent, 10 months 1947 compared with the same 
period last year. 

Compared with September, sales of full-line whole- 
salers were up 9 percent; wiring supplies-construction 
materials distributors, up 12 percent and appliances- 
specialties, up 19 percent. 

The three classes of houses (all regions combined ) 
reported sales increases over October 1946 as follows: 
full-line houses, up 38 percent; wiring supplies-con- 
struction materials distributors, up 18 percent; and 
appliances-specialties wholesalers, up 60 percent. 

It should be remembered in making comparisons 
that the data shown here are unadjusted for price 
changes, seasonal variation and the number of days in a 
month, 


INVENTORIES Stocks, valued at cost and as reported 

by 514 wholesalers, were up 2 percent over September. 
Increase was accounted for by full-line wholesalers with 
reported inventories up 3 percent. Stocks of wiring 
supplies-construction materials distributors and ap- 
pliances-specialties wholesalers were off 4 and 1 percent 
respectively. It may be of interest to note that com- 
parative sales changes for the three types of houses 
were: full-line wholesalers, up 9 percent; wiring sup- 
plies-construction materials distributors, up 12 percent ; 
and appliances-specialties, up 19 percent. 


COLLECTIONS Returns of 547 wholesalers submitting 
credit information for October indicated an accounts 
receivable turnover rate of once every 32 days. This 
compared with a 30-day period reported by the same 
group for a year ago. 
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The TRUMBULLetin 





INTRODUCING 
TRUMBULL TIM 


Newest Member of the Sales Staff 


He’s new. He’s full of life. He 
has a twinkle in his eye. And 
he’s going to make it easier 
for you to sell Trumbull Elec- 
tric products. 


This new Trumbull Tim 
made his “debut” as a Trum- 
bull salesman at a distributor 
meeting last Fall. For the 
occasion, he was portrayed by 
a midget sporting a huge 
“head” designed around the 
familiar Trumbull “T”. 


Trumbull Tim is more than 
a gag, however. He will play 
a big part, henceforth, in 
Trumbull sales promotion. 
You will see him in our ad- 
vertising (see below), our bulletins, our direct mail. 
To your customers and prospects he will be a constant 
reminder of Trumbull — its range of products, its 
quality and its service. 





Trumbull Launches New 
Advertising Campaign 


The largest publication advertising campaign in 
Trumbull’s history begins in the January issues of a 
long list of business and technical magazines. In both 
scope and intensity, it will be outstanding for prod- 
ucts of its class. 


The advertising plan falls into three classifications. 
DISTRIBUTORS: Regularly, in magazines such as the 
one you are now reading, you will receive news of 
Trumbull — particularly news of Trumbull sales 
promotion. Our publication advertising, our new 
literature, our new direct mail material, our new 
sales helps will be “previewed” here. We'll also have 
news of markets, outstanding sales achievements, 
workable selling suggestions. The “TRUMBULLetin” 
— issued twelve times a year — will be a constant 
source of information and ideas for all persons whose 
income depends in part upon the sale of the 


TRUMBULLine. 


BUYING INFLUENCES: A second group to be ap- 
proached by Trumbull advertising includes all those 
who have a “say” in what brands of electrical equip- 
ment will be purchased. This group includes archi- 


tects, builders, contractors, consultants, electrical 
engineers and others whose opinions could count in 
the decision to buy one brand or another. The 
strategy in this advertising is to establish Trumbull 
as a leader — in manufacturing, in engineering, in 
service. 


To attain maximum readership, we will put the 
Trumbull message in a form that proved so successful 
during the war — service advertising. Instead of add- 
ing to the many c/aims of superiority that fill up the 
advertising pages, we're going to provide useful 
information. 


Each Trumbull ad directed to this group will pre- 
sent some item of sound practice in the installation 
or operation of electric control or distribution equip- 
ment. The items may be new ideas worthy of adop- 
tion or may be old ideas which need to be recalled to 
attention. Thus, an item may consist of instructions 
regarding a new procedure or a new Code rule... 
or it may deal with some rule in the Code which, as 
reported by some electrical or safety association, is 
being too often disregarded. 


This Trumbull advertising, therefore, will not only 
be readable, but will also help to establish Trumbull 
as a progressive and constructive element in the 
industry. 


And, of course, as can be seen from the example 
illustrated, there will also be a “plug” for some Trum- 
bull product. Altogether, the ads will add up to: 
“Men Who Observe the Best Practices, Make It a 
Practice to Use Trumbull”. 


ULTIMATE USERS: A third campaign will be devoted 
to those who own and operate the equipment — plant 
and building managers, engineers, electricians. In 
this advertising, we intend to do two things — an- 
nounce new Trumbull products which are now “in 
the works”, and continue to sell hard on old Trum- 
bull products. In the latter case, the emphasis in the 
immediate future will be on FLEX-A-POWER. 
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News about what Trumbull is doing to help you 
make more money with the TRUMBULLine 


| Trumbull Advertising Spreads 


94% 


Over Wide Range of 
Buying Influences 








SPECIFYING INFLUENCES 
Architects and Consulting Engineers, Electrical 
Contractors, Utility Power Salesmen, Building 
and Plant Electricians. 

Architectural Record * Electrical Construction & 
Maintenance ¢ Electrical Engineering * Elec- 
trical World ¢ Electrified Industry * General 
Electric Review * Qualified Contractor 
‘Territorial 
New England Electrical News * Chicago Elec- 
trical News * Electrical South * Electrical West 
USERS 
Administrative Executives, Production Manage- 
ment, Purchasing, Electrical Engineers, Chief 
and Power Engineers in Manufacturing Plants, 
Institutions, Commercial Buildings, etc. 
Business Week ¢ Electrical Equipment * Factory 
¢ Industrial Equipment News ¢ Industry & 
Power * Mill & Factory * New Equipment 
Digest * Power * Purchasing 


















New “Visual” Unveiled 
at Distributor Meeting 





To help Trum- 
bull distrib- 
utor salesmen 
make more 
profits on 
FLEX-A- 
POWER, we 
have prepared 
a new visual 
presentation 
which is now 
' available for 
distributor sales meetings. It takes about a half-hour 
to “put on” the presentation, which consists of a 
complete but quickly-grasped discussion of the ad- 
vantages of a pre-fabricated electrical distribution 
system and the sales points of FLEX-A-POWER. 





SAVES MONEY 
SAVES TIME 


* Sah ORE em PR ERE 
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Wherever this “visual” has been shown to distrib- 
utor salesmen, they have agreed it is convincing and 
helpful. A note to the nearest Trumbull branch office 
will schedule a meeting at your convenience. 
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Direct Mail “Packages” 
to Form Backbone of 
Trumbull Sales Promotion 


Trumbull sales promotion strategy is to make maxi- 
mum use of direct mail to capitalize at the point of 
sale upon Trumbull publication advertising. 


In an early issue of the TRUMBULLetin, we will 
give you more information on the direct mail pro- 
gram for 1948. Meanwhile, we can say that we are 
preparing for you a complete package on FLEX-A- 
POWER. Here is what’s coming. 


Descriptive Brochures Envelope Stuffers 


4-Page Folders Blotters 


Self-Mailers Stickers 


All material will be imprinted with your name and 
turned over to you for mailing to your list. 


Control Center Layout Pad 
Makes More Sales 


Here’s a bright idea that 
has already gone over 
with a bang. 





To help put across 
the flexibility feature of 
‘“‘packaged switch- 

boards”, Trumbull has 
prepared a layout pad 
equipped with sheets of 
gummed stamps repre- 
senting control center 
troughs, combination 
starters and other units. 
Pasted down on a lay- 
out sheet, the “‘stamps’’ 
give a customer a good idea — without any engi- 
neering delay — of what a control center will look 
like when set up for the customers’ specific require- 
ments. Thus he sees an actual photograph of what 
he is going to buy before he buys it. 








Kcnsnannannnnennnnnnnninnnnnrrnnnnnnnnnsntt 


Control center layout pads are available by writing 
to the nearest Trumbull branch office. 


TRUMBULL ELECTRIC 
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Electrical Wholesaling BIJSINESS INDEX | 





REGIONAL ANALYSIS OCTOBER, 1947 


ONSIDERED | geographically (all classes of Figures in this table apply to the geographic divisions 
houses combined), sales were up in each region, as outlined and numbered in color on map above 
the increases ranging from 5 percent in the East North 
Central and Mountain states to 18 percent or more in 
the South Central and New England regions. 























Considered geographically (all classes of houses com 
bined), and compared with September, modest in- SALES INVENTORIES 
creases in holdings were noted in all regions except the October, 1947 October, 1947 . 
New England and East South Central states where Compared in °/, with | Trading Compared in °/, with 
wholesalers reported decreases of 6 and 9 percent. Sept. Oct. | Region Sept. Oct. 
Measured in terms of weeks’ supply at the current 1947 1946 |(See Map) 1947 1946 
rate of sales, trade inventories represent about 5% +22 +33 | | a ' + 72 
weeks’ business. On this basis, holdings are slightly +1) +48 2 +! + 6l 
under 1939. It may be pointed out, however, that if + 5 +27 3 +5 + 5! Bleton F 
measured in dollar value, current holdings are far +11 +35 4 +2 + 56 eh 
above any other period of record. + 4 +40 5 +6 + 75 ppleto 
Wholesalers in the various regions reported average +'8 +54 6 was + 70 t and 
collection periods ranging from 29 days in the Middle +'9 +58 7 +2 + 70 - aloe 
\tlantic and East North Central regions to 36 days or Ye pe ; ie 1 D A | 
more in the West South Central and Mountain states. ¥ + + + ISWER 














The figures we use as basis for these wholesaling tield are collected and compiled by the 
monthly comparisons of performance in the electrical Sureau of the Census of the U. S. Dept. of Commerce. 
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FOR OUTDOOR AREAS 


1 Arico “Goodsch” Tl NOW INCLUDES ‘“GOODRICH” 
stations, parking areas; 


Sep WITH. A TYPE AND SIZE FOR 
oo Every INDOOR, OUTDOOR INSTALLATION 


Two great lines of lighting equipment now are joined under the famous 
Suasiies tends: Hake Gate Appleton name—Appleton Explosion-Proof, Dust-Tight and Vapor-Tight 
senior Mande thats ane Fixtures for hazardous locations and the well-known specialties formerly 
bins with light for greater made by Goodrich Electric Company, featuring permanently porcelain- 
efficiency, improved service, enameled reflectors. 

; Now ... for the first time ... whatever the lighting job, it’s a job for 
Appleton. Now, you can give your customers Appleton quality and preci- 
sion for practically every commercial and industrial installation, indoors 
or out... whether in the original Appleton line, or the recently-added 
“Goodrich” line. 

FOR HAZARDOUS It is another great step to further round out the COMPLETE APPLETON 

LOCATIONS LINE ...to make your selling easier, to save time and money for your cus- 

tomers in the selection and assembly of material. Outlet and switch boxes, 

conduit fittings under the trade-mark “Unilets,” Appleton “Reelites,”’ ex- 
plosion-proof equipment and complete lighting require- 

ments all now are obtainable from one reliable source. 

Appleton advertising and the big Appleton Catalog 

are your No. 1 helpers. They pave the way for you on 

every call. Be sure all of your customers have and use 

the Appleton Catalog . . . it saves your time as well as 

theirs, a guide-book to the expertly-engineered, preci- 

sion-built material that’s “STANDARD FOR BETTER 

WIRING!” We'll gladly send an Appleton Catalog to 

any of your customers who haven't one, on your request. 


SOLD THROUGH ELECTRICAL WHOLESALERS 


Pleton yi Fixtures num- 4 ; APPLETON ELECTRIC COMPANY 


many types and combinations, includ- j 1734 WELLINGTON AVENUE CHICAGO 13, ILLINOId 
Prscio sexiness Lighting Fixture, , Branch Offices: NEW YORK, 50 Church Street © DETROIT, 7310 Woodward 


“ 


















oF oe : 
2 ~s 
_=—_ “<< — OUTSIDE COMMERCIAL ILLUMINA- 
Ps 5, TION AT ITS BEST—APPLETON 
"GOODRICH" No. 95 FLOODLIGHT 












FOR NARROW STOCK AISLES 
The Appleton “Goodrich” 


, ; . . Avenue « CLEVELAND 1836 Euclid Avenue « SAN FRANCISCO, 655 Minna Street « ST. 
Ppleton: engineering triumph. Dust- § ; LOUIS, 420 Frisco Bidg. « LOS ANGELES, 100 North Santa Fe Avenue # ATLANTA, 724 
t and Vapor -Tight fixtures, too, in : Boulevard, N. E. « BIRMINGHAM, 429 Brown-Marx Bidg. « MINNEAPOLIS, 305 Fifth 
Size and type required. er st St.,S. © PITTSBURGH, 414 Bessemer Bidg. « BALTIMORE, 100 E. Pleasant St. « BOSTON, 
f\ : 10 High Street « DENVER, 1509 Seventeenth Street « PHILADELPHIA, 1017 Cherry Street 

’ Resident Representatives: Cincinnati, Dallas, Karsas City, Milwaukee 
A HOST OF OTHERS eee New Haven, New Orleans, Seattle 


WERING EVERY LIGHTING REQUIREMENT : 4 Export a International Standard Electric Corp., 


7 Brood Street, New York 4, N.Y. 


FITTINGS + LIGHTING EQUIPMENT + OUTLET AND SWITCH BOXES « EXPLOSION-PROOF FITTINGS « REELITES 
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No. 3124 
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2 Gang Unit 


1 Radio and 2 Power 


Outlets Complete, — con- 
sisting of Two Gang MulTti- 
coupler Unit, 2 Gang Cover with 
Divider Plate, No. 1913 Duplex 
Convenience Outlet, No. 2149 
Radio Outlet, GH Cap, Multi- 
coupler, 2 Gang .040” Brass Plate 

.. Use standard 4” square box 
(not included). 


1 Gang Unit 


Radio Outlet Only 


Complete,— consisting of Single 
Radio Outlet Multicoupler, No. 
2149 Radio Outlet, GH Cap, 
Multicoupler, 1 Gang .040” 
Brass Plate ... Standard switch 
or outlet box can be used (box 
not included). 
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al for Plurality of Radio Sets 


Up to 20 radio outlets may be serviced from one antenna 
where this multiple receiving system is installed. The 
system brings to each radio set complete “freedom of the 
air” in getting any desired broadcast, regardless of what 
programs other sets may be tuned to at the same time. It 
brings in FM, standard broadcast and short waves with 
maximum of volume and minimum interference. 








Multicoupler-Antenna System is not only the most adapt- | 


able to the whole range of radio conditions; it’s the least 
expensive and most easily installed of any multiple receiv- 
ing system. For apartment houses, private homes or hotels, 
hospitals and dormitories, this system economically 
-ompletes your up-to-date radio facilities. 


DISTRIBUTED THROUGH ELECTRICAL WHOLESALERS 
HART & HEGEMAN DIVISION 





THE ARROW-HART & HEGEMAN ELECTRIC COMP!NY, HARTFORD 1, CONN., U.S.A. 
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We Salute THE SALESMEN of The 
Electrical Wholesaling Industry. The new 
year, 1948, will witness unquestionably the turning 
point from a “Seller’s” to a “Buyer's” market in every 
branch of American Industry. 

Those widely publicized staggering backlogs of 
orders, 1945 and 1946 vintage, are no longer what 
they used to be. In some industries they have al- 
ready disappeared entirely. In others they are dwin- 
dling rapidly. Even the steel industry is spewing 
forth its great variety of different types of products 
in such tremendous volume, that the end of 1948 
may well find the present backlog of orders wiped out. 

This means that the mere order-taking era of “‘sell- 
ing’ is largely a thing 
manship—hard-hitting, 


f the past and genuine sales- 

persistent, tenacious—must 
come to the fore once more as the one indispensable 
motivating force that can generate those millions of 
purchase orders, big and small, that industry must 
have—in a steady flow—if the wheels of production 
are to keep on turning. 

(.)rders—orders—orders—are needed to keep men 
in jobs, to keep employment throughout the country 
at or near the 60 million level, to keep income of our 
workers high enough to support that high standard of 
living which a system of free enterprise has made the 
accepted minimum standard for those who are lucky 
enough to live in the United States of America and 
getting orders is the job for salesmen. 

There is probably no word in the English language 
that is used more glibly and abused more freely than 
“salesman.” 

In one large eastern city the bus and trolley car 
The man at the curb, 
offering razor blades or balloons to the passerby calls 


Operators are called “‘salesmen.” 


himself “salesman.” Newsboys are “salesmen” and 
so are store clerks. Also the shrewd and _politics-wise 
promoter who induces a city to pass the necessary 
ordinances for permitting installation of parking 
meters 1s as much a salesman, as the engineering ex- 
pert who un-sells a railroad on “steam” and comes 
home with an order for Diesel locomotives. 

Despite the prevalence of so many varied and dif- 
fused applications of the terms, the decade prior to 
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World War II witnessed increased acceptance of the 
premise that selling is a profession and that those who 
“practice” selling in accordance with commonly ac 
cepted standards of conduct should be considered pro 
fessional salesmen, and—that’s where the salesmen 
who sell for electrical wholesalers come in. 

After thirty years of more or less intimate contact 
with salesmen of many types and in many different 
lines of selling, we cannot think of any one group of 
salesmen that has more reason for being “professional” 
than those thousands of salesmen who sell for elec 
trical wholesalers. 

Just as doctors or lawyers can't hang out their own 
shingle until after they have gone through many years 
of basic training and served as apprentice or interne 
under appropriate sponsorship, so the fellow who 
finally becomes salesman for an electrical wholesalet 
gets the badge of his profession—some business cards 
and a grip full of heavy catalogs—only after a long 
period of “learning how.” <A degree from the best 
College of Business Administration in the country 
would no more qualify a man for the job of salesman 
for an electrical wholesaler, than would a pharmacist’s 
diploma bring a license to practice medicine from any 
State Board of Medical Examiners. 

Nine out of ten salesmen in this electrical whole 
saling field “came up the hard way.” ‘They ran 
errands; packed and unpacked, wrapped and = un- 
wrapped electrical products of every size, type and 
description. They “took the gaff” from many bosses, 
the shipping clerks, stock clerks, countermen, sales 
men and sometimes even from the big boss, but—all 
the time they were learning about products, their 
trade name, what they were used for, how they were 
used, why’ they were sold in certain quantities and 
SIZes. 

Then some nice day the embryo-salesmen are pro 
moted to being stock clerk or, if lucky and well quali 
fied, they might have jumped that class and become 
countermen, 

There they caught up with the reasons why some 
of that previous basic training couldn't be “cut” be- 
cause, no matter how much they thought they knew 
about those thousands of products, carried in stock, 
most of the customers with whom they now were deal- 
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writes only in 


INADEQUATE WIRING, the industrial jinx, embezzles millions 
every year. It would take quarts of red ink to record the toll 


he takes in unproductive wages, lost production and spoilage. 














ae 


For, when he attacks, through overloaded, over-extended, 
obsolete wiring, efficiency can drop from 25 to 50 percent. 

To shut out this costly scribe, talk to your plant power engi- 
neer, consulting engineer, electrical contractor or power sales- 


man.” They can write him off... before he gets into your books. ; 
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*WIRE AHEAD, a new booklet discussing 


preventive maintenance ...the sympt 
of inadequate wiring ...and present 
plans for anticipating electrical demand, is 


now available on request. Address Adver 
tising Depurtment, 25 Broadway, New 
York 4, N.Y. 


A 
“mASeMeA ANACONDA WIRE & CABLE COMPANY 
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ing still knew much more than they did. And from 
those licensed electricians, contractors and engineers 
whom they had to wait on while “behind the counter” 
they really got that part of their education which 
could help them most in later years when they would 
have won their “spurs” by being made “outside”’ sales- 
men. 

Nor could that rise from errand boy to “outside” 
salesman be made in short order, because the average 
electrical wholesaler handles many lines, great varieties 
of types and assortments of sizes, that make his 
regularly stocked items separately counted by types 
and sizes mount into many, many thousands, and ob- 
viously no salesman could hope to get very far unless 
he had more than a speaking acquaintance with all 
the lines, and had learned by hard work, and study 
the how, when, where and why of the products his 
firm stocked and sold. 

Thus, by the time a fellow gets to be an outside 
salesman for a first class electrical wholesaling firm 
he has put in enough years of acquiring know-how to 
match the stretch that the average student must spend 
chasing a college diploma that is his passport to a pro- 
ression, 

We have had personal contact with literally hun- 
dreds of salesmen in this field and have found but 
few that would not qualify for the “professional” 
class, and in any company. 

They are an alert, fast moving lot. They work so 

closely with their customers that they are almost con- 
sidered part of each outfit they call on. They have 
learned to consider the interests of their customers 
paramount to all else because, calling on each customer 
as often as they do, they are familiar with what is 
going on and make it a point to follow up their own 
selling job with the boys at the warehouse, to make 
sure that services and deliveries will go through as 
promised, 
They work with their contractors on specific esti- 
mates, blueprints, installation problems. They know 
the purchasing agent, the engineer, the superintendent 
of every plant they cover. They are accepted as 
friendly advisors by practically every actual or pro- 
spective customer on their list. 

They don’t stop work when the bell rings or whistle 
blows, but fit their selling effort to the needs of the 
moment and when fires, floods or other emergencies 
demand the utmost in service they will work day and 
night, Saturdays, Sundays, holidays, to see their cus- 
tomers through the crisis. 

We salute the salesmen of the electrical wholesaling 
industry. We are proud to have the opportunity of 
serving them as their own industry publication and 
we remain dedicated to the task of presenting them 
regularly with such editorial material as will help them 
to keep in the forefront of the country’s army of sales- 
men as those who have earned the distinction of a 
ranking among the “professionals.” 


* 


Boost To Building When, a few days ago the 
President signed the bill which increases the insurance 
authorization under Title VI of the National Housing 
Act, he gave a timely boost to the building industries. 
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Under the new legislation insurance authorization 
available immediately is increased by $250,000,000 
and at the discretion of the President an additional 
$500,000,000 can be made available. 

Commissioner Franklin D. Richards says that now 
the Federal Housing Administration can resume at 
once much needed aid to private industry in providing 
housing for veterans, and that use of the new authori- 
zation “will be carefully controlled by selective process- 
ing rather than by the volume of applications re- 
ceived.” 

Well whichever way it’s headed, it will be welcome 
news to many. Now if materials were only easier to 
get and at sensible prices. 


* 


Yes—It Can Happen Here Recently we clip- 
ped from the Chicago Daily Tribune an Associated 
Press item with the following headline : 
Union, 15 Companies Reach Agreement 
To Cut Wages 50 Cents. 

It reported under a St. Louis dateline that the 
AFL International Brotherhood of Electrical Workers 
and 15 manufacturers had agreed voluntarily to a 
wage cut of 50 cents per hour for electrical fixture 
assemblers. 

Frank Jacobs, president of the union, said that the 
wage cut was finally agreed to by members “as a 
union responsibility to correct an inequity.” The 
assemblers wages were reduced from $1.60 to $1.10 an 
hour, largely on a showing that the scale for assemblers 
in other major cities is $1.06 per hour. 

Our hat is off to Mr. Jacobs for admitting so 
frankly that a Union does have responsibilities and 
for having so courageously acted accordingly. Now 
that it has been demonstrated that a thing like an 
amicable agreement to reduce wages really can be 
negotiated peacefully, we hope that we will see more 
news reports like it, particularly now that Charles 
Wilson, president of the General Electric Company 
has announced some price reductions all along the line. 

Nothing will knock that spectre of inflation quicker 
into the Atlantic ocean than more actions like those 


recorded above. 
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§ GOOD REASONS WHY?! 


...Wire insulated with GEON for manufacturing, 
domestic, industrial, and utilities wiring... 


x kK x 
¥ ¥ 
= 
ve 
; * 
ss Excellent electrical properties 
Thin coating of insulation +” 
More conductors in a given space 
Ease of handling * 
Easy stripping 
Light weight + 
Resistance to ozone, wear, sunlight, 
water, chemicals, and most other - 
normally destructive factors 
4. 14 colors including NEMA x 
standards 
Be sure to specify wire or cable in- 
* sulated with GEON in order to get 
> 4 *% all these advantages. Or, for informa- 
« * tion regarding special ‘applications 
a * + please write Department K-i, B. F. 


Goodrich Chemical Company, Rose 
Building, Cleveland 15, Ohio. In 


Canada: Kitchener, Ontario, 





B. F. Goodrich Chemical Company .... °°.’ 


GEON polyvinyl materials * HYCAR American rubber * KRISTON thermosetting resins * GOOD-RITE chemicals 
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W ITH types UBN and ABN Hazard Service En- 
trance Cables, black and red Okobestoprene 
Tapes are now wrapped over the individual insulated 
conductors in the place of the old style color coded 
braids. And another layer of Okobestoprene Tape is 
wrapped over the bare neutral conductor as a moisture 
seal and for additional outside protection. 

Okobestoprene Tape, a recent development of The 
Okonite Company, combines asbestos fibres with neo- 
prene. It’s unusually resistant to moisture, mildew, 
acids, alkali, weather and is flame-resistant. 

In service entrance cable use, this means there’s no 
moisture absorbing fabric to wick in water. In the 
manufacturing process, the heat of the saturating 
operation of the outside braid covering, actually seals 


 MABARD =: — 





these tape layers into solid moisture-resistant sheaths. 
This new construction also provides extra flexibility 
to the cable because the Okobestoprene-sheathed con- 
ductors can twist and slide more easily within this 
flexible armor. 

A third important advantage of this new Hazard 
construction is that there is no inside saturant to 
seep out onto the bare neutral conductor. And as 
the bare conductor itself is wrapped in a layer of 
Okobestoprene Tape, it is protected from the outside 
saturant. Thus you always have a clean concentric 
conductor to work with. 

For further details see your Hazard supplier or 
write Hazard Insulated Wire Works, Division of 
The Okonite Company, Wilkes-Barre, Pa. 


insulated wires and cables for every electrical use 


Kot a tte - os cain seman nr nanan ipa 
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ANY WAY YOU LOOK AT IT... FEDERAL NOARK Motor Starters cut maintenance costs! 


, 


CONTACT RENEWAL... 


as easy as signing your name! 





Renewing the solid silver contacts in a Federal 
NOARK Motor Starter takes no time at all! 
No need for tools of any kind! Simply press 
one end of the contact down, and it slides out 
of its groove without effort. Slide in a new 
contact to finish the job. (And, once it’s in 
it stays in — vibration can’t loosen it out!) 
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Where maintenance means money... 


Federal Electric Products Company, Manufacturers of a Complete Line of 





Electrical Products, including Motor Controls ¢ Safety Switches « Service 
Equipment ¢ Circuit Breakers ¢ Panelboards ¢ Switchboards « Bus Duct 


Executive Offices: 50 Paris Street, Newark 5, N. J. 
Plants: Hartford, Conn., Newark, N. J., St. Louis, Mo., L. I. City, N. Y. 
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e Simplified RESPONSIVE ELEMENT 
e Frictionless SOLENOID ACTION 
e Instant COIL REPLACEMENT 


o7or Starters 
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Wholesalers 1947 Records 
May Well Be Topped in 1948 


Booming business conditions expected to continue in 1948. 


Better supply of 


66 EST year in the 
firm,” that’s how many electrical 
wholesalers will speak of 1947 right now. 


history of the 


Despite the continued shortages of certain 
items and many other serious problems, 
the wholesaling industry broke all records 
for dollar sales volume and_ tonnage 
handled. 

The past year might well be called “the 
vear of records” in view of the many new 
records established along the whole front 
of American business during 1947. Just 
how long those records will stand is ques- 
tionable. There are strong indications 
that business achievements in 1948 will 
top last year’s records and that new 
“highs” will be rung up. The new year 
will probably be an even more “year of 
record achievement.” 

In making plans for the year ahead, 
electrical wholesalers and their sales 
staffs are reported to be giving consid- 
erable thought to factors 
vhich will influence the distribution of 
electrical products in 1948 


certain key 


The most important of these factors 
ire the same ones that the wholesaling 
dustry has been concerned with since 
the end of the war and developments and 
happenings in the following fields again 
affect the electrical 
wholesalers’ operations and net 


are expected to 
results 
materially: Steel because it is the essen- 
tial component in the manufacture of so 
many items stocked by the wholesaler. 
strike hurts the 


industry 


Labor because every 


electrical wholesaling some- 
where along the line in getting his sup- 
them. 


plies, shipping them or selling 


Construction because it represents the 
largest market for the electrical whole- 
saler at the present time. Prices, a major 


Ooncern of government, business and the 


searce electrical 


products anticipated 


consumer today, and probably the most 
vexing problem in wholesaling right now. 
Steel 

The steel industry has its problems in 
the form of bottlenecks, shortages of ma 
terials, shortages of production facilities 
During 
the last few months of 1947 the steel 


and overscheduling of orders. 


industry operated at 97 to 98 percent of 
its ingot capacity. But, thousands of 
hungry assembly lines swallow up all the 
steel output almost as fast as it is re- 
ceived. The demand appears insatiable 
and the ‘“‘catching-up” a period of many 
months. 

Although in 1948 the steel industry is 
expected to increase its production facili 
1,000,000 tons ingot 


capacity, this is expected to result in only 


ties to add about 


slight improvement in production of the 


scarce electrical products which the 


wholesalers need so badly. 


Labor 

No alert wholesaler can make plans 
for 1948 without considering the “third 
round of wage increases,” which appears 
to be in the offing. There appears to be 
reason to believe that labor and manage- 
ment may settle their differences quickly 
this vear because both sides seem to un- 
derstand that strikes cost too much and 
neither can afford the heavy losses which 
Therefore 
strikes are expected to be settled quickly 


result from work stoppages. 


with many increases won followed by 
price increases. 
Prices 

What happens to prices this year will 
depend largely on the outcome of the 
“third round of wage increases,” with the 
unions’ demands obviously influenced by 
current price trends. How specific price 
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increases affect the sales opportunities in 


his territory is something that every 
wholesaler will be studying. 

One development which should not be 
overlooked in considering prices is the 
steady increase in_ production Every 
improvement in production means more 
better 


supply can mean a reduction in prices in 


supplies for the wholesaler. \ 


some cases. For example, although prices 
for building materials used by the con- 
struction industry may show a rise, the 
improved availability of materials will 
mean fewer work stoppages while the 
contractor hunts up materials and conse- 
quently, a reduced operating cost, and a 
saving for the home builder. 
Construction 

The two largest markets for the electri 
cal wholesaler in 1948 will depend on the 
achievements of maximum speed in the 
building program and continued exten- 
Both of these 
programs have been booming along in 


sion of farm electrification. 


1947 and show no signs of letting up in 
1948. The building of new homes is ex- 
pected to reach a record rate in 1948, with 
many forecasts predicting almost a mil 
lion new homes for the new year. The 
Bureau of Labor Statistics predicts that 
new construction will reach $15.2 billion 
this year. Over 2,000,000 consumers have 
been connected to power lines financed by 
the Rural Electrification Administration 
There are still approximately 2,280,000 
farms awaiting central station service. 
Many of them will be connected during 
1948. 


Two Veteran Salesmen 
Purchase Kubec Electric 


CHICAGO—The Kubec Electric Co., 
630 W. Jackson Blvd., one of the oldest 
Middle 
West, has been purchased by Frank L. 
Jaske and Fred A. 


salesmen formerly associated with Engle- 


electrical supply houses in the 
Girten, two veteran 
wood Electrical Supply Co 

The company was founded by the late 
August Kubec in 1915 and has been op- 
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erated by his executors since his death 
in July of last year. The present or- 
ganization will be kept intact by the new 
owners, who contemplate no changes in 
personnel. 

Mr. Jaske started with the Englewood 


company in 1921 as one of its earliest 


employees and has been a member of its 
sales organization for the past 20 years, 


specializing in industrial accounts. Dur- 


ing the war he was assigned to the com 
pany’s production department where he 
supervised the making of light assemblies 
for the Signal Corps. He is a director 
of the Electric Golf Club, a past presi- 
dent of the Englewood Kiwanis Club, and 
treasurer of the South Side Crippled 
Children’s Camp. 
Mr. Girten joined 
order clerk in 1924, served as purchasing 


Englewood as an 





agent for several years, and transferred 
In 1941 
he was appointed manager of the com- 
Dur- 
ing the war he was transferred back to 


to the sales department in 1936. 
pany'’s branch house in South Bend 


Chicago to expedite materials for cus- 


tomers engaged in war production and 


been covering his former 
territory on the 


has recently 
south side. He is a 
member of the Englewood Lions Club. 





West Coast NEWA Members 


Review Residential Market 


Industry cooperation and intensive selling called keys to resi- 


dential market by speakers at Fall Convention of Pacific Zone 


of N.E.W.A. Wholesalers see vast 


IVERSIDE, CALIF.—The residen- 


tial market for electrical supplies, 
apparatus and appliances received a lot of 
study and attention from the 201 whole- 
guests who attended 


Zone 
Wholesalers 


salers and industry 
the Fall Convention of the Pacific 
National Electrical 


Association meeting here recently. Where 


of the 


this home market lay, how it was devel- 
sold were the 
subject of the addresses delivered by ten 


oping and how it must be 


speakers at the two general sessions held 
at Riverside’s historic Mission Inn, fifty 
miles from Los Angeles 

Meeting for the first time in five years 


when “shortages” were not the major 


topic of in-and-out-of-meeting  discus- 


sions, electrical wholesalers from the 


eleven western states, plus manufactur- 
ers and agents gave their attention to: 
1. The trends in residential building; 2 
The home market for supplies, apparatus 
and appliances ; 3. The economic and elec- 
trical developments in the western states 
and their effect on the residential market. 


The discussions during the meetings 
painted a picture of the residential mar 
ket that was aptly labeled for the whole 
salers in the title of the closing address, 
a paper by C. A. Dostal, vice president of 
Westinghouse Electric Corp., “Gentlemen, 
There’s Millions in It.” 

In effect, Mr. Dostal put the dollar sign 
on some box-car figures on the size of 
the market that had been quoted indi 
vidually by such experts as: Edgar H 

Manager of 


Wileman, Home 


Barker Bros., Los Angeles, who discussed 


Bureau 


the trend in home planning; P. E. Me 


Caughey, merchandising sales 


Federal Electric Products Co., Inc., New- 


manager, 
ark, N. J., who covered the importance 
of the adequate wiring program in sell- 
market; Larry 


ing-up the residential 


Coen, distribution American 


Central Mfg. Co., 


manager, 


who discussed and il- 
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home market for all equipment 


modern kitchen 
utility 


Bendix Home Appliances, who 


lustrated the trends in 


planning; M. R. Rodger, sales 
manager, 
outlined the potential in the home laundry 


field; W E 


mador Elec 


Cranston, president, Ther- 
M fg ( .. Los 


a picture of the market 


Angeles, 
who presented 
for home heating; and Lawrence Prit 
chard, vice president, Bank of America, 
who made an economic forecast for the 


western states 


Wholesalers’ Market in ’48 
\ market for $190,000,000 worth of 
electrical supplies, appliances and appara- 
tus will be created in the eleven western 
states in 1948 just through the electric utili 
ties’ addition of 100,000 kw. for residential 


use, according to Chas. A. Dostal, vice 
president of Westinghouse Electric Corp., 
in his speech to the wholesalers. In an 
unusual analysis of the equipment needed 
to build each kw. of domestic load, Mr 
Dostal told his audience how they would 
share in the western utilities’ $300,000,000 
expansion program if they geared them- 
selves in adequate manpower, trained 
personnel and sales efforts. 

Mr. Dostal determined the extent of 
the wholesalers’ share in the utilities’ ex- 
pansion program by showing that it takes 
one kilowatt of 


load and that each of these new homes 


two new homes to create 


electrical 
load. As 
the new generating capacity on the West 
Coast in 1948 will 200,000 new 
homes, Mr. Dostal arrived at the sum of 
$174,000,000 as the 
for appliances and apparatus, plus an ad- 
ditional $15,000,000 which would be the 


supplies purchased from the wholesalers 


would require $870 worth of 


equipment to build its % kw. 
serve 


wholesalers’ market 


by the utilities. 

Wholesalers 
themselves to share in this market. Mr. 
Dostal recommended that they make use 


were advised to gear 


of the sales promotional materials, the co 





WHOLESALER OFFICIALS at Fall Convention of N.E.W.A.’s Pacific 


Zone at Riverside, Calif. Left to right: L. 


G. Berger, program chairman; 


D. A. Smith, convention chairman; L. E. Starkweather, program vice-chair- 
man; and E. E. Karsten, chairman, Pacific Zone, N.E.W.A, 








NATIONAL ELECTRIC 
ABC CABLE 





Gues You 


Armored, Bonded and Bushed Cable 


In National Electric A. B.C. Cable 


(No. 14 and No. 12), there's a 
double path to ground: 











The flat grounding strip provides 
a continuous low-resistance path. 


The armoritself with “bondhook” 
channel construction also as- 
sures a positive path to ground. 













There’ are “PLUS” values in National 
Electric A. B.C. Cable too: 


‘‘Dilec Safecote”’ In- 
sulated Wires— 
Flame retardant, 
moisture resistant, 
easy to strip. 


Anti- Short Bushing 


—Protects the wire 
from sharp armor 
edges. 


Flexibility without 
interfering with 
grounding contact 
between armor con- 
volutions. 


Buy National Electric A.B.C. Cable 
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from your electrical wholesaler. 


National Electric Products Corporation 





























Operative advertising, literature, slide- 
films, etc., being made available by the 
manufacturers. 
Selling Up Home Wiring 

Following an analysis of the trends in 
home building and design, two speakers 
emphasized the wholesalers’ opportunities 
and responsibilities in improving the qual- 
ity of wiring in residences. P. E. Mce- 
Caughey used displays of service entrance 
equipment to show how cheap it is for 
the home owner to have adequate wiring, 
and pointed out that the most important 
factor in this “selling up” was the work 
of the wholesalers’ salesmen in their deal- 
ing with the contractors 

W. E. Cranston, president of Therma- 
dor, noted that sales 
were going down while their dollar vol- 
ume 


wholesalers’ unit 


was going up and concluded that 
only by “going out there and pitching for 


more sales’ could the units be increased. 


Karsten Re-elected 

E. E. Karsten of Gough Industries, Los 
Angeles, was re-elected to serve as chair- 
man of the Pacific Zone of N.E.W.A. Mr. 
Karsten had been chairman for the past 
six months. A change in Pacific Zone 
procedure put the election of officers into 
the Fall Convention, than the 
Spring Meeting. 


rather 


In charge of the meeting at Riverside 
were D. A. Smith of Graham-Reynolds, 
Los Angeles, who was convention chair- 
man. He was assisted by Ross Hartley 
and F. C. Todt. Louis G. 
man of the program 


Serger, chair- 
committee took 
charge of the closing general session, and 
L. 2 
ciated at the opening meeting. E. A. 
Phillips and J. E. Bisset made arrange- 
ments for the two afternoons of competi- 
tive golf at a nearby club 


Starkweather, vice chairman, offi- 


The closing 
affair at the convention, the “Golf Ban- 
juet,” for both members and guests, had 
W. E. Cranston of Thermador Electric 
Manufacturing Co., Los Angeles, as 
chairman. 


R. D. Stoddard Joins 
Calif. Electric Supply 


SAN FRANCISCO—Rolph D. Stod- 
dard, formerly assistant advertising and 
promotion manager of radio station KGO, 
San Francisco, was appointed 
advertising and sales promotion manager 
for the California Electric Supply Co. of 
this city, northern and central California 
wholesaler of radios, appliances, lighting 
fixtures and electrical supplies 


recently 


In his new capacity, Mr. Stoddard re- 
places John Amberg, who resigned to 
join the Schuyler-Wilson Co., San Fran- 
cisco distributing concern. During the 
war, Mr. Stoddard was a U. S. Navy 
radar inspector, supervising radar instal- 


lations on aircraft carriers 


& 
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THE GOODWILL built up by Chester S. Bucher during his years as a sales- 
man for the Lamp Department of the General Electric Co. prompted nine 
Metropolitan New York wholesalers—his customers and friends—to give him 
a testimonial dinner upon his retirement from the selling field. 





Two Million New Customers 


For Electricity In 1947 


E. E. I. President C. E. Oakes reports record output, 


record increase in number of consumers and industry’s 


expansion program as favorable factors for future 


growth of sales for all types of electrical products 


IGHLIGHTS of 1947 in the elec- 
tric utility industry were the heavy 
growth of power consumption, a record 
increase in the number of customers, the 
meeting of increased 
demand without serious difficulty, and the 


successful power 
sharp rise in the last quarter of the year 
generating equipment 
manufacturers, in quantities 


of deliveries of 
from the 
exceeding the rate of growth of power 
consumption, according to a recent state- 
ment of Charles E. Oakes, president, 
Edison Electric Institute. Mr. Oakes em- 
phasized the importance of the five-year 
construction program already underway 
by the utilities to keep ahead of the 
enormously expanding load growth, and 
re-establish normal reserves of generating 
capacity which had been depleted by the 
long diversion of electric manufacture to 
war needs. 

“Total output of electricity 
generating sources in the country passed 
305 billion kilowatt-hours, 25 billion 
above electricity output in 1944, the great- 
est of any previous year and 13 percent 
above 1946,” Mr. Oakes reported. 

“Over 2 million new customers came 


from all 








on the power lines in 1947, making the 
largest increase in any One year of the 
industry’s history. Since V-J Day more 
than 4% 
been added. 
terials has improved and the backlog of 


million new customers have 


Supply of construction ma 
service has been 
sharply total 
customers at the end of 1947 was ap 
proximately 38,400,000. 
“About 500,000 additional 
added to power lines during the year, 
bringing the total to over 3,800,000 farms 
served with electricity, or 68 percent of 
Another 14 


percent are located on power lines, but 


awaiting 
reduced. The 


customers 
number of 


farms were 


the nation’s occupied farms. 


not yet taking service, thereby making 
service available to 82 percent of occupied 


farms. About 95 percent of the occupied 
homes of America now have electricity 
available to them and 92 percent are 
taking the service.” 

Mr. Oakes said that the delivery of 
generating equipment for power stations 
was resumed in volume in 1947. Manu- 


facture of this equipment had been di- 


(Continued on page 115) 
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"eww Sides Mediate 


All 15-, 25-, 40-, 50-, and 60-, watt lamps are 
now being packed in a new perforated 12- 
lamp carton. All 100-watt lamps will be 


packed in a new perforated 6-lamp carton. 


You'll Increase the Unit of Sale! 

Sell three bulbs to the customer 

who wants one or two, sell six to 
the customer who wants four or five. Sell up to 
the next higher unit of three and watch your 
profits grow. 


You Can Build New, Interesting 

Displays! The Cut-a-carton pack 

is big and bright. Mass displays 

will be more effective. By slicing 
the carton into its various sizes you can build 
whatever size and shape of display you want for 
your own store and window. And of course the 
new carton fits smartly into all Westinghouse 
lamp merchandisers. 


You'll be getting the new Westinghouse 
=) DS oo) 

pack soon. And you'll be selling more lamps. 

Here’s why: 


Easy to Sell an Assortment! Your 
customers want bulbs in various 
wattages. Now it is easy and con- 
venient to sell a three-lamp carton unit of each 
wattage desired. Every lamp is safe in its own 
protective sleeve and each unit is labeled to show 


the wattage of bulbs it contains. 


Pre-Proved by Store Testing! 
Dealers who received test ship- 
ments of the Cut-a-carton pack 
say positively that it increases their light bulb 
sales! They like the flexibility of the pack and the 
opportunity it gives them to seli their customers 


up to the next higher unit of three. 


As a Westinghouse lamp dealer, you can really go to town with the 


exclusive new Cut-a-carton pack. Think of that healthy margin of 
profits on lamps and ask every customer, “‘Need any light bulbs 
today?” Lamp Division, Westinghouse Electric Corp., Bloomfield, N. J. 


Tune in Ted Malone Monday through Friday 11:45 A. M. E.S.T. American Broadcasting Company Network. 


Westi nghou se 
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It's Flexible — Flexible sizes 
for selling, flexible sizes for 
bui'ding new, more interesting 
merchandising displays. Flex- 
ible, too, for the customers 
who want to buy an assort- 
ment of different sizes—who 
wont a “slice” of 40's, 60's, 
ond 100’s. ~ 


Cut-A-Carton Pock—It’s perforated! Thecompletecarton 
an holds 12 lamps. But run your fingernail along a per- 
foration and you slice off a carton of three—or six— 
or nine. Tailor-make your carton size. Each lamp stays 
firmly and safely in place in its own protective sleeve. 
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t's Effective—Moake displays 
of three-lamp “slices.” You'll 
find it's easy to sell a unit of 
three. Two or three such dis- 
plays in your store make it 
simple for customers to buy— 
and for you to sell—more 
lamps. 
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“It’s easier to pull 


aaslt’S 


Mr. USRUBBY, the Wire Engineer, 
knows what he’s talking about. 
Electricians find that Laytex RU, 
with its special new wax finish, is 
surpassed by no other wire in ease of 
pulling and handling. To be exact, 
only 22 to 26 pounds pull was needed 
to pull Laytex RU through the test 
conduit shown at right—as compared 
with 32, 40, 42, 45 and 80 pounds, 
respectively, for 5 other leading 
brands. In other words, Laytex RU 
is 33% to 300% easier to pull! 


UL wiring wile Ru? X& 
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RU 77 


Moreover, Laytex RU permits more 
wire per conduit on rewiring jobs be- 
cause it isAmerica’ssmallest diameter 





rubber covered branch circuit wire. 
United States Rubber Company’s 
unique dip method applies 90% pure 
rubber to the conductors, eliminat- 
ing the usual bulkiness and weight. 





This special method also keeps the 
conductors perfectly centered in the 
insulation, preventing thin spots. 
But that isn’t all. The physical and 
electrical properties of U. S. Laytex 
RU far exceed those of other building 
wires! In tensile strength, di-electric 
strength, insulation resistance, and 
elongation, LAYTEX RU is unsur- 
passed. The saturated cotton fibrous 
cover is flame-retardant and mois- 
ture-resistant. There is no finer 
building wire on the market. 

U. S. Laytex RU carries the label 
of the Underwriters’ Laboratories 
and is listed in the National Elec- 
trical Code as an all-purpose wire. 
Send today for a sample plus booklet 
containing more details about this 
wire. Write Wire and Cable Depart- 
ment, United States Rubber Com- 
pany, 1230 Avenue of the Americas, 
New York 20, N. Y. 

*Reg. U. S. Pat. Off. 


-- &$ LAYTEX QU --- == 









A PRODUCT OF 


UNITED STATES 
RUBBER COMPANY 
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N THESE times of confusion, 

it is becoming increasingly clear 

that all segments of the electri- 
cal industry are interdependent 
upon one another and must rely on 
each other to a greater and greater 
degree. Individual problems of 
manufacturers, wholesalers, dealers, 
contractors and the power suppliers 
are becoming more than ever the 
problems of the whole industry. 

The fact that the president of 
N.E.M.A. is addressing a message 
to the wholesalers at the New Year 
bears evidence of the growth of this 
feeling. 

Though my company is primarily 
an apparatus manufacturer, my past 
association on the Board of Govern- 
ors of N.E.M.A. has permitted me 
an insight into this inter-relation of 
specific particular 
groups as they affect the whole in- 
dustry. As the problems are solved, 
the whole thus 
benefited. 


problems _ of 


industry is 


ach industry member or perhaps 
industry group may consider itself 
as the most important segment of 
the whole. Apparatus manufac- 
turers, because of the size and com- 
plexity of their products, have 
tended in the past toward this feel- 
ing of importance. However, asso- 
ciation with others has done much 
to dissipate this 
past few years. 


feeling over the 


Whereas a manufacturer of gen- 
erating, transmission and distribu- 
tion equipment may feel that the in- 
dustry could not move but for him, 
he now realizes that no need for his 
products would exist were it not 
for the load builders and services. 
The load builder groups, such as in- 
dustrial apparatus, appliances and 
lighting equipment, as well as the 
manufacturers of service materials 
must have their part in creating this 
interdependent market. Thus in 
recent years, tendencies toward 
isolation have diminished 
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The President of N. E.)!. A. 
On The Outlook For 1948 


By W. C. Johnson 





One of my first official duties as 
president of N.E.M.A. was to visit 
the Second 
Exposition. 


International 
This was a gratifying 


Lighting 


experience to me as an illustration 
of the increasing cooperation within 
the whole electrical industry. 
It demonstrated that manufactur- 
industrial and 
fixtures 


commercial 
depend — heavily 
upon the products of other manu- 
facturers for components of 


ers of 
lighting 


their 
include — ballasts. 
fixture wire, and 
many parts which the fixture manu- 
facturer makes and assembles with 


fixtures, These 


wiring devices, 


these purchased components. 
Another good example of coopera 
interested segments 
within the industry is the Planned 
Lighting This program 
was initiated by the Edison Electric 
Institute and found willing support 


tion between 


Program. 


of the Industrial and Commercial 
Lighting Equipment Section of 
N.E.M.A. The objective is to 
modernize the lighting of American 
factories, commercial offices and 
residences. 

The realization of even a small 
part of this objective will create a 
substantial increase 1n load for the 
power suppliers, which will not only 
benefit them but nearly all other 
segments of the electrical industry, 
including electrical wholesalers. 

There is good indication that the 
demand for wholesalers items will 
be greater in 1948 than during 1947. 
It appears now that electrical manu- 
facturers will be able to make most 
of the products required by the 
construction industry in sufficient 
quantity so that electrical products 
will not be a bottleneck in connec- 
tion with residential, commercial 
and industrial construction in 1948. 

In order to meet the needs, how- 
ever, all branches of the industry 
must be cognizant of their individual 
responsibility to the public in mak- 
ing the products available at the 


TTT 


W.C. Johnson 
President, National Electrical Manufac- 
turers Association. Executive Vice-Presi- 
dent, General Machinery Division, Allis- 
Chalmers Manufacturing Company. 


right place, at the right time, and in 
the right quantity. 

Upon the wholesaler largely rests 
the responsibility for maintaiming in 
his warehouse a balanced supply of 
the various types of material so that 
electrical installation can be 
completed without delay. Let it not 
be said that for the want of an outlet 


each 


a house is lost. 

The housing needs of the country 
are critical and present a challenge 
to every industry involved. I[ am 
sure that electrical wholesalers will 
rise to meet their part of this chal 
lenge by maintaining balanced and 
controlled inventories of 
essentials, 


electrical 


My associates in the electrical 
manufacturing industry assure me 
that they will strain every resource 
to provide a steady flow of their 
products to the wholesaler. 


A QUICK SALE WITH AUTOMATIC REPEAT SALES | 


' 





CONNECTOR KIT (No. 10) 


MR. WHOLESALER: Not only an easy, quick seller, but every Hylug 
Connector Kit sold brings automatic repeat sales of Hylugs and 
Hylinks. The kit contains an assortment of 325 connectors for wire 
sizes #20 through #10, in durable plastic containers, together with an 
installation HYTOOL. To supplement this, the complete line of Burndy 
solderless, pure copper connectors is now conveniently packaged as 
refills in easy-to-stock boxes. This means big returns from all your 
customers who make small wire connections. See your Burndy man or 
write for details. 


NEW YORK 54,N. Y. 


Western Branch: Vernon 11, Calif.; © Foreign: Philips Export Corporation, 
New York 17, N. Y.; Canada: Canadian Line Materials, Ltd., Toronto 13 
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The President of N. E. o fe 
On the Outlook for 1943 


LTHOUGH — 1948 — appears 
likely to be a more difficult 
year for electrical wholesalers 
than was 1947, sales volume in both 
the appliance as well as the ap- 
paratus and supply fields should 
show a substantial increase if all 
branches of our industry become 
fully aware of the importance of 
electrical interdependence and un- 
dertake aggressively to promote and 
sell all available products. 
The coming year will probably be 
a more difficult year than last be- 
cause of the continuing shortage of 
major products using sheet steel and 
the possibility of still further restric- 
tions in the amount of available steel 
due to requirements overseas. Fur- 
ther, there is the possibility, if not 
the probability, that time payment 
controls will be re-established. The 
public is becoming more discriminat- 
ing in its buying. People are looking 
for quality products and the result 
is that large numbers of less at- 
tractive products are being left in 
stocks to be liquidated later. 
Another adverse factor is the 
serious lack of trained retail sales- 
men. Today most salesmen are tak- 
ing the easy way. This problem is 
not going to be solved overnight. It 
is difficult to get dealers to con- 
centrate on sales and promotion on 
easy-to-get products. This, however, 
is something that must be considered 
as the only sure way—and not an 
easy one—to step up sales volume 
in the face of continuing shortages. 
N.E.W.A.’s new Sales Booster 
program is a big step, and a practical 
one, in the direction of improving 
sales techniques and increasing sales 
of all kinds of electrical preducts. 
It is a direct follow-through which 


supplements the E.E.I.—N.E.W.A. 





By E. B. Ingraham 


E. B. Ingraham 


President, 

National Electrical Wholesalers Assn. 
President, 

Times Appliances Co., Inc., New York 


Sales 
These printed bulletins are designed 
specifically to help the wholesaler’s 
salesman help his customers and, in 
consequence, assist both the whole- 


Basic Training Program. 


sale and retail branches of our in 
dustry to boost sales volume. Sub 
jects covered by the Appliance Sales 
Booster have been “Time Payment 
Selling,’ and “Use and User.” In 
the Supply Sales Booster, “Light- 
ing” and “Adequate Wiring” have 
Many more im- 
portant subjects have been selected 
for presentation in each edition of 
the N.E.W.A. Sales Booster in a 
continuing program that calls for 
the issuance of about twelve pub- 
lications yearly. 


been discussed. 
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During the past year the associa- 
tion’s Program for Progress has 
been amplified by some noteworthy 
activities and services. These have 
already been publicized and several 
more are to be announced later. | 
should like to take this opportunity 
to refer to the excellent work of our 
many functional 


committees and their able chairmen. 


commodity and 


The programs of projects relating 
to our two Divisions have’ been 
given real initiative and skillful 
guidance by D. M. Salsbury, West- 
inghouse Electric Supply Company, 
New York, chairman of the Ap- 
paratus and Supply Division; and 
George F. Kindley, Edgar Morris 
Sales Company, Washington, D. C., 
who heads the Appliance Division. 

During the five years that Charles 
G. Pyle has been N.E.W.A.’s man- 
aging director, the membership has 
grown from a total of about 500 
houses to more than 900 houses at 
the present time. The value of his 
leadership is self-evident in the 
greatly increased scope of our mem- 
bership service program. It is 
especially pertinent to the fact that 
this year will mark the 40th an- 
N.E.W.A.—an _ oc- 


casion that will be celebrated during 


niversary of 


the annual convention scheduled for 
the Hotel Statler, Buffalo, New 
York, May 2-7. 

\lthough the 
electrical wholesalers may multiply 


problems facing 
as the year progresses, the com- 
prehensive N.E.W.A. program deal- 
ing with scientific hiring, sales train- 
ing, sales promotion and many other 
specific subjects will be recognized 
by all active and progressive whole- 
salers as a practical forward-looking 
effort to serve and assist the in- 
dustry. 
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Although a Certified Ballast is usually placed 
out of sight, its importance can never be over- 
looked, because top fluorescent lamp perform- 
ance is so dependent on proper ballast operation. 


Certified Ballasts assure maximum lamp per- 
formance ... longer lamp life. They safeguard 
against overheating . . . eliminate disturbing 
noise. That’s why Certified Ballasts are a ““must”’ 
in good commercial and industrial fluorescent 


lighting installations. 
® w 








— / 











Certified Ballasts are better... because they are 
built to precise specifications ...then tested and 
checked by Electrical Testing Laboratories, Inc., 
against these specifications. Only when they 
pass this testing are they certified. 


For these reasons fluorescent fixtures sell easier... 
perform better ... give more lasting satisfaction 
... when they’re equipped with Certified Ballasts. 


Certified Ballasts are used in all Fleur-O-Lier 
CERTIFIED fixtures and in Certified Lamps with circline tubes. 


/”ERTIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 


2116 KEITH BLDG., CLEVELAND 15, OHIO 
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PROFESSION 


a a a ee 


*“*Professionals” are distinguished from non-pros 


fessionals not primarily through their superior 
technical skills in selling or their capacity 
creative thinking, but by the nature 


attitudes toward their individual 


* 


do 


. 






ir 


By Robert S. Wilson 


Vice President in Charge of Sales 
The Goodyear Tire and Rubber Co. 


HERE is need for a new look 

at selling. Too long has selling 

been looked down upon. Too 
long has selling been traduced by its 
own members. 

Consider the commonly used 
phrase “The Selling Game” as if 
selling were a sport instead of a 
profession, and “Put over a deal” 
with its connotation of getting the 
best of the other fellow. 

Here in America man has reached 
probably the highest point in his up- 
ward struggle toward civilization. 
American business—what we call 
“American Free  Enterprise’”—is 
largely responsible for high stand- 
ards of living in this country. And 
the salesman — the professional 
salesman—is now, always has been, 


and will be more so, the scout, the 
leader, the interpreter, the intrepid 
trail-blazer of American businggiag 

Most books on selling begin by 
pointing out that everyone from the 
cradle to the grave is in some way 
or other a salesman. The baby 
sharply calls attention to his needs 
by crying; the young swain sells his 
proposal of marriage to his_ best 
girl; a preacher sells religion to his 
congregation, and so on. 

That generalization is the exact 
opposite of what we need. What 
we need is definition—classification 
—a set of standards. What we need 
most of all is a set of standards for 
setting apart the professional sales- 
man from the peddler, the drummer, 
the hit-and-run salesman, just as 
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there was need during the Middle 
Ages for setting up standards of 
medicine, setting apart the profes- 
sional physician from the leech, the 
barber, the witch doctor. 


The professional salesman is 
emerging from the mists of the 
industrial age. He is still a vague 
figure; he needs to be given form 
and substance. His profession 
needs to be systematically out- 
lined so that young men may seek 
it out, measure up to it, carry it 
on to new heights of perfection. 


The need for delineation is under- 
lined by the fact that we can find no 
university or college today that has 
a major in selling. In fact, there is 
one prominent School of Business 
\dministration that 
have one semester course in 

Let 
selling. Let us try to define and de- 
limit 


does not even 


selling! 
us then take a new look at 


some of the broad terms; let 


us at least define the word ‘“‘sales- 
man.” Let us define the word 
“professional.” Then having clearly 


in mind what we mean by “profes- 
sional salesman,’ let us examine the 
pressing need for the professional 
salesman today—how that need may 
be gradually filled and, finally, what 
contribution the professional sales 
man of the future may make to the 
general well-being of America. 

For many years after the travel- 
ing salesman became an accepted 
fact, there was an amazing lack of 
ethical concepts. Sharp practice was 
common. Buying and selling were 
a battle of wits. 

There was little recognition of the 
opportunity, if not the obligation, to 
help in re-sale. The principle of 
caveat emptor was paramount with 
this 
hence 


class of traveling salesman, 
shall refer to 


caveat emptor salesmen. 


we them as 


Gradually certain ethical stand- 
ards began to emerge. Certain 


manufacturers began to put their 
names on their products and back 
quality with an honest guarantee. 
Retail merchants began to introduce 
the plainly written price tag and the 
one-price policy. 


regard 


Some salesmen 

the ultimate 
satisfaction of the customer as more 
important than the immediate sale. 

Getting down to the definition of 
a salesman, we might cynically 
define the salesman of the early days 


began to 


as: 


“One who persuades you to buy 
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something you do not want for more 
than it is worth.” 

As for the modern salesman, there 
are as many definitions as there are 
sales managers. Of all the hundreds 
of definitions of salesmanship, the 
one I like best is the one attributed 
to John Wanamaker : 

“Salesmanship is the art of so 
successfully demonstrating the 
merits of the goods and service of a 
house that a permanent customer is 
made.” 

But the difficulty in determining 
an adequate definition of a salesman 
is because there are so many classi- 
fications, such as retail salesmen, 
wholesale salesmen, inside salesmen, 
traveling salesmen, telephone sales- 
men, ad infinitum. 

In order to down the 
definition, I have 
classification used by 
States Department of 
They divide salesmen into 


narrow 
problem of a 
adopted the 
the United 
Labor. 
three general classifications : 


SALES CLERK—usually 


tioned 


sta- 


behind a counter, where 


chief task is to receive cash 
the article 
by the customer, wrap the article 
and with 


change, to the customer. 


his 


payment for selected 


give, together 


any 


SALES PERSON —applied to 
that solicitation 
of the customer but that usually 
do require, to a greater or lesser 


iobs involve no 


degree, a special knowledge of 
the merchandise sold. The sales 
person is generally stationed on 
the selling floor, where he dis- 
plays, explains and sells mer- 
chandise to interested individ- 
uals. 

SALESMEN applied to jobs 


that involve a personal solicita- 
tion of the customer by the selling 
agent, frequently outside of the 
In general, salesmen sell 
a high-price article and must be 
able to persuade indifferent pros- 
pects of their desirability. 

There are various types of sales- 


store. 


men and they derive from the early 
American history of selling: 


1. The peddler. He carries his 
own wares or a thick catalog 
which he thumbs through page 
by page. 


nN 


The drummer. He is the glad- 
hander—the commercial am- 
bassador. He is the man who 


3. The caveat emptor. 


4. The professional 





says “I hate detail,” which 
really means “I hate the hard 
work of thinking.” 


He is the 
once-over boy—the _hit-and- 
run salesman; he changes jobs 
about as often as he changes 
his suit; he’s interested only 
in his own immediate profit. 


salesman— 
now beginning to emerge. He 
seeks out the one who has a 
need and brings him in con- 
tact with the one who can 
supply that need best, to the 
lasting mutual advantage of all 
three. 


What Is a Professional? 


There are a number of interesting 
definitions of a “profession,” but 
Webster's Dictionary gives as good 
a one as can be found: 

“Profession—a calling in which 
one professes to have acquired some 
knowledge used by way 
either of instructing, guiding or ad- 
vising others or of serving them in 
some art.” 

President James Bryant Conant 
of Harvard University offers this 
for judging 


special 


illuminating criterion 
the professional : 

“The difference between a trade 
and a profession is that the trader 
frankly business 
primarily for the sake of pecuniary 
gain while the members of a profes- 
sion profess an art, their skill in 
which they place at the public serv- 
ice for a remuneration, adequate or 
inadequate, but which is truly an 
end in itself. The professional man 
finds his highest rewards in his sense 
of mastery of his subject, in the ab- 
sorbing interest of the pursuit of 
knowledge for its own sake, and in 
the contributions which, by reason 
of his attainments, he can make to 
the promotion of the general wel- 
fare.”’ 

Let us emphasize the difference 
between ‘‘a member of a profession’”’ 
and the true professional. Merely 
being a member of a profession does 
not in itself guarantee that a man 
will remain a professional. We can 
think of physicians who have never 
advanced their knowledge beyond 
what they learned in medical school. 
We can think of lawyers who are 
not so sharp today as they were the 
day they passed their bar examina- 
tions. 


carries on_ his 
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The distinguishing mark of a 
professional is the constant aspir- 
ing toward perfection. 


Talking with people within our 
own organization from time to time 
I have defined a professional as one 
who studies and practices—studies 
and practices constantly until he ap- 
proaches perfection in his chosen 
calling. 

And so we come to the delineation 
of a professional salesman. Here 
we cannot be confined to the strict 
limitation of a definition. We must 
rather accept the broader outlines of 
a word sketch. 

The professional salesman is a 
man who, first of all, has made sel- 
ling his chosen calling—his life 
work. In this he is unique because 
most men who have the title of 
“Salesman” did not choose to be 
salesmen—they just happen to be 
salesmen. Selling is not a calling 
with them. It’s just a job. 

The professional salesman is the 
man to whom true service is of 
paramount importance. To quote 
Henry S. Dennison: 

“A professional combines science 
and common sense into an art ac- 
companied with a motive of service 
greater than that motive of service 
to self and also having a loyalty to 
a code of ethics.” 


The professional salesman is a 


man who is constantly studying 
to improve his proficiency. 


A surgeon whom I know well 
personifies to me the professional 
attitude. I met him at lunch one day 
not long ago and he told me he was 
leaving by plane that afternoon for 
Dallas. Why? He had read in one 
of the medicai journals of a surgeon 
in Dallas who had performed a 
delicate cheek-bone operation in a 
manner that was new to him. He im- 
mediately called the Dallas surgeon 
on the telephone, found he was to 
perform such an operation the next 
day, so he dropped everything and 
left by plane to watch the operation 
and learn a new technique. This 
friend of mine was 56 years old 
when this incident occurred and to 
the end of his career he will go on 
studying and practicing to improve 
his proficiency. He is a true profes- 
sional. 


The professional salesman is a 
man who recognized the fact that 











Robert S. Wilson 


ELECTRICAL WHOLESALING hereby extends thanks to the author, Mr. Robert 
S. Wilson, and to Sales Management for permission to reprint the article ‘'Sales- 
manship as a Profession," which originally was published in the June 15, 1947, 
issue of Sales Management. 

To introduce the author to our audience of salesmen of electrical products 
we reprint also, and with our hearty endorsement the editorial comment under 
the title: "A Salesman's Salesman," which accompanied the article. 


The EDITOR. 


"Robert S. Wilson, vice-president in charge of sales, The Good- 
year Tire & Rubber Co., is this year's winner of the Charles Cool- 
idge Parlin Memorial Award, sponsored by the Philadelphia 
Chapter of The American Marketing Association, in cooperation 
with the Curtis Publishing Co. 


"The Award was established three years ago in memory of 
Charles Coolidge Parlin, who created the Commercial Research 
Department of The Curtis Publishing Co. in 1911, and who is gen- 
erally recognized as the founder of modern research. 


"Each year the Board of Governors of the Parlin Memorial Lec- 
ture selects an individual ‘best qualified to discuss a basic market- 
ing problem with some breadth of vision.’ Mr. Wilson's topic, this 
year, was 'Salesmanship as a Profession.’ 


"The Editor of Sales Management feels that Mr. Wilson's talk 
may well be the most significant single presentation made this 
year in the whole field of marketing. Accordingly, with some slight 
omissions which were required to bring the material within the limits 
of an eight-page form, the address is printed here in the hope that 
sales executives and salesmen the country over can benefit by Mr. 
Wilson's trenchant thinking on a subject paramount in importance 
to everyone in the selling field.” 
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The professional salesman who sells to the user has done much to raise standards of living for his customers. 


there is no substitute for hard 
work. 

Charles Kettering puts it this 
way: “I think this ‘know-how’ we 


talk about is eternal practice, prac- 
practice.” Dr. Paul Ivey says: 
“If you want success in any profes- 
sion you have to pay the price for it; 
that means work.” 


tice, 


The professional salesman is a 
man who, above all else, main- 
tains his own self-respect, in- 
tegrity, independence. 


In the final analysis, this matter 
of integrity is the sine qua non of 
the true professional. I know of no 
man to whom I would give the title 
“professional” in any line who 
would sacrifice his own self-respect 
either through coercion or in the 
hope of gain. 

In this connection I recently made 
an interesting study. It occurred to 
me that the man best qualified to 
describe a professional salesman 
would be the purchasing agent him 
self. So I commissioned the R. L. 
Polk Co. to send a simple postcard 
questionnaire to 500 leading pur- 
chasing agents. The postcard asked 
this one question: 

“Think specifically of the best 


salesman representing any company 


who calls on you and tell us briefly 
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why you consider him the best.” 
Chat the purchasing agents were 
interested in the subject was evident 
from the fact that more than 30 per- 
replied—a satisfactory 
[ purposely made the ques- 


cent 
return. 
tion broad so that purchasing agents 


very 


could use their own words. 


It wasn’t hard to classify the 
answers in broad categories and 
here is the significant thing: More 


than 50 percent of the reasons given 
as to why the best 
“best” centered on the man himself. 
Not knowledge of the product—not 
personal serviee—not entertainment 
but the man. Such adjectives 
abounded as “Dependable’’—‘‘Sin- 
“Honest” — “Friendly”’- 
“Intelligent” —and 


salesman was 


cere”’ 
“Considerate”’ 
“Loves-his-job.” 
To anyone who has lived selling 
for any period of time, these an- 
swers are no surprise. But as I leaf 
through the revealing replies, I 
wonder again at all the folderol on 
salesmanship that used to be taught. 
Remember the catch phrases about 
‘con- 


“creating the buying attitude,” ‘ 
trolling the prospect’s mind,” “‘fore- 
ing action,” and so on? 


Finally, the professional sales- 
man is a man who puts true value 
on his services. 


While monetary reward is entire- 


ly secondary to service in his con 
sideration, his own inherent self 
respect, his insistence on his own 
personal independence require that 
he build up first a reserve and then 
an estate which will keep him free 
from the coercions of necessity. 


Qualifications of the 
Professional Salesman 


Professional salesmen can be 
divided broadly into two classifica- 
tions: those who sell to users and 
those who sell to re-sellers. Each of 
these two classifications has a 
separate set of qualifications. 

We shall list but not attempt to 
elaborate the qualifications of each 
classification. These qualifications 
are well known and much has been 
written about them. Main emphasis 
will be on the attitude requisite in 
each classification. Attitude, more 
than formal training, distinguishes 
the professional salesman from the 
peddler, the drummer, the caveat 
emptor. 


The Salesman Who Sells to 
the User 


Here are the requisites: 

1. Knowledge of the product. 

2. Knowledge of how it should 
be used. 

3. Knowledge of the needs of the 
user. 
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4. Knowledge of the market. 

5. Knowledge of competition— 
strong and weak points. 

6. Knowledge of the company he 
represents—financial, his- 
torical, etc. 

7. Knowledge of the concern or 
person to whom he is selling— 
financial, capacity for growth, 
ere. 

These things are fundamental 

ust as knowledge of physiology and 

anatomy is fundamental to the physi- 
cian. Practically all sellers to users 
ire specialists; hence their knowl- 
edge is specialized—and should be. 


But the professional salesman 
in this classification must be 
activated by a true spirit of serv- 
ice and a militant spirit of serv- 
ice. He must be imbued with a 
burning zeal for his product or 
his service. To use the phrase 
that appeared so often on the 
postcard replies from the pur- 
chasing agents: “He loves his 
work.” 


Of this type, the professional life 


insurance salesman is a good ex- 


ample. His spirit is the spirit of 
He wants to help his 
customer create an insurance estate ; 
he wants to avoid the possibility of 
over-burdening a client, particularly 
a younger man, with too great an 
load. But on the 
hand, his belief in the essentiality of 


true service. 


insurance other 
life insurance for every man is so 
militant that he will not allow 
client to close his mind to his duty to 


1 


his 


is family or brush aside his respon- 
sibility. A 


all else 


service salesman above 
but no namby-pamby he. 
he difficulty of his job is illustrated 
by a pithy and amusing comment I 
ran across in the Market Research 
Company’s investigation. Remarked 
ine respondent: “Most people of in- 
surable age avoid the insurance 
salesman.” 

\n outstanding example in my 
personal experience of the profes- 
sional salesman is a salesman of 
conveyor belt for underground coal 
mines. He was originally a coal 
mining engineer. He saw the waste 

man-hours, and hence of money, 

the old, inefficient mine car and 
ine pony. Then he the 
sults of later-day installations of 
modern rubber belt conveyors in 
coal mines where accurate track was 


kept of costs. He concluded that the 


Saw re 


mine owner who stuck to the old 
ways was inevitably going to be 
forced out of business by high costs. 
Day in, day out, week in, week out, 
he dons rubber miner’s 
helmet, miner’s lamp and crawls 
through coal mines in the Kentucky 
fields, Virginia fields, Illinois fields, 
and all over the United States where 
coal is mined. I don’t think he has 
ever written up an order—but he 
has sold more mine conveyor belt 
than any man to my knowledge. His 
greatest satisfaction is going back to 
the mines that have followed his ad- 
vice and figuring how well his in- 
stallations have paid out. 

Great tribute must be paid to 
professional salesmen of this type 
for what they have done to raise the 
standard of 


boots, 


living, to reduce the 
costs of production, to increase em 
ployment. At the same time, in all 
honesty, acknowledgement must be 
made of the fact that many salesmen 
of the unprofessional 
many this 
raising the American standard of 
living 


type made 


mistakes in process of 
mistakes which were costly 
and painful to the buyer. But the 
overall record is a record of con- 
tribution which entitles this calling 
to rank as a profession and these 


men to rank as professionals. 


The Salesman Who Sells to 

the Re-seller 

Here are the requisites : 

1. Knowledge of the product. 

2. Knowledge of how it should be 
used. 

3. Knowledge of the market. 

4. Knowledge of competition 
strong and weak points. 

5. Knowledge of the company he 
represents—financial, histor- 
ical, ete. 

6. Knowledge of the concern to 
whom he is _ selling—financial, 
possibilities of growth, etc. 

7. Knowledge of the  funda- 
mentals of retailing: 

(a) Market analysis. 

(b) Location. 

(c) Building design and ident- 
ification. 


(d) Interior layout and dis- 
play. 

(e) Personnel—hiring and 
training. 


(f) Advertising. 
(g) Budget making and ex- 
pense control. 
(h) Accounting. 
Here again, this knowledge is 
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fundamental, just as knowledge of 
common law—how to make out 
write wills, etc.—is funda- 
mental to a lawyer. 

Sut among salesmen who sell to 
re-sellers, the professional attitude 
is far less common and not so well 
advanced as in the case of the sales- 
man who sells to the user. In 


deeds, 


this 
classification of salesmen we often 
find what I have defined as the ped- 
dler and the drummer—the peddler 
who leafs through the catalog and 
the “want list;’ the 
drummer with his glad-hand and 
the latest story. 


looks over 


Actually, however, the salesman 
who sells to the reseller has a more 
difficult job and requires greater 
ability than he who sells only to the 
user. In this classification of sales- 
men, the professional attitude—and 
remember, it is attitude that is most 
important of all—is the attitude of 
the This 
does not make the final sale himself ; 


great teacher. salesman 


he succeeds only as the goods move 
off the shelves of those to whom he 
Therefore, his his 


sells. success, 


must from. the 


training of others. He is like a foot 


satisfaction, come 
ball coach or the manager of a pro 
fessional baseball team; he gets re 
sults not directly, but by his ability 
to train others. 

[t is said the human body replaces 
itself every seven years. Similarly, 
in the average salesman’s territory 
there is a normal but constant turn 
over of dealers. So the professional 
salesman to re-sellers must do as the 
WIse, foreseeing coach does—he 
must grow his own. 

rhe the Yankees 
and Cardinals in baseball is attrib 
uted to the fact they first saw the 


need of growing their own 


dominance of 


estab 
lished farm clubs in minor leagues. 
Thus when they needed a new play- 
er, they could always reach down 
their farm 
bring up the right boy. 
So the professional salesman to 


into one of clubs and 


re-sellers is constantly on the look- 
out for new, young material—mate- 


rial he can train in his own way, 
mold in his own fashion. He gets 
and holds their confidence. He 
builds not for today, but for next 
year; he rejoices in the romance of 
the success of his pupils. 

In my experience in selling over 
the past 35 years nothing has given 
me more satisfaction than watching 
the growth mentally, spiritually, and 
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financially of men whom I have in 
some way aided to start business 
from humble, hard-working begin- 
nings. To see them reach full stat- 
ure of business manhood is one of 
the best rewards in business life. 


The Need for Professional 
Salesmen 


Up to this point we have defined 
the noun “salesman,” the adjective 
“professional,” and put the two to- 
gether to delineate what we mean 
when we say “professional sales- 
man.” And we have sketched briefly 
with no attempt at scholarly thor- 
oughness the two chief classes of 
salesmen: (1) those who sell to the 
user: (2) those who sell to the re- 
seller. 

All of this has been preliminary to 
the main purpose, which is to deal 
with the national need for profes- 


sional salesmen. 


How Are Americans Gainfully 
Employed? 


Vhere are today 55,400,000 Amer- 
icans gainfully employed. They may 
be divided roughly into four chief 
groups: manufacturing, distributing, 
farming, and professions. Numeric- 
ally, the division is about as fol- 
lows—again making the classitica- 
tion rough and the figures approxi- 
mate: 


Manufacturing (including 


Mining) 

Distributing . ? 
Farming (‘including For- 
estry & Fishing) 


ne 


,400,000 t 
,800,000—34% 


7,200,000 13% 


Professional and semi- 
Professional workers... 3,800,000 >} 18% 
Services .. ‘ 6,200,000 


Note how small is the number in 
the professions and think how great 
is their leadership influence. 

We shall come back to that later. 

In the early days America was a 
country of individuals. Chiefly farm- 
next then artisans 
mostly individual craftsmen, work- 
principally in 


ers, traders, 


ing family groups. 
Then of course, the professions, lim- 
ited principally to ministers, lawyers, 


and physicians. 
Earliest Census 


The earliest Census of our coun 
try showing the same groupings as 
listed above is that of the year 1870, 
which shows this numerical distri- 
bution: 


Manufacturing 
Mining) 
Distributing 


(including 
p 2,800,000 999 
1,600,000—11% 


Farming (including For- 
estry & Fishing)...... 6,900,000—54% 
Professions and Services 1,600,000—13% 
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Note that whereas manufacturing 
accounted for 35 percent of those 
gainfully employed in 1947, they ac- 
counted only for 22 percent in 1870. 
Going back to 1820, manufacturing 
probably could account for no more 
than 10 percent and that manufac- 
turing was, as outlined above, large- 
ly individual craftsmen. 

Then there was no such thing as 
sig Business and Big Labor. The 
problems of human_ relationships 
were the normal problems of the re- 
lationships between individuals, 
Speech was free; thought was free; 
religion was free; enterprise was 
free. Pressure groups and blocs were 
unknown. 

But 
problem of 
simpler than at any time in human 
history because (a) for the first time 
individual 
stood on the basis of equal footing ; 


all, the 
relations 


most important of 


human was 


in human history each 


(b) society Was SO uncomplicated 
that dealings were for the most part 
dealings between principals, between 
individuals. The man wanted 
to buy a pair of shoes talked with 
The 


man who wanted to buy a loaf of 


who 
the man who made the shoes. 


bread received the loaf of bread from 
the hands of the man who made it. 
The man who wanted to buy a boat 
sat down with the boat builder and 
laid out his plans and specifications 
personally 
build it. 


perhaps even helped to 


Time and Progress Move On 


and 
bring change 


Time progress inevitably 
change at least in the 
outward form of things. In America 
our enterprise fashioned the ma- 
chine, the steam engine, the elec- 
tric motor, the internal combustion 
engine, and the host of tools these 
magic forms of power made possible. 
The machine inevitably created fac- 
tories and production lines. Only 
thus could the consumer be given 
the benefits of the low cost of pro- 
duction the machine made possible. 

And so Big Business was created 

an inevitable consequence of the 
and the demand for 
which are inherent 


inventiveness 
betterment 
constant in the free man. 


and 
Big Business through its econo- 
mies brought the highest standard 
of creature comfort to the free peo- 
ple of the United States. The low- 
ness of our production costs and the 
highness of our wages were and are 
the marvel of the world. 


But Big Business by its very big- 
ness brought new problems to 
America—problems of human rela- 
tionships. 
the owner of the factory—he wh 
started and built the business—could 
no longer maintain personal contact 
with the workers on the one hand 
and with his customers on the other 
hand. 

Thus came into being the tw 
most important classes of men in in 
dustry today—the foreman and _ th« 
salesman. As each business founder 
discovered that he could no longer 


As a factory grew in size, 


maintain personal contact with his 
workers and his customers, he dele 
gated these duties to his most trusted 
usually men who had 
grown up so close to him that they 
reflected accurately his personality 
and his policies. 

The business grew—more fore 
men and more salesmen were added 
until there were so many that some 
of them never had met the founder 
Then the founder passed on and the 
individually owned business became 
a publicly owned corporation, the 
management of which was always in 
process of gradual change, just as 
any organism is constantly in the 
process of gradual change. 

Dropping consideration of the 
production side of business, because 
we are not concerned with it here, 
we find that we have come to the 
place where contact between the 
company and its customers is almost 
solely in the hands of salesmen. To 
the customer, the salesman is the 
company—and since business is sole 
ly a matter of human relationships, 
the customer’s regard for the busi 
ness is measured to a large extent by 
his regard for the salesman. 

Sut we must pursue this point 
further and get to the essence of this 
article. 


associates 


The customer’s regard for the 
salesman depends on: 
(a) What kind of a man the 
salesman is. 


(b) The salesman’s_ regard 
for the company. 
(c) The company’s regard 


for the salesman. 


At one extreme of the spectru 
is the messenger-boy type of sales 
man who runs errands back and 
forth between the customer and th 
company. The other extreme is tl 
professional salesman who literal) 
is the company so far as his custon 


ELECTRICAL WHOLESALING—January, 1948 


























948 





ers are concerned—with whom his 
customers talk and consult just as 
their fathers and grandfathers talked 
and consulted with the owner of the 
company. 

Does someone charge me with be- 
ing a little idealistic with this de- 
scription? If so, I will name scores 
of professional salesmen among my 
own acquaintances who hold just 
such relationship with their custom- 
ers and with their companies. 

True, there are relatively few 
salesmen of this type. My plea is for 
more of them. We can all agree that 
there is great need for more of them 

thousands of them 3usi- 
ness is to remain human in the eyes 
of its customers : 


if Big 


if the human rela- 
tionship between buyer and seller, on 
which all business depends, is to re- 
main normal. 


“‘We Do Business With Our 
Friends” 

Elbert Hubbard 

truth when he said, 

with our friends.” 


spoke a great 
“We do business 
And you don’t 
make friends with or remain friends 
with someone you have contact with 
only through a messenger boy. 

Turn the coin over 
other side of it. 


look at the 
Regard the harm 
done by the amateur salesman—the 
messenger-boy salesman. Messages 
transmitted by word of mouth are 
usually garbled. Garbled .messages 
lead to misunderstandings. Misun- 
derstandings lead to friction. Fric- 
tion means loss of power—the whole 
the cus- 
tomer is slowed down—the company 
is slowed down 


machine is slowed down 


the whole cause of 
free enterprise is slowed down. 

Today we are seeing the rise of 
the so-called consumer movement. 
What is it? Why is it? It is the get- 
ting together of those who have nor- 
mal human relationships to oppose 
those with whom they do not have 
normal human relationships. It 
arises solely because business is los- 
ing personal contact with the cus- 
tomer. And this should not be and 
need not be. 

Business has brought great bless- 
ings ta our country—but business 
must improve its /uwman relations 
which includes, but goes far beyond, 
what is known as public relations, if 
it is to make its maximum contribu- 
tion to society with a minimum re- 
striction of the freedom of the in- 
dividual. 


The professional salesman rep- 


= _ 


The professional salesman today puts a 


resenting, as he does, the human 
link between the company and 
the customer, stands as a factor 
of tremendous importance in hu- 
man relations. 


In some lines of endeavor—prin- 
cipally where the sale is direct to the 
user—the professional salesman al- 
ready has been fairly well developed. 
In life insurance today the properly 
trained and well qualified life insur- 
ance underwriter is to a large degree 
a professional man. Just as men who 
have qualified as expert accountants 
receive the designation of CPA, sim- 
ilarly in life insurance, the man who 
completes a prescribed course of 
study and has shown by his efforts 
that he can succeed, may qualify for 
the designation Chartered Life Un- 
derwriter (CLU) awarded by the 
American College of Life Under 
writers. 

In the heavy goods industry 
where the individual purchase runs 
into high figures, professional sales- 
men are frequently to be found 
men who prefer to lose a sale rather 
than to permit the customer to pur- 
chase a product not suited to the re- 
quirements of the job. In my own 
company, for example, salesmen sell- 
ing mechanical rubber goods to in- 
dustrial concerns must stand re-cur- 
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true value on the services he renders. 


rent written examinations to main- 
GTM’s 

Goodyear Technical Men—to retain 
their right to continue to represent 


tain their standing as 


the company in this important de- 
partment. 

Professional salesmanship has not 
advanced nearly so far in the field of 
selling to re-sellers and it is particu- 
larly important that 
salesmanship be applied in this field. 


professional 


The Rise of the Chain Store 
Form of Retailing 

The last quarter of a century has 
seen the rise and growth of the 
chain store form of retailing. The 
chain store brought two distinct ben- 
efits to the American consumer : low 
cost and standardization. Low cost 
was attained by elimination of cer- 
tain selling costs involved in the pas- 
sage of goods from the manufacturer 
to the retailer. Standardization was 
attained by immediate application 
across the whole chain of any idea or 
device found to be efficient or helpful 
in any one store. 

But here again, in obtaining these 
benefits, there was sacrificed some- 
thing of the human relationship so 
important for the maintenance of a 
harmonious free society. The profes- 
sional salesman enters at this point. 
Through his training and experience 
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he can bring to the independent re 


tailer the benefits of low cost and 
standardization. 

The professional salesman in this 
teacher who 


wins the confidence of the retailer. 


field is essentially a 


By winning his confidence, he gains 
Through that 
unreserved cooperation he eliminates 


his full cooperation. 


too frequent calls on his part. He 
to a large extent, double 
handling of goods by 


eliminates, 
wise inven 
tory management and careful order 
ing. From his own company he 
brings to the independent retailer 
the benefits of standardization, the 
best and latest devices and methods, 
just as those same devices and meth 
ods are worked out and offered by 
the chain store, to their units. There 
Is no reason why the great body of 
independent 


merchants cannot be 


preserved, but it will take profes 


sional salesmen to do it—men whose 


interest 1s not primarily in getting 








Bias Fee 


an order, but rather in building a 
business. 


The Professional Salesman 
As a Leader 


Departing for the moment from 
the direct subject, [ that 
\merica’s greatest need today 1s 
And 
referring to famous men 
hold the spotlight of publicity. I 
am referring to community leaders 


believe 
for leaders. here I am not 
men who 


men and women who mold public 
opinion. These unheralded and un- 
sung leaders are admirably depicted 
in Dr. G. A. Lundberg’s 
lecture of 1945.* 
Dr. Lundberg 


Parlin 


a careful 
and detailed analysis of the group 
ings and motivating nuclei of a New 
Village of 
His charts show the whole popula- 


tion divided roughly into eight con 


lescribes 
england 


1 500 peo] le. 


size and im 


stellations of 


} 
1 rT? yb 
portance, @€a 


varying 


1 centering around one 


The country needs more professional salesmen to interpret business to its cutomers. 
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main or outstanding person. The 
ideals, the convictions, the morals, 
the living standards and aspirations 
of the village derive their height 
from these eight people. To a large 
extent the town thinks as they think. 
If they are high-minded people, the 
If they are 
short-sighted, the 
town is a bad town. 


town is a good town. 


selfish, greedy, 


Na- 


leaders 


These are the leaders the 


tion cries out for today. 
of this type, more than any others, 
will bring America back to the paths 
of simplicity and hard work and 
thrift and Christianity, the four ba- 
which the 
greatness of our country was built. 


sic characteristics on 


These leaders are usually people 
who know where they are going. 
That’s what makes a leader—some 
one who has a definite objective. 

\ll truly professional men and 
women are leaders of this type. The 
today is 


already such a leader and in the fu- 


professional salesman of 
ture will become more and more im- 
portant in this respect. This is true 
hecause leaders are those who exert 
The amount of 
influence depends on contacts—the 


influence on others. 


number of contacts and the nature 


of them. 
he preacher's influence is great 


because he comes in contact with 


many people and those contacts are 
on a high plane. The physician’s 
because he like- 


with 


influence is great 


wise comes in contact many 
people, and by the very nature of 
holds the confi- 


dence of those who seek him. 


his pre ifession he 


The professional salesman’s in- 
fluence is great because his call- 
ing requires him to seek out many 
people. He must win and hold 
their trust and confidence in his 
business dealings. 


Like the preacher and the physi- 
cian, his success in his profession 
depends not only on his skill but on 
his integrity. 

Granted that the 
salesman has skill and integrity and 


professional 


a wide circle of contacts, is it not 
obvious and inevitable that the pro- 
fessional salesman is a leader of the 
tvpe I am talking about—the un- 


ostentatious, grass roots, work-a- 
day type of leader who will set the 
standards of the America of today? 

There are only 140,000 preachers, 
and the United 


States today. There are only 165,000 


priests rabbis in 
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physicians. But there are 633,000 
salesmen as I have defined the word 
“salesman.” Unfortunately, only a 
small percentage of these salesmen 
are today professional salesmen, but 
that number is increasing daily. 
As that number increases, think of 
the tremendous force for leadership 
they will become in this land of ours. 

Why are there not more profes- 
sional salesmen today? For three 
reasons : 


1—hbecause the truly professional 
attitude is comparatively rare 
among human beings, even in rec- 
ognized professions. 

2—because the need for the pro- 
fessional attitude in selling has not 
yet been defined and clearly recog- 
As pointed out 
earlier, the salesman originally was 
considered of rather low order. He 
was classified with the peddler, the 
drummer, the hawker. Many early 
salesmen perverted their natural tal- 
ents—thus such expressions as “He 
was such a salesman he could talk 
the shirt right off your back.” “He 
could talk a bird out of a tree.” 
These expressions associated with 
the word “salesman”’ implied bene- 
fit to the salesman, but detriment to 
the buyer. 

In some organizations the sales- 
man was—and in some Cases still is 


nized by business. 


considered a necessary evil, a 
charge against the business, instead 
of the indispensable partner of pro- 
duction and finance. 


3—because standards have not 
heen set up. Courses of study have 
not been outlined. Recognized state- 
controlled examinations have not 
been organized. In short, the pro- 
tective walls have not been thrown 
around the profession of selling that 
have been thrown around the pro- 
fessions of medicine, law, the minis- 
try, and so on. 

But all of this is gradually chang- 
ing. A new profession is emerging. 
A new salesman is developing—the 
professional salesman. nd it’s none 
too soon—for business, for free en- 
terprise, for America. 

sig Business is here to stay be- 
cause of its efficiency and economy 

and with Big Business, probably 
sig Labor is here to stay. 

Big Business and Big Labor by 
their very bigness, bring with them a 
certain degree of sacrifice of free- 
dom of the individual. And again 


let me emphasize that the greatness 
of our American Republic stems 
from the freedom of the individual 

freedom from coercion, freedom 
from class or bloc compulsion, free- 
dom from dominance of church, 
state or powerful overlords. 

That freedom of the individual 
still finds its untrammeled expres- 
sion in the farmer, the independent 
retailer and in the professions. 


The building of a strong pro- 
fession of salesmanship will con- 
tribute to the maintenance of the 
freedom of the individual in three 
ways: First, by adding another 
large and influential group to the 
professions, we will add substan- 
tially to the number of commun- 
ity leaders—leaders whose influ- 
ence is so graphically described in 
Dr. Lundberg’s Parlin Lecture of 
1945. Second, by vastly improv- 
ing human relations between 
business and the customers of 
business. Third, by helping to 
maintain a strong, independent 
retail distribution system — its 
strength resting not on the crutch 
of legislation, but on the virile 
two legs of low cost and high 
value. 


How can professional selling be 
brought about? Here are two sug- 
gestions : 

First, let business set up stand- 
ards for the salesmen they employ 
and retain—standards for hiring, 
standards for training, standards for 
retaining. 

Some important beginnings al- 
ready are being made in this respect. 
Swift & Co. for example, employing 
in excess of 2,500 salesmen, has 
invested in excess of $1,000,000 in 
a training program —a_ program 
which is not just a once-over, but 
is continuous. 
ful and 
ceeds to a course of specialized 
training which is recurrent as long 
as the man stays with the company 
and includes a kindly but firm pol- 
icy of elimination of those not prop- 
erly fitted to their duties. 

Other companies are progressing 
along the same lines. Certainly now 
is the time to start fresh. Sales forces 
were reduced over 50 percent during 
the war. Thousands of young men 
are now entering selling. They are 
young. They are fresh. They are 
eager. Most of them can be made 
into professional salesmen if they 


It begins with care- 


scientific selection—pro- 
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are given right ideals, right train- 
ing, and, most important, if the con- 
cerns by whom they are employed 
regard them and treat them as pro- 
fessionals. 

Second, let one or more universi- 
ties set up a major in selling in 
their College of Commerce with, at 
the conclusion, a degree of Bachelor 
of Professional Selling—BPS—yjust 
as a law school gives a degree of 
Bachelor of Laws—LL.B, or an Ac- 
countant earns a CPA. 

Now to summarize: 

There is need for a new look at 
selling. 

Selling needs to be sub-divided 
and _ classified. 

There are sales clerks, sales per- 
sons and salesmen. 

In the classification of salesmen 
there are peddlers, drummers, ca- 
veat emptors (high-pressure boys) 
and a few professionals. 

The professional salesman applies 
to selling all those standards that 
characterize the other professions 

notably the preparation for his 
calling by intense study, pursuit of 
service above and beyond the pur- 
suit of reward, continual striving 
for improvement—for approach to 
perfection in his chosen calling. 

The country needs more profes- 
sional salesmen—thousands of them 

to interpret business to its cus- 
tomers ; that is, to stand as it were in 
loco parentis—in the place of the 
founder; to help maintain inde- 
pendent retail distribution; to add 
importantly to community or group 
leadership. 

Finally, the reward to the pro- 
fessional salesman is the highest re- 
ward, the true accolade of a suc- 
cessful life, that men may say of 
him: “He lived up to the standard 
of success so beautifully expressed 
by the Prophet Micah, ‘What doth 
the Lord require of thee but to do 
justly and to love mercy and to walk 
humbly with thy God.’ ” 


*“In Chart I you see a rudimentary 
representation of informal social organt- 
cation as found in a New England vil- 
lage. This ts the principal one of eight 
similar constellations found in the vil- 
lage at the time. The chart represents a 
group of business, professional, and skilled 
families centered around the matriarch 
of an old and well-to-do family. She is 
a widow of about 60, who is prominent 
and generous in all village undertakings 
from uniforms for the fire department to 
the major charities.’—Dr. G. A. Lund- 
berg, “Marketing and Social Organiza- 
tion,” Charles Coolidge Parlin Memorial 
Lecture, May 5, 1945, Page 17. 
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J. M. McKibbin 


EVER BEFORE in our busi- 


ness lives have we seen so 
much business come into our 
companies little 


sales effort, more perhaps than in 


with so creative 
any other period in our sales lives. 
There is a danger that these “easy 
come” approaches during these past 
six years may blind us to the real 
ahead. We 
happen. We 


Our program 


marketing problems 
don’t want that to 
cannot let it happen. 
on planned lighting requires a high 
degree of selling. The same thing 
holds true for other programs. 

The 


iob ahead is evident when we con- 


reason we have a real sales 
sider that the capacity to produce in 
this country far be- 
yond anything we have previously 
imagined. 

Just to give you an idea of how 
much production facilities have 
been increased, let’s take a look at 
the record on some typical product 
lines. 


has increased 
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Assistant to the President 
Westinghouse Electric Corporation 


For example, in our own com- 
pany, production on motors is two 
and one-half times the rate in 1939; 
on transformers, it is two and one- 
quarter times; on lighting, it is two 


and three-quarters times; and on 
panelboards, it is twice as much as 
1939. 


production 


it was in These are only a 
but it 


serves to illustrate how all electrical 


few examples, 
manufacturers are expanding their 
facilities and their efforts to satisfy 
the demands of the industry. And, 
this is true of other industries. 

We must also realize that profit 
margins are so small today that it is 
only through maintaining large sales 
volumes that we can keep our busi- 
For 


example, in Westinghouse it is esti- 


nesses from going into the red. 


mated that if our present production 
rate decreases 25 percent, we will 
\nd that is undoubted- 
ly characteristic of most businesses. 

This means only one thing. We 
are the 
challenge we have ever been given. 


lose money. 


faced with biggest sales 
To keep the factories rolling at these 
new production rates and to make 
a profit, we must achieve MORE 
SALES PER HOUR. 
duction is inherently dependent on 
distribution and with it, the 


aggressive selling of goods and serv- 


Mass pro- 
mass 


ices. 

Selling must have a broader con- 
cept today than at any time in our 
industrial history. We must do a 
better interpretative job to our cus- 
tomers if we are to sell them on the 
ways and means to reduce their own 
This calls for 
creative selling which has had a long 
recess during the war years. One of 
the answers lies in well organized 


costs. 


production 


training programs for salesmen 
Organize Training Programs Now 
For such a program I should like 
to offer these recommendations : 
Recommendation No. 1—RECRUIT ADE- 
QUATE MANPOWER FOR THE JOB AHEAD 
Obviously the first job any sales 
executive must concern himself with 
is the adequacy of his sales man 
with too big a 
the 
his customer's needs. Often times he 
is unable to do the kind of creative 
selling that must be accomplished to 
that he 
needs your product or service, and 


power. A salesman 


load only scratches surface of 


get a customer to realize 
this requires a keen analysis of sales 
manpower to make sure that each 
salesman is given the load he can 


carry. Because of the continuing 
turn-over in sales manpower, we 
must have a pipe line of new 
recruits, 

Recommendation No. 2—ORGAN- 


1IZE YOUR BREAK-IN TRAINING 

The first step in a training pro 
gram is break-in training. Let me 
say to you something, we should 
but often overlook 
millions of American 
men were taken into the 
and Navy of the United 
and trained to do a specific 
Those same men—lI have 
gathered from my interviews—ar¢ 
expecting industry to train them t 
They are looking 
for that training. They expect that 
training. 

In our company we have a Dis 
tributor Sales Training Course fo 
new sales recruits selected by our 
distributors. Many of these recruits 
for the first class were not technical 


realize is so, 
the fact that 
young 
\rmy 
States 
job. 


do specific jobs. 
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ly trained men. This class came 
right after the close of the war. All 
of the men were high 
graduates. Some had a year or two 
But we felt the necessity 
of giving them the basic ground- 
work of electrical engineering. So 
we set up at the University of Pitts- 
burgh a_ three-week concentrated 
course on engineering procedure and 
engineering terminology — 


school 


of college. 


some- 
thing that would permit them to go 
into further classwork with a basic 
knowledge of electricity and_ its 
application, 

After this basic 
fundamentals of 


course in the 
electricity , the 
students were ready for the actual 
training This 
laboratory was arranged for and 
created at Carnegie Institute of 
lechnology. In this laboratory we 
set up all the visual training aids 
and working models so that these 
sales recruits could actually see the 
product, learn its features and study 
its applications in the field. Each 
class in working sessions completely 
selects, applies and every 
product, learns its features and 
studies its applications in the field. 
ach class in working sessions com- 


“sales laboratory.” 


prices 


pletely selects, applies and prices 
every product they sell as distributor 
salesmen. For example, when they 
tudy the application of transform- 
ers, each student operates the 
transformer demonstrator to know 
xactly how a transformer functions 

order that he has a better op- 
portunity to reflect its sales features 
vhen he goes out selling. 

Each week there is one day 
levoted to the technique of sales 
resentation, and the student on this 


day takes the product that has been 
discussed for the week and is given 
the problem of interpreting or sel- 
ling that product to a simulated cus- 
tomer. In this case it may be the 
purchasing agent, it may be the en- 
yineer, or it may be the maintenance 
man. We set up the conditions and 
the student makes the presentation 
of his product in terms of the “you” 
values to the customer. 

This break-in training is a six- 
teen-week practical course in selling. 
We have trained 186 men. They 
have daily quizzes; and they have 
weekly examinations. Then they 
have a final examination that covers 
the entire sixteen weeks. The aver- 
age grade of these 186 men has been 
very high. I might also say that we 
follow the progress of these men as 
they go out into distributor houses 
and they have been very successful. 
I think you will find that within five 
years boys with this type of training 
will move up very fast. 
Recommendation No. 3—MAKE 
YOUR TRAINING CONTINUOUS 

It is just 
halls’ 


like the old college 
“When you leave 
these halls, you start your educa- 
tion.” And when you leave the 
break-in period, you really start con- 
tinuous training for life. For ex 
ample, in our company we developed 


slogan : 


several years ago a continuous train- 
ing program which we call the 
“Product-of-the- Month.” 

Kach month we take a product or 
service of the company and we so 
simplify the story of that product 
and service that we are able to get 
all of our sales erganizations across 
the country completely familiar with 
it. We 


have a_ technique ...a 
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Sad At the Forum of the 
2nd INTERNATIONAL 
LIGHTING SHOW 


At Chicago — November 1947 


presentation which is a con- 
trolled technique. We use 


and we _ use 


slides 
movies as the basic 
nucleus of that product that we want 
to get across. That permits us to 
tell the identical story in Boston 
that we tell to the people in San 
Francisco. 

It is a controlled story. But we 
control it in terms of a planned or 
if you want to call it a 
presentation. 


“canned” 
This does not mean 
there is not plenty of life in the 
presentation. 
distributor 


In each meeting, the 
localizes the 
portunities for that product so that 
there is a split of about fifty-fifty 
between the planned and controlled 
story and the localized story. And 
the whole note of the appeal then 
is concentration—not only to tell the 
man about the product—not only to 
inform him about the market pos- 
sibilities—but to get him in the next 
month to concentrate on that 
product. Once a salesman has retold 


sales Op- 


the story, that becomes a part of his 
sales vocabulary. You don’t need to 
worry about that. He will search out 
opportunities to retell the story. It 
is human nature that we talk about 
things we know most about. 
Since its inception we have had 
many “Products - of - the - Month” 
which have served to keep the sales- 
men alerted to new developments, 
new features, new applications of 
old products as well as the new ones. 
To summarize this recommenda 
tion—“‘make your training contin- 
uous” by keeping the salesmen fully 
informed so that they have all the 
facts about the products and sources 
they need to sell your products 
and do it with all the techniques of 
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visual training 


demonstrations, 


motion pictures, 
sound slide 

and animated models to make 
training brief and to the point. 


films 
this 


Recommendation No. 5 — MAKE 
YOUR TRAINING “INSPIRATIONAL” 


There is another phase to this con- 
tinuous training. I call it ‘“Inspira- 
tional Training.” In our 
we have developed a 


company 
course in 
Advancement Through 
Public Speaking.” We believe every 
man, in addition to selling a product 
and making a living, would like to 
have something that enriches his life 
and contributes to his sales personal- 
ity. So we created a seven-lesson 
course on “Public Speaking.” 
This came about because of an in- 


‘‘Business 


dustrial relations problem in one of 
our plants. We felt there wasn’t the 
full cooperation that there should be 
between the production people, the 
engineering people and the 
people. We created this course with 
the idea 


sales 


that if we would get the 
supervisory groups together—all on 
the basis of self-benefit, all sweating 
together and suffering as you do 
suffer at a public speaking course 

maybe they would find that the other 
fellow was a pretty good man to 
work with. The by-product of this 
public speaking training was a very 
valuable industrial relations job be- 
cause they found that the fellow in 
the factory was a human being after 
all and the man in the factory found 
that the man in the sales department 
whe had 
production 


been pushing him for 


was a very human 
citizen. This course has been applied 
to distributors and 
ganization. 


our sales or- 

Another type of inspirational con- 
tinuous training we use came out 
of the war. We felt a very definite 
need for keeping our far-flung sell- 
ing organization advised of product 
and policy and so we 
created a medium known as 
Talk,” a 


month 


changes 
“Sales 
which 


publication each 


covers sales slants on our 
products to our sales organization. 

These are but two examples of 
adding inspiration to training in 
order to provide enthusiasm and 


enc uragement to salesmen. 


Recommendation No. 6—EQUIP 
YOUR SALESMEN FOR THE JOB 


Many good sales meetings are 
held that do an excellent job of 
presenting the product story to the 
salesmen but fail to provide the 
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salesmen with the proper means of 
retelling that their cus- 
tomers. In our own organization 
we have what we call a distributor’s 
apparatus kit. It leaf in 
form and permits the salesmen to 
carry with them the same informa- 
tion they were told in their sales 
meetings. In fact the kit contains 
complete selection, application and 
pricing information on the products 
he sells. 


story to 


is lo se 


For example, on distribu- 
tion apparatus he has a Distribution 
Apparatus Digest which is a briefed 
down catalog of all such apparatus ; 
likewise he has a complete catalog 
on lighting equipment, one on in- 
dustrial apparatus and _ electronic 
tubes. The important point is this— 
it is not bulky or unwieldy to carry. 
It is an wunder-the-arm portfolio 
which will answer 80 percent of the 
questions he will encounter in his 
selling. 

The job of briefing this kit down 
to its easy-to-handle size required 
many hours of study on the part of 
headquarters people 
what a distributor salesman 


conscious of 
is re- 
quired to have in his selling effort. 
The moral of this being, equip the 
salesman adequately but don’t over- 
burden him with ponderous catalogs 
and buying data that are hard to 
handle and use. We have found this 
little kit to be one answer to the 
distributor salesmen’s selling prob- 
lem. 


Recommendation No. 7—TRAIN YOUR 
CUSTOMERS AS WELL AS YOUR SALESMAN 


If industry has expanded two and 
a half times—and I think that 1s 
very accurate information—the elec- 
trical industry probably has gone 
further. For instance, in general, it 
is quite obvious that there are many 
more plants and many more people 
of influence in those plants that 
aren't completely informed on their 
plant problems and would like some 
additional technical information to 
help guide them in their daily work. 
It is on that whole basis that the 
trade publications exist. People 
read them to keep informed about 
their job. That is the reason we ad- 
vertise in trade publications. It 
gives information to people which 
will permit them to conduct their 
own work better. 

One means we have adopted to ac- 
complish this job of informing cus- 
tomers was to set up a demonstration 
truck which is currently touring the 


country. This truck demonstrates 
distribution apparatus used on 
power lines. It is quite a big truck 
because when you open the sides 
down you have a sixty-foot spread 
which reproduces in effect the 
operative conditions that you will 
find on a typical power line. A two 
and a_ half million high line 
generator is carried in the truck. It 
has every piece of equipment on a 
side panel completely operative so 
you can go into the operation of the 
equipment and maintenance right 
before the group of people out in the 
field that have this problem of in- 
stallation and maintenance of equip- 
ment. 

Another program being readied 


for customer showings, we call 
“Productive Power.” This will be 
an entire road show that will 


demonstrate many types of electric 
equipment in actual operation. It 
will show such developments as 
radio frequency heating, infra-red 
drying, resistance welding, air clean- 
ing, planned lighting, and other 
techniques of electric power applica- 
tion. 

These are but two examples of 
customer training. There are others, 
but I think they serve to illustrate 
the importance of fully informing 
the people in industry 
tomers 


our cus- 
of the values of our prod- 
ucts and sources in terms of 
productive capacity faster 
more economically, 

I believe, as I have never believed 
before that the job, gentlemen, 1s to 
I think it was Mr. 
Mitchell who said yesterday that he 
would rather have one high priced 
salesman than two low priced ones. 
We could put this another way by 


more 
and 


train salesmen. 


saying, we would rather have a 
trained salesman because the man 
that is trained, regardless of his 


man that is 
going to bring jn business. Planned 
lighting is a concept of something 
bigger but actually planned lighting 
is going to be just as good as the 
salesman who will interpret planned 
lighting to his customers. The only 
way this industry or any industry 
will grow and survive is by doing a 
selling job that will improve pro- 
ductivity for the customer to whom 
you sell. And training salesmen 
must be one of the principal objec- 
tives for all branches of the electrical 
industry. 


classification, is the 


Thank you very much. 
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W. W. Langston 


SPECIALIZED electrical ser- 

vice in the form of fluorescent 

lighting maintenance was es- 
tablished by our company, in the 
Washington, D. C., metropolitan 
area in January, 1945. 

This service is offered on a 12 to 
24 month contract basis, payable 
monthly and it consists of a syste- 
matic service covering all fluores- 
cent lighting equipment and includes 
a complete survey of equipment be- 
fore any contract is entered into. 

The .survey includes a study of 
such important factors as terminal 
voltage, ballasts, lamps, lamphold- 
ers, starters, and last, but not least, 
the original manufacturer of the 
equipment involved. In connection 
with the latter, the quality of his 
hxtures and details of the equipment 
he uses in the assembly of his prod- 
ict are carefully noted. 

The operation of a maintenance 
ervice is not something mysterious, 
ince it 1s based on known items 
uch as lamp life, mechanical injury, 
nd the type of lighting involved 
uch as commercial, industrial, show 


*Excerpts from an address delivered 

the contractors’ session, 2nd In- 
Lighting Exposition—Hotel 
tevens, Chicago, Nov. 7, 1947. 


rnattonal 


By W. W. 


Langston* 
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Showing a good customer a sound plan for de- 


veloping a ‘“‘vear round” service plan as a reve- 


nue-producing “‘side line,” builds good will and 


a preference status when orders are placed 


window, office and other more or 
less special types. 

The problem of accessibility, as to 
whether the equipment is located in 
the basement or on the first or other 
floors, and parking restrictions for 
required maintenance vehicles are 
a few of the items involved in or 
ganizing a fluorescent maintenance 
business in a large city. 

Of course, volume is the principal 
factor to insure financial success of 
any maintenance service, regardless 
of whether it concerns neon signs, 
or fluorescent lighting. 
illuminating engineers 
there is a 


As you 
know, definite need 
for lighting maintenance — service 
in every progressive community, 
whether it be maintenance of incan- 
descent, cathode, 
cold cathode, or some other type of 
lighting, some of which is currently 
in various stages of development. 

The trend, incidentally, is decid- 
edly leaning toward specialized ser- 


fluorescent, hot 


vices. In every enterprise where 
there is any mechanical equipment 
involved, preventative maintenance 
is here to stay, but it is important 
that it not be abused. 
Use Simple Form of Contract 

A maintenance service should be 
offered to the prospective customer 
in a simple form of contract. Don’t 
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call your lawyer and have him draw 
up a lengthy, wordy, and “‘fool- 
proof” agreement that will scare the 
customer to death. Just remember 
that if the service is not properly 
rendered, you certainly can’t expect 
payment. If the account is not paid 
promptly, the attorney would nor 
mally want about 30 percent for a 


When that has hap 


pened, you have lost your profit, 


collection fee. 


your customer, good will in the com 
munity and sooner or later the law- 
yer may well be the only individual 
in the transaction who benefits. 
The important thing to bear in 
mind is that in a fluorescent lighting 
maintenance service you are not 
competing with the janitor who, the 
potential customer thinks, 1s main- 
taining the lighting installation at 
the present time. 
servicing the equipment since by 
and large he does little other than 


He is not really 


merely make lamp and starter re- 
placements. 

Your footcandle meter will gen- 
erally verify at the time of equip- 
ment inspection that the lighting 
intensity is not anywhere near the 
average amount that the fixtures 
being used should be giving. The 
objective is to regain and maintain 
the footcandle intensity 
from the lighting 


obtained 


entire system 
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Accessibility of fixtures is important in writing up the contract. Westinghouse photo. 











The future outlook for the fluorescent maintenance lighting service is excellent 
when it is given a fair opportunity to prove itself. Sylvania photo. 


when originally installed. 

Our program included a three let 
ter “follow-up” and a return post 
card, The returned cards were used 
by our sales representatives in mak 
ing direct contact with prospective 
customers. The percentage of signed 
contracts at these initial visits was 
exceptionally high. 

However, it must be clearly un 
derstood that a fluorescent lighting 
maintenance service must be sold 
every inch of the way. The prospec 
tive customer just doesn’t grab the 
contract away from our sales repre 
sentative by any means unless he 
has recently experienced a series of 
ballast burn outs in addition to lamy 
and starter failures. 

Our organization consists of a 
manager, sales representative, fore 
man and two-man crews for each 
vehicle. Each maintenance crew is 
using one completely equipped 
ton panel truck. We now have our 
maintenance men in uniforms. 

Uniformed mechanics are highly 
desirable for several reasons. Uni 
forms help to gain ready ingress t 
a customer's premises. They add 
dignity and aid in advertising this 
maintenance service. Each mainte 
nance crew can handle approxi 
mately $1,200.00 per month of gross 
billings provided all contracts are 
fairly centrally located. 

Each maintenance truck carries a 
complete stock of material required 
in our fluorescent maintenance ser 
vice consisting of replacement bal 
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lasts, lamps, lampholders, pendant 
switches, miscellaneous wiring de- 
vices together with cleaning equip- 
ment, jack and step ladders, drop 
cloths, tube testers, volt meters and 
hand tools. 

Fundamentals of Maintenance Plan 

The success of the operation of a 
fluorescent maintenance service de- 
pends primarily upon: 


1. Proper management 

2. Cooperation of customers 
3. Trained salesmen 

4. Specially trained mechanics 


Promptness in answering trou- 
ble calls 

6. Thoroughly 
equipment 

7. Adequate supply of dependable 
material. 


equipped — rolling 


Convincing the customer as to the 
reliability of the concern has not 
been a difficult problem for us. Our 
company has been operating in vari- 
ous specialized electrical services for 
a period of fifteen years and has 
established an excellent reputation 
in our community. 

When we first initiated our fluo- 


Scheduled cleaning assures maxi- 
mum efficiency. G.E. photo. 


rescent service we thought we would 
experience little or no difficulty in 
putting it over. However, our cus- 
tomers were not convinced of the 
sound 


lighting 


economy of a fluorescent 


maintenance service but 
were willing, in most instances, to 
give a try, based primarily on our 
past reputation in the electrical ser- 
vice field. 

Our service is divided into three 
general classes: Small businesses, 
average businesses and chain organ- 
izations. The average cost to the 
customer is approximately $3.00 per 


lamp per year which, of course, may 
vary throughout the country de- 
pending primarily upon labor costs. 
The service consists of cleaning 
fixtures every three months at which 
time a thorough check of all parts 
of fixtures to insure proper elec- 
trical operation is made. 
replacement of 
lamps, starters, lampholders,  bal- 
lasts, wiring inside the fixture, pull 
chain and pendant switches is also 
made, thus assuring the customer 
of maximum efficiency of his present 
lighting installation at all times. 
The future outlook for the fluo- 
rescent maintenance or any other 


If necessary, 


sound lighting service is excellent 
whenever it is given a fair opportu- 
nity to prove itself. Success is as- 
sured if the service organization has 
the know-how plus proper equip- 
ment and if labor unions will supply 
mechanics classified as fluorescent 
lighting maintenance men. 

If this is not feasible for one rea- 
son or another then our organiza 
tion seeks to train men under the 
GI Apprentice Training program 





A complete stock of servicing equipment is re- 
quired for maintenance. G.E. photo. 


for this specialized job. This is im 
portant because by and large union 
electricians will not clean fixtures. 
Why? Because unions allege light 
ing maintenance work is too limited 
and beneath the dignity of a crafts 
man. 

If labor insists that these men be 
paid electrician journeymen’s rates, 
costs of a fluorescent maintenance 
service may well be prohibitive. 
This is a problem that cannot be 
successfully met by one organiza 
tion alone but should be solved by 
the industry in general. The reso- 
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The service organization must be backed 
by know-how. Westinghouse photo. 


lution of this problem is necessary 
if this new electrical maintenance 
service is to survive not alone in the 
interest of furthering the art of il 
lumination but in the interest. of 
creating permanent, 

productive jobs as well. 


worthwhile, 


Our fluorescent maintenance bill- 
ings alone for the first year were 
well over $20,000 and we started 
from scratch. We haven't even dent- 
ed the surface. We are still in 
rehearsal. The sets have been or- 
dered and we look forward to a 
long and successful run. 
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WESTINGHOUSE Electric Supply Co. recently held open house 
for more than 1000 guests in its new branch at 710 Front St., 
Boise, Idaho. A completely remodeled building of 14,000 sq. ft. 
now houses the branch with complete facilities for offices, display 
and warehousing, including a special loading platform for cus- 
tomers and rail siding service at the rear of the building. 

Heading operations at the new branch, which reports to the Los 
Angeles district office and covers the area from Vale, Oregon, to 
Rupert, Ohio, is Art B. Darby, Manager, who formerly was mer- 
chandise manager at the Salt Lake City branch. Others appointed 
to the Boise staff are: John Cameron and Gene Rousey, appliance 
representatives; Gene Clayton, appliance-supply representative; 
Howard Stickler, service manager; Henry Oater, warehouse fore- 
man; Dorothy Cooper, secretary. 











A. DARBY, left, looks over displays with L. Berger, center, and 
J. Longden—WESCO district managers. 
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MANAGER of the new Boise branch 
of WESCO is A. B. Darby. 


REMODELED building provides com- 
pany with 14,000 sq. ft. of space. 





CONTINUOUS rows of fluorescents light the showroom and front 
office area at WESCO's new branch in Boise, Idaho. 





G. HICKS, left, talks things over with P. Maughan—both WESCO 


visitors attending opening day ceremonies. 
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in Salt Lake City 


Those Mormon trail blazers, who decided that their tribe of followers 


should settle in that fertile valley where now stands Salt Lake City, knew 


what they were about and the following sketch of how electrical whole- 


saling is done and has prospered in that unique city will make many 


a wholesaler elsewhere wish he had “‘gone West’’—to Salt Lake City 


FIFTH OF A SERIES 





66 T’S easy to do business out 
here as soon as you get it 
through your head that 

people in the territory resent high- 

pressure selling methods and_ that 
knowing your business and acquir- 
ing an understanding of how to be 

a good fellow are the essentials of 

business relationship.” 

Thus one of the veteran electrical 


By Ernest W. Fair 





salesmen gave us the key to selling 
in the Salt Lake City area. We 
found no other salesman willing to 
debate the point. Selling out here 
is plenty businesslike but it is also 
based on good-fellowship and when 
shortage days are over the friend 
liness of the salesman is going to be 
as important as the merchandise he 
has to sell. 
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Men who have worked in other 
territories were quick to point out 
that the reputation of the house for 
fair dealing, prompt deliveries and 
understanding contractor and dealet 
problems, was of the utmost im 
portance. 

\nd it’s a big territory too; the 


average salesman working for a 
Salt Lake City electrical wholesaler 
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has a lot more miles to travel than 


his brother salesman working in 
other territories. His customers are 


fewer and farther apart, he takes 
his job much more leisurely and his 
calls embrace more of the art of 
good conversation, news peddling 
about what’s happening in the in- 
dustry and exchanging ideas, than 
they do in actual selling. 

rather 
leisurely basis out here; the hustle 
and bustle of the East is not entirely 
lacking but the average jobber sales- 
man always finds a customer willing 


Jusiness is done on a 


to sit and “gossip” with him when 
he makes his calls. Few indeed are 
the customers who demand only es- 
sential talk, have no time to “pass 
the day” or who require that sales- 
men compress every possible idea 
into the shortest possible time when 
they make a call. 

There are a lot more factors which 
make the operation of an electrical 
jobbers’ business out here different 
from other territories but 
presenting these let’s first take a 
look at Salt Lake City itself. 

The population of Metropolitan 
Salt Lake City is estimated to be at 
204 000 today with the city proper 
at 180,000. The area of the city is 
52.5 square miles and the elevation 
is 4,354 feet level. All 
principal streets of the city are 132 
feet wide. Salt Lake City has a 
mild climate and four distinct 
The precipitation 
16.13 inches per year and the mean 
annual temperature is 51.7 degrees. 


before 


above sea 


Sea- 


sons. averages 


The city ranks second in literacy of 
residents among all cities of 100,000 
or more in the United States. 

Salt Lake City was founded July 
24, 1847, by Brigham Young and 
a party of 147 Mormon Pioneers. 
The city is situated in a beautiful 
mountain valley 17 miles from 
Great Salt Lake, one of the largest 
inland salt water in the 
world. The streets and parks and 
yards of the city have so many trees, 
that it is almost impossible to spot 
it from a point 10 to 12 miles west 
of the city on level ground. 

There are about a dozen electri- 
cal wholesale houses of varying sizes 
in Salt Lake City, including branch 
houses of the 


bodies of 


three nationally 
operating chains. 


Of course, it is impossible to 


present an accurate figure as to the 
volume of business done in electri- 
cal wholesaling here without exami- 
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NTIN IN Ce 


Cash-and-carry electrical wholesaling is practically non-existent in Salt Lake City at 
the present time. About 99 percent of the business is done on open account. 





The hust'e of eastern eiectrical wholesaling is not found in Salt Lake City, although 
the business is more competitive here today than at any time since pre-war days. 


(and 
imagine your reporter doing that!) 


nation of company books 
but our estimate, based on figures 
“ouessed” by local jobbers, places 
the figure at $150,000 monthly on 
supply business only. 


Scenic Territories 


The territories covered vary, but 
generally included are: Western 
Nevada, all of the State of Utah, 
southeastern Wyoming and eastern- 
Idaho, and salesmen have a lot of 
wonderful scenery to view in making 
their The above territory 
embraces everything from desert to 


routes. 


mountain and also offers the usual 
winter weather travel problems. 
These are not as great as might be 
expected, however, since a network 
of good highways makes every im- 
portant town in the territory easy 
to reach by car, and railroad service 
1S good also. 

Most cities in this trading area 
are located within “all-weather’”’ 
areas, so that even the heavy snows 
of winter fail to retard salesmen on 
their calls except in very rare in- 
stances. While the average salesman 
has to bundle himself up in winter 
and make sure his car is in good 
operating condition, on the average 





ELECTRICAL WHOLESALING—January, 1948 




















he has a better year-around weather 
factor with which to deal than sales- 
men in other territories. 

Salt Lake City boasts a good all- 
around uniform temperature condi- 
tion. According to native weather 
observers, excessive high  tem- 
peratures prefer to dwell within the 
desert regions of the area and the 
really wicked winter weather ex- 
pends its force chiefly to the nearby 
mountain areas. (This comment on 
Salt Lake City weather is strictly 
the author’s and does not necessarily 
reflect the opinion of the editor.) 

Business More Competitive 

Business is a great- deal more 
competitive in this area today than 
at any time since pre-war days but 
it is still far from the competitive 
levels reached in large industrial 
centers. It’s still a matter of mer- 
chandise, with some items now 
plentiful in the area but most 
residential wiring materials so short 
that the greater problems are in ob- 
taining merchandise for customers 
than in selling it to them. 

“The best thing about the com- 
petitive situation in this territory is 
that we are blessed with good busi- 
nesslike operators, and a_ healthy 
manufacturers agents’ 
stocks,” declared one jobber in dis- 
cussing the competitive situation 
with your reporter. “In most cases it 
is the pick-up jobber who starts 
price wars because he has_ to 
scramble hardest to get the business 
and because he has less of an in- 
vestment to protect. 

“Out here we have very few pick- 
up jobbers; there isn’t the volume 
of quick business for them here that 
they can find in more populous cen- 
ters on the Pacific Coast or on the 


absence of 





Electrical wholesalers here say that residential wiring materials 
are the shortest, fittings the most overstocked. 
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other side of the Rocky Mountains, 
and those inclined toward unethical 
practices have shown a preference 
out here toward going into the retail 
appliance business.” 

As business becomes more dif- 
ficult to obtain in appliance retailing 
in this area this condition may 
change. In fact, Salt Lake City’s 
jobbers expect pick-up competition 
to arise next year as they believe 
some of the larger appliance retail- 
ers may enter the field in an effort 
to escape the highly competitive 
conditions in retailing which are ex- 
pected to appear inevitably, and per- 
haps before long. 

Today there’s almost no cash and 
carry business being done in this 
area; 99 percent of the business is 
done on open account. Jobbers ex- 
pect it to remain that way until the 
aforementioned pick-up jobbers ap- 
pear and enter cash-and-carry busi- 
ness, 

They feel that within the next few 
years a great many present accounts 
will become bad credit risks and 
that cash-and-carry selling will be 
required of these firms. But until 
such conditions do occur, local job- 
bers definitely prefer to operate on 
an open-account basis and their cus- 
tomers prefer it that way. This 
method of operation has long been 
the accepted policy in this area. 

Most selling effort here is, today, 
a matter of goodwill building on the 
part of salesmen. A salesman’s con- 
tacts are made more to maintain the 
friendship of the customer toward 
the house, to discuss customer prob- 
lems with them, and to work out 
allocations for delivery of the mer- 
chandise which they need most and 


which is still short. (Some items 











are overstocked and selling is again 
in force on this class of merchandise, 
with fittings reported as the chief 
overstock item. ) 

The average salesman knows 
every one of his customers by his 
first name and he knows as much 
about the business operations and 
credit standing of these customers 
as do the business men themselves. 
Credit controls are managed chiefly 
by salesmen here because of their 
personal knowledge of every cus- 
tomer’s business. The net result 
has been that credit loss problems 
have never been a concern of Salt 
Lake City jobbers; one such jobber 
told us that his credit loss totaled 
$60.00 in the past five years! 

No Shortage of Salesmen 

Very little is being done toward 
recruiting and training new sales- 
men by jobbers here; there's no 
shortage of experienced salesmen 
and the quality of the men is so high 
that most have no need for any 
house sponsored training program. 
They consider it part of their jobs 
to “keep in shape” and have done 
so for years. The average salesman 
here considers this his own definite 
responsibility. 

There’s some training being done 
of course but not nearly to the ex- 
tent noted in other areas. Most of 
the training is confined to locating 
the best prospective salesmen from 
house staffs and guiding their work 
within the various departments of 
the house toward their eventually 
being placed on the road as sales- 
men. 

“One selling problem we have out 
here today,” one salesman told us, 
“is that of estimating and handling 
the moody attitude of some of the 
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Credit controls are managed chiefly by wholesalers’ salesmen 
because of their knowledge of every customer’s business. 
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customers.” 
of the 
Salt Lake City 
with up-to-date 
and 


exacting of ou 
lo do this, 
working out of 


more 
some salesmen 
have 
armed themselves 
figures of 


both 


kn wledge, facts 


general business conditions 


within this section of the country 
and the nation as a whole. 
He is finding that when he can 


talk such 


with 


subjects authoritatively 


and figures he can 


do more to keep business moving 


and facts 


than by any other method. 


Electrical contractors and = ap 


pliance dealers in this territory have 
fully aware 


hecome of the dangers in 


their own field of business: they 
know that there are just too many 
people in the business for normal 


that “Someone ts 


going to get hurt.” The 


conditions and 


number of 


contractors has almost doubled in 


this area since pre-war days and it 


is very doubtful if all can survive 
the leveling out which already is 
underway. 

The appliance dealer situation 


here is also at least as bad as in othe 


sections of the country, probably 


worst than in most. There are more 


than 100 appliance dealers in Salt 


Lake City alone; most tradesmen 


feel less than half that number will 


survive because the business avail 


able cannot be spread keep such 
a volume of firms safely in business 
Salt 


definitely 


lake City jobbers are 
that 


down 


convinced prices are 
that 


and are 


not going to come 
they are here to stay 
through 
little 


graded merchandise 


telling their customers so 


There has been 
to up 
in this area. 


salesmen. 
resistance 
They feel that a great 


deal of balancing is definitely in the 


cards for the future but 


they see 
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Most selling effort 
today in Salt Lake 
City is a matter of 
building customer 
goodwill by the 


salesman. 


future business 


working toward the 


changes only as 
this 


toward a recession 


creation of 
balance and not 
or depression. 
The biggest current problems of 
the trade 


here, jobbers told us, are 


in avoiding overstocking of mer- 


chandise at prevailing prices and 
where the 
balance is on both the 


that 


seeking to determine 


proper mer- 


chandise overstocked 


they are 
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cannot 


on and on that in which they 
obtain sufficient stock. 
Tnere’s also a great deal of dis- 
cussion here of the need for manu- 
facturers packing materials in better 
and the lack 
of uniformity in packing is deplored. 


cartons or packages, 
Jobbers declare that merchandise is 
not being divided up in small enough 
units and that uniform quantities 
should be packed in separate 
container. 


each 


“Inspection at the factory is just 
bad, that’s all,” is the 
ber summed up his views on this 
point. 

The construction 
area 


way one job- 


this 
gor yal for a 


picture in 
appears definitely 
long time to come. The work pace 
sharply during the 
Most jobbers feel 
that this area is in for a steady flow 
of building for the 


has increased 
last few months. 
next five years. 
Western markets will most definite- 
this area, 
they point out, and the effect of steel 
plants operating in the West. will 
be one of the that should 
contribute toward its future 


ly influence growth in 


factors 
greatly 
industrial growth. 


r 
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Electrical wholesalers in Salt Lake City believe that the construction picture in the 


area will be bright for some time to come. 
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of experienced salesmen in Salt Lake City, 
tholesalers are not recruiting and training new ones on a large scale. 
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Overhead is one item of the contractor’s job cost that is seldom charged 


up at its full percentage. Knowing how to figure overhead percentages 


and having the guts to charge accordingly spells the difference be- 


tween the successful concern and the candidate for bankruptcy 


ROM the standpoint of the 
contractor, two of his most im 
portant business — considera- 
tions are those of the cost of doing 
a job and his operating overhead. 
Upon the correct knowledge of those 
two factors, rests the ability of the 
company to make a profit. Not all 
contractors, unfortunately, realize 
this or make the proper analysis of 
these two items. 

The wholesaler’s salesman, under- 
standing these facts, can do his cus- 
tomers—and indirectly, himself 
considerable good by clarifying the 
cost-and-overhead question for the 
contractor. The salesman needn't 
be a mental giant or a wizard at ac 
counting to understand the subject 
This article is written with the pur- 
pose of bringing to him what he 
needs to know in order to carry that 
information to his customers. 

The many examples of what cost 
and overhead _ represent were 
brought out very clearly to me when 
[ was national chairman of the Code 
\uthority for the Electrical Con- 
tracting Industry, NRA. It was 
necessary at that time to define ac 
curately these two terms 

A contractor’s costs include quite 
a number of items which are not 
part of a commercial business. A 
brief study will reveal just which 
ones these are. 

Obviously every contractor, doing 
business, 


a regular contracting 


regardless of size, includes—or 
should include—all of the following 
Material, labor, 


engineering, supervision if required, 


items as 1i0b costs: 


inspection fees, and public liability 


By Leo E. Mayer 





An important phase of the contractor's operation is to keep accurate records of all 
job costs, up-to-date and complete in every detail and ready for quick analysis. 


and property damage insurance for 
the job. But, contrary to some 
opinions, the following should also 
be regarded as items of cost: Cart- 
age, the use of tools, expendable 
tools which cannot be used again, 
and insurance. In this case, “in- 
surance” embraces social security, 
compensation, and old age pension, 
if any, for labor involved. 

Remember, that even if all the 
above listed items are not included, 
they must be paid for. In other 
words, you would not have this kind 
of expense if you had no job or jobs 
to do. Lhat is the best answer as 
to why they are a part of cost and 
not overhead. 
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While we were compiling the 
Electrical Contractors’ Code for the 
NRA, we were confronted with the 


problem of clarifying the term 


“overhead.” 

I’ven before that, a National Elec- 
trical Contractors Association com- 
mittee, of which I was chairman, 
faced the same difficulty. Our task 
Was to devise a code of fair practice 
for the electrical contracting in 
dustry at the request of the Federal 
Trade Commission. 

At that time figures from con 
tractors as to their ideas of overhead 
greatly surprised us. We had state- 
ments which placed overhead at any- 
where from 3 percent to 38 percent 


103 














of job cost. The problem then was 
to find out just what constituted a 
fair overhead. 

A study of 
many complex problems. Generally, 


overhead discloses 


contractors operating under cor 
poration status keep better records 
than do 


COr px rated cf ympanies. 


of overhead non-in 
This is due 
to legal requirements for the protec 
tion of stockholders. Also, proper 
tax returns demand that corporation 
records be maintained most ac 
curately. 

Some contractors who operate a 
small not 


think that they should include a fair 


volume of business do 
wage for themselves, on a weekly or 
monthly basis as a part of overhead. 
If they omit this important item, it 
is not hard to get down to the small 
percentage of overhead referred to 
in the preceding paragraph. This is 
a false conception. 

lf a 
that 
everyone, including the owner, he 
would be better off not being in the 


person operates a business 


cannot stand a fair salary for 


contracting business. Just that kind 
of thinking makes poor competition 

Here, then is a list of the obvious 
overhead expenses that must be in 
cluded without fail: Rent, light, heat 
(if not 
surance 


included in the rent), in 
those 


listed as job costs), taxes, interest, 


(fire, ete except 


advertising and sales expense in 


promoting the business, telephone, 
officials’ 


telegraph, contributions, 


salaries, employees’ wages, office 
stationery, auto maintenance and 
depreciation in business, and in- 


cidental, general and office expense, 
carried as petty cash expenditures. 
The listed 
should be included as job expense. 


above items in no way 


When you think what percentage 


of overhead a business 


needs, you 
will have to make a review of the 
previous business, or in the case of 
a new business, what might be the 


sales volume for a_ twelve-month 


period. For example, if you ex- 


pected to de® a gross business of 
$100,000.00 per year and your over 
head and profit total up to $26,825. 
OO, you would have to add to the 
net cost of each job the necessary 
percentage to pay this overhead and 
profit, which in this case would be 
36.66 percent above prime cost 
How we arrive at this overhead 
and profit percentage would be a 
fair question. To clarify the same, 


[ submit the following items: 
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Gross Business 

(Total amount of all 

sales or jobs billed) $100,000.00 
Owner's wage per year $10,000.00 
Stenographer and Book- 

keeper $200.00 per 


month 2,400.00 

Stockman and Delivery 
Service 2,400.00 
Telephone & Telegraph 600.00 

Association Dues and 
Advertising 150.00 
Rent and Light 675.00 
Miscellaneous Expenses 600.00 
$16,825.00 

Ten Percent profit on 
gross sales 10.000.00 

26,825.00 


Cost of the materials and labor 

used during the year $ 73,175.00 
referred to above 
was arrived at by this method: 


The percentage 


Overhead + proht 
percentage 


cost 
Or: 
$16,825.00 +-$10,000.00 
30.00% 
$73,175.00 
i 36.66 percent. 


These figures are by no means 


arbitrary but they can be used as a 
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which to judge any ex 


basis by 
pected volume. 

If a that in 
the beginning his earnings will not 
be this high, he might be willing to 
sell his less. It would 
then be necessary for him to work 


contractor believes 


service for 


out some smaller compensation for 
himself, together with profit, which 
‘would allow a lower percentage to 
be added to Then he would 
have to reduce his income to meet 


cost. 


this change. 

There is only one other way to 
reduce the percentage of 
that must be added to the cost of a 


overhead 


job, and that is by increasing the 


sales volume withovt increasing 


salaries and expenses. In either case, 
costs must be 


and labor 


controlled very carefully. 


material 


A most important consideration 
regarding cost and overhead is this: 
\ successful contractor must keep 
his records up to date, and complete 
detail. 
of work 1s now being done on a time 


in every Since a great deal 
and-material basis, this is especially 
portant. 

The contractor who follows the 


reconimnendations made herein cat 
feel satisfied that he will assure him 
that 


business 


self a desirable income, and 


he has maintained good 


practice. 
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At Fall Convention Of N. E.W. A. 


Pacifie Zone 





WERA CLICKS 





WEST COAST wholesalers can expect $190 million in business RE-ELECTED chairman of the Pacific Zone of 
through the electric utilities 1948 expansion program. C. A. N.E.W.A. was E. E. Karsten, Gough Industries, 
Dostal, Westinghouse Elec. Corp. told Pacific Zone meeting. Inc., Los Angeles. 





N.E.W.A. members from the eleven west- 
ern states recently held their Fall Con- 
vention at historic Mission Inn, Riverside, 
Calif. Residential building and home 
market for supplies, apparatus and appli- 
ances was the main topic for discussion. 
"Shortages" which was the major topic 
in meetings during the past five years 
took a back seat. Industry leaders (shown 
here) stressed industry cooperation and 
intensive selling as keys to residential 
market in their addresses to the Pacific 
Zone N.E.W.A. members. 








ADEQUATE wiring doesn't cost too much, P. 
E. McCaughey, Federal Elec. Products. 





RESIDENTIAL wiring can be sold through ELECTRIC kitchens are a big dollar market, 
heaters said W. E. Cranston, Thermador. Larry Coen, American Central Mfg. Co. 
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ELECTRIC laundries will have great year in 
1948, M. R. Rodger of Bendix predicted. 





TELEVISION will become a billion dollar in- 
dustry, said R. C. Oxford, KFI, Los Angeles. 
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Radio on the farm gives more than entertainment; weather reports, marketing news, prices, farm in- 
formation all help the farmer to run his business profitably. REA photo. 











Thiat Vast Rural Market | 948-52 


It Products Are Carefully Studied 





By D. C. Frederick 


VERY 


knows 


experienced salesman 
that 


good salesmanship are always 


the essentials of 


the same. If a salesman doesn’t learn 
that quickly, he 
doesn’t remain a salesman for long. 

It doesn't 
trying to sell a radio to a car owner, 


a vacuum cleaner to a city housewife 


less mn 


primary 


matter- whether he is 


or a refrigerator to a farmer, the es- 
The 


man’s job is to create an awareness 


sentials are the same. sales 


doesn't exist, and 
then to prove that the product he 
sells is the most opportune way to 


make 


his goods more desirable to the cus 


of need if one 


satisfy that need. He must 
tomer than the dollars they cost. 

Why, then, do we say: The farm 
market is different? The farmer, as 
a human being, has the same deeply 
rooted wants as his city cousin, but 
the approach to satisfying the 
farmers’ wants varies sharply. Gen 
talk that 


“Clicks” on city customers won't get 


erally speaking, the sales 
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far when the prospect comes from 
the farm. 

Most people do not regard a radio 
as a business instrument. It is used 
for entertainment, for recreation, 
for culture, to keep abreast of the 
news and, perhaps, to obtain the 
opinions of others to guide their 
thinking. The farmer buys a radio 
for all those reasons plus at least one 
and possibly several others. 

The radio on the farm supplies the 


farmer with marketing reports, 
prices, farming information and 
weather news that have a direct, 


business, dollar-and-cents 


him, 


value to 
It’s his daily trade paper of 
the air. Consider weather reports: 
they tell you whether you should 
carry an umbrella when you go to 
work. But they tell the farmer 
whether he should mow his hay or 


go to town to 


~ 


get a load of feed. 
Crop and livestock prices broadcast 
over the radio help him plan his af 
[is him in 


fairs radio 


brings 


formation from agricultural experts 
that guide his general activities. 

A good percentage of farmers 
have radios in their barns because 
they claim that cows yield more 
when they are milked to the strains 
of good music. Is there a duplicate 
for that situation in the urban sale? 
They are arguments which aid sales- 
men in selling radios to their farm 
trade. 

The Farm Is Both a Home 


and a Business 
Many sales to farmers can be 
made more readily when this fact is 
considered in a planned sales talk. 
The farm is both a home and a bust- 
ness. 

he refrigerator in the home 
keeps milk and vegetables fresh. It 
cuts down the number of trips to 
the neighboring grocery and meat 
market. It saves money on the ice 
bill and gives the family better food 
It eliminates fuss with ice drainag: 
and tracking up a kitchen hauling in 
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1s the farm is both home and business, the farmer needs refrigeration not 
only in the home, but for production and processing food. Westinghouse photo. 


Power 


farmer 





tools are an important investment for the 
and save him untold hours of labor. 


Can Be Profitably Cultivated Now 
Anda Planned Sales Approach Used 








the ice. These same arguments hold 
good on the farm, but facts must be 
added to them. It’s convenient for 
the average person to shop three or 
more times a week for meat and 
dairy products. The farmer may 
be ten miles from town. He wants 
a dependable refrigerator large 
enough to eliminate some of those 
costly trips and still give his family 
fresh, nourishing food. He may have 
to cut his own ice and haul it from 
a distant pond, or the ice may be 
lacking entirely. 

Many farmers keep cream or 
other products in their refrigerators 
fore taking them to market. The 
farmer needs his refrigerator not 
only for use in his home but because 
he is a producer and a processor of 
food. 

He needs a refrigerator of large 
capacity that won't break down and 
that may have to serve him in the 
conduct of his farming business. If 
the latter is true, then the refrig- 


erator will not only save him money, 
keep him from losing money—but it 
will make money for him. 

The Entire Family Works at Farming 

The entire family works at farm 
ing or, at least takes a live interest 
in the farm. Mother usually takes 
care of the chickens, the brooder 
house and the garden; the children 
may do much of the milking. When 
mother buys an electric range with 
an automatic cooker, or an automatic 
washer, she think of the 
time it will save her as hours which 


doesn’t 


may be spent for relaxation at an 
afternoon movie. It means more 
time to work in the garden or to 
care for a larger flock of hens. 
Economists have figured out that 
a completely electrified farm home 
cuts four hours a day off the house- 
hold tasks of the average farm wife. 
And then 
went on to translate four 
hours into time enough for her to 


these same economists 


those 


care for a one-acre garden. They 


January, 1948—ELECTRICAL WHOLESALING 


PART II 


did that because everyone on the 
farm has a live interest in it. 

When selling to a farm wife, the 
advantages of time-saving equip- 
ment should be translated not only 
into hours saved but into extra work 
accomplished. 

It is easier to sell a vacuum 
cleaner to a farm wife if her atten- 
tion is called to the minutes it will 
slash off her cleaning tasks. And, if 
it is pointed out that those minutes 
saved will enable her to spend more 
time at canning, or make it easier 
for her to do her canning, one of her 
needs will be satisfied, for maybe 
she doesn’t need the vacuum cleaner 
but she needs time to do her can- 
ning, 

Farm Kitchens Are Larger 

It is basically true that food, cook- 
ing and eating, are more important 
to the average farm family than they 
are to the urban family and sound 
reasons support it. 

Farmers live more simple lives 
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but more rigorous ones than city 
folks. Their pleasures, their enter- 
tainments are less elaborate. They 
have smaller cash incomes and they 
are tied down to the farmstead by 
reason of caring for their livestock. 
It is only natural, therefore, that 
cooking and eating assume greater 
importance on the farm than in the 
city home. Farmers can’t eat out 
once a week, and there isn’t any 
corner delicatessen to serve them. 

For those reasons, farm wives are 
better-than-average 
kitchen 
wives buy more food mixers, more 


prospects for 
good equipment. Farm 
expensive ranges and refrigerators 
than their 
ovens are 


cousins. Electric 
many farms 
because they provide extra cooking 
capacity for large crowds, and farm- 


city 
found on 


ers frequently have extra company 
at mealtimes. 

families are 
buying home freezers in sizes from 
four to twelve feet or 
bination refrigerators and freezers 


Average city now 


cubic com- 
Farm families, however, are buying 
the larger twenty 
cubic feet boxes or walk-in refrig- 
erators with built-in quick 


sizes, such as 
freeze 
and cold storage compartments. 
Many of the conveniences which 
are taken for granted, were, until 
recently, almost unknown luxuries 
on the farm, Among these were elec- 
tric lights, pressure water systems 
and plumbing. Indeed, these latter 
two items are still relatively scarce 
on the farm. When they are bought, 
therefore, a great deal of care should 


go into the selection of the equip 
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Initial wiring in the farm home and buildings should be ade- 
quate so additional equipment can be added. Kelvinator photo. 


ment as to its adequacy. 


Farm Families Need Sound Advice 

The farmer and his family, fre- 
quently, need advice to aid them in 
selecting the proper size pump, the 
proper plumbing facilities, the cor- 
rect number and type of lighting 
fixtures. The salesman who under- 
stands the needs of the farm family 
and is able to help them to fill their 
needs will find his selling path a lot 
smoother. 

For example, the farmer who is 
just getting electricity needs a wide 
variety of lighting fixtures. He'll 
want a yard light and, maybe, two or 
three of them. He'll want 
lights, and his hayloft light should 
be a dustproof affair. He'll need 
good lights and three-way switches. 
He'll need more lighting fixtures 
than he realizes if the installation is 
to be adequate. 


barn 


A good salesman will help the 
farmer plan his initial wiring so that 
he can easily install additional fix- 
tures or outlets at a future date. 
He'll aid him to select heavy enough 
wiring and to put in plenty of cir- 
cuits so that adding on new equip- 
ment won’t call for re-wiring or rip- 
ping out old wiring. 

Adequate Wiring the First Consideration 


his may seem almost elemental, 


but time and again farmers have 
been sold too cheap or badly 
planned wiring jobs which later 


blocked their adding needed new 
outlets unless they in- 
expenses. 


fixtures or 


curred heavy re-wiring 


Who loses when the farmer is sold 











What the farmer spends on electrical equipment depends not 
on current earnings but upon ensuing earnings. REA photo. 
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the wrong wiring job? Not only the 
farmer but the salesman may 
later try to sell him other equip- 
ment that he needs and can afford. 
That problem is not peculiar to the 
farm but it more often on 
the farm than in the urban home. 


who 


occurs 


The history of rural electrification 
shows that farmers start by using 
relatively few pieces of equipment, 
few appliances. They then increase 
their kilowatt consumption marked- 
ly as experience justifies it. Smart 
salesmen, realizing this trend, can 
capitalize on it by advising the 
farmer to put in the proper wiring 
and the proper number of outlets 
and circuits so that he will find it 
easy to add to his original invest- 
ment in electrical goods. 


Power Tools Build Farm Income 


Many tools which the 
urban man buys as a hobby are es- 
production tools that help 
keep the modern farm running, and 


types of 
sential 


working with these power tools is 
usually the urban man’s relaxation 
after he has spent a gruelling day at 
the office. They’re hobby tools and 
he spends money on them. 

The farmer regards them, how- 
ever, as an mvestment, They earn 
money for him, They’re not a hobby. 
buy them to make 
cornices for his wife’s curtains, al- 
though he may do that, too, over 
He’ll take out to 
his barn and show the pig brooder 
that he’s made. 
table he 


He doesn't 


the winter. you 
He'll show a motor 
built that enables his wife 
to churn her butter, freeze ice cream 
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and grind sausage meat all with the 
same portable motor. He'll 
the new fence gate that he rigged up 
wr the neat repairs on his wagon. 
He needs his power tools, they’re 
a vital part of his business. They 
represent the difference, often, be- 
tween having to take a day off to get 
. machine fixed in town and being 
able to make the repairs quickly and 
easily right in his own workshop. 


show 


When the farmer buys tools 
e buys production—either future 
profits or assurance against unex- 


ected and possibly disastrous loss. 
[le needs his grindstone to keep his 
working tools sharp. 
good a grindstone as he can buy. 


He needs as 


He’s not just riding a hobby horse. 
For that reason the same sales story 
can’t be used when selling the 
farmer that can be used when sel- 
ling the urban man. 

The farmer wants quality tools. 
He'll pay a fair price to get the best 
and it’s that type of buying habit 
that makes 
customer. 


the farmer a preferred 


What Can the Farmer Afford? 


The city man and the farmer are 
in about the same relative position 


when it comes to buying light 
fixtures for their home. The price 
level of each is determined by his 


But most other equip- 
ment is regarded differently on the 
farm than it is in the city. 

The city man’s expenditure for a 
power saw or a drill is 
limited to the amount of 
can afford to invest in his 


cash income. 


usually 
money he 
hobby. 








Survey shows that a completely electrified farm home cuts four hours a day off the 
household tasks of the farm wife, giving her added leisure, or time for other work. 


The farmer is likely to think of the 
things he can make with that power 
saw and the money they will earn 
for him. 

lor example, farmers know that 
if they can find time to make them, 
chick or pig 
money makers. 


brooders are 
A power 
to make them quickly and so it be 
When a 


motor he 


gor yal 


saw helps 


comes a business necessity. 
farmer buys an electric 
may use it to turn his separator ; to 
save him time for other work. When 
a farmer buys a water pump it not 
only means water for his house but 


water for his cows in the barn and 


that, in turn, means more milk and 
larger checks from the dairy. 


In short, most appliances and 





he electric brooder saves feed and reduces loss of poultry in cold weather, but is of no 
henefit to the farmer unless farm wiring is adequate to permit its use. REA photo. 
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equipment earn money for the 
and the amount he can 
afford to spend on them is dictated 
not only by his current earnings but 
what his earnings will be when those 
tools are put to work for him. Sales 
may 


farmer, 


often be clinched by proving 
with pencil and paper that price 
need be no deterrent in the purchase 
of a piece of (uality 
and consistent performance are 
more important because at the price 
asked the machine will actually, not 
just in “sales itself 
in short order. 
Today our 
In 1936 farm 
proximately 10'% billion dollars. 
later it had more than 
doubled reaching an all time high 
of 27 billion dollars and farm in- 
1947 will reach around 30 


billion dollars. Farm mortgages have 
£ 


equipment. 


talk,” pay for 


farmers have money. 
income stood at ap- 


Ten years 


come for 


been reduced sharply and the farmer 
bank. That's 
Financially 
waiting to 


now has cash in the 
market. 


and 


farm 
healthy, live 
be S( id. 

When 


proper 


your 
needs 


farmer the 
appliances 
you are doing him a genuine service. 
You are helping him to enjoy a 
better and an 
realize a 


you sell the 
equipment and 


easier life and to 
larger cash income. The 
farmer usually appreciates that fact 
and comes back to the same dealer 
and to the same salesman when he 
is ready to take on a new commit- 
ment. The farmer appreciates a 
square deal and helpful, constructive 
That’s 
customer to sell right the first time. 


advice. why he is a good 
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How The Electric League 


Builds Sales Through 





ISPLAYING enough energy these goals are not unique: In a 

to equal even the busiest of simple and practical approach they ? 

beehives in comparison, the mux functional sections and commit- 
Electric League of Western Penn- tees, industry-wide representation, : 
sylvania is bounding ahead with a capable group of officers and an 





seven-league steps in its program of | enthusiastic membership with a lib 
building electrical sales by promot- eral seasoning of hard work and 
ing a better understanding among come up with one of the most suc- 
























all groups within the electrical in cessful electric leagues in_ the 
dustry, improving the selling efforts country. 
of every branch of the industry, and Through its breakdown into four — | 
serving as a common. meeting _ sections commercial, farm and = 
ground for all in the industry to rural, industrial, and _ residential 
consider industry problems the league can deal effectively with 
he ways and means employed the problems involved in selling to 
The above illustration shows one of the by the Electric League of Western msi of the major electrical markets 
League’s promotional brochures. Pennsylvania in working toward Membership in any section is open 
to all segments of the electrical in- 
dustry operating in Western Penn . 
sylvania. Each section is responsi- ! 
ble for conducting market research, 
advertising and saies promotion and 
personnel training in its own sphere. } 
These functions, in turn, are the re- t 
sponsibility of a number of commit d 
tees operating within the framework ¢ 
of each section. This arrangement ( 
has resulted in the presentation of 
a “united front” by the electrical ! 
industry in Western Pennsylvania. | 
An enumeration of some of the 
league’s committees includes : Appli- 
a ance Servicing Committees, Com f 
a mercial Lighting Committee, Farm 
LER ‘sl Ow SUCCESS AT FAIR Equipment Committees,  Electri } 
LEAGUE SH Home Bureau, Adequate Wiring t 
wUGE CROWNS VIET Committee, Kitchen and Laundry iS 
arr Planning Committee, Industrial 
Promotion Committee, and Electric a 
Maintenance Engineers Association 
The accomplishments of a few ot 
the committees exemplify the work 
done by the league during the past 
year. 
The General Appliance Bureau 
for example, sponsored a sales train . 





o- , ; ' ing course for 375 dealers’ and dis 
Through its newspaper and program announcements, the Electric League of Western S 


Pennsylvania is doing a “bang-up” job of keeping its members posted on activities. tributors sales personnel. lhe 





110 ELECTRICAL WHOLESALING—January, 1948 








ee age 


Or Western Pennsylvania 


ndustry Cooperation 


A practical approach to the problem 
of building electrical sales, hard 
work and a truly “united front” are 
writing the success story of the Elec- 


tric League of Western Pennsylvania 





: om 











Sales and Technical Training Com- 
the Commercial Section 
conducted a 
on illumination, 
“students.” The Industrial 
tion Committee recently sponsored 
an industrial heating conference and 
exhibit. The and Exhibits 
Committee, the General Appliance 


mittee of 
schor )] 
graduating 100 
Promo- 


sales-technical 


Shows 


Bureau, and the County Fair Com- 
mittee jointly handled the 
highly-successful exhibit in the 1947 
Allegheny County Fair. 
Industry-wide representation is a 


league's 


fact, not a myth, in the Electric 
League of Western Pennsylvania. 
No one group dominates its ac- 
tivities. Electrical manufacturers, 


retailers, contractors, 

and manufacturers’ agents 

all participate in its affairs. 
This is demonstrated by 


W holesalers, 
utilities, 


the 
league’s present group of officers. 
President I. W. Danforth head 
the Danforth Company is a 
holesaler. Vice President = C. 
Yount group manager of 
Roebuck and Company, 1s 
associated with the retailing end of 
Secretary T. O. Mc- 


(sreer 
ears, 


e business. 
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(uiston, director of residential sales 
promotion for the Duquesne Light 
Company, is a utility man. Treas- 
urer Ludwig Hommel, president of 
the Ludwig Hommel Company, is a 
specialty wholesaler. 

One more factor in the success of 
the Electric Western 
Pennsylvania has been the effective 


League of 


manner in which it has stimulated 
and maintained interest by keeping 
members posted on league activities. 
By means of a pub- 
lished four times a year, programs 


newspaper, 


of conferences, meetings and exhib- 





’., Danforth 


its, and numerous booklets, folders 
and letters, the league is doing a 
thorough job of informing members 
of its activities. 

If growth of membership can be 
considered as a measure of success, 
the Electric Western 
Pennsylvania is in for a continued 
run of ruddy health. During the 
first nine months of 1947, more than 
150 members joined up. 


| eague ol 


Judging 
the future of the 
Western Penn 


as bright as a 


from this alone, 
Electric League of 
sylvania should be 
1000-watt lamp. 








An outgrowth of three earlier electrical organizations— 
The Pittsburgh Electric Boosters Club, The Jovian Order, and the Pitts- 
burgh Electric Association—the Electric League of Western Pennsylvania 
was organized and chartered in January, 1941. In part, the charter states 
that the league is ''to serve as the key organization and headquarters for 
the electrical interests in Western Pennsylvania and such other territory 
as may be determined by the Board of Directors and to promote the 
general interests of the electrical industry.’ This the Electric League of 
Western Pennsylvania has done, and today it stands as one of the strong- 
est and most active electrical leagues in the country. 
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WHEELER REFLECTOR CO. SWIVELIER CO. 


Received too late to include in the December issue of ELECTRICAL WHOLESALING, these photos 


show more of the ingenious and interesting lighting exhibits seen at the recent show in Chicago. 
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NewsN otes'romN AD W.A. 


By Alfred Byers, Secretary 


National Electrical Wholesalers Association 





N.E.W.A. COMMITTEES 


January and February will be 
busy months for N.E.W.A. Com- 
mittees of the Apparatus and 


Supply Division and of the Ap- 
pliance Division. A number of im- 
portant problems are on the agenda 
of each committee as a result of last 
fall’s 20 area meetings and sugges- 
tions submitted by members follow- 
ing last month’s f 
these meetings. 
Here is the schedule of meetings, 
all of which will take place at New 


York: 


announcement ot 


APPARATUS AND SUPPLY DIVISION 


Apparatus and Control.. ..Jan. 12, "48 
Chairman, H. P. Litchfield 

Conduit Fittings and Boxes.....Jan. 13, ‘48 
Chairman, R. A. Stott 

Indus. and Com. Lighting......Jan. 14, ‘48 
Chairman, B. Merritt 

Industrial Electronics ee 
Chairman, R. M. Johannesen 

ee Or ere Jan. 29, '48 


Cheirman, 6. E. Mason 
Outside Construction Materials Jan. 16, ‘48 
Chairman, L. W. Taylor 
Residential Lighting Fixtures. . . 
Chairman, A. J. Musser 
Wires & Cable, & Armored Con..Jan. 22, '48 
Chairman, D. L. Fife 
Wiring Devices 
Chairman, R. W. Kimberlin 


Feb. 12, '48 


Jan. 23, ‘48 


APPLIANCE DIVISION 


Major Appliances ............Jan. 26, '48 
Chairman, K. G. Gillespie 
Radio, Television and Tubes Jan. 27, ‘48 
Chairman, Harry Alter 
Sales Promotion and Sales 
Training ... i Jan. 30, '48 
Chairman, L. P. Kefgen 
Service and Repair Parts Jan. 28, '48 
Chairman, J. A. Vassar 
Store Management and Store 
Arrangement ..... Feb. 2, ‘48 


Chairman, L. J. Mulhall 


GENERAL COMMITTEES 


Rural Markets . Feb. 6, '48 
Chairman, H. Czech 


COMMITTEE SHAPING PLANS FOR 
N.E.W.A.’S ANNIVERSARY CONVENTION 
During its meeting last month, 


the Program and Projects €om- 


mittee made conspicuous progress 


with plans for the association's 
celebration of its 40th anniversary 
to be observed at Hotel Statler, 


Buffalo, N. Y., May 2—7, 1948. 
Invitations are to be issued to 
several nationally outstanding per- 
sonages in the industrial world, both 
within and outside of the electrical 
field. expected 
from all; and the membership and 
guests will hear from 
which they will take with them some 
thought-provoking impressions. 
The entire program 
has been carefully worked out by 


Acceptances are 


addresses 


convention 


the committee. They will provide a 
wealth of worthwhile information 
through the program they have ar- 
ranged. The first three days of the 
period will be restricted to Ap- 
paratus and Supply matters; and 
the Appliance Division will discuss 
their problems on the next three 
days. There will also be ample time 
allowed, between in each 
division, for visiting and personal 
conferences. 


sessions in 


On the Wednesday evening of 
convention the N.E.W.A. 
cocktail party and annual banquet 
will be held. This will be a 
memorable occasion. 


week 


During the week some especially 
attractive events are also being or- 
ganized for the ladies who will be 
present. 

The Program and Projects Com- 
mittee is working diligently and in- 
tends to have N.E.W.A.’s 40th an- 
niversary celebration go into the 
in a long line of 
traditionally successful conventions. 


rect rd as “te yps” 


NEW ORLEANS MEETING OF 
FAN AND VENTILATING COMMITTEE 

An excellent attendance of mem- 
bers and representatives of manu- 
facturers was recorded at the meet- 
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ing of the Fan and Ventilating 
Committee at the St. Charles Hotel, 
New Orleans, La., on December 5th. 
J. P. Hamblen, chairman, presided 
and conducted a most constructive 
meeting of the committee that morn- 
ing and conference with manufac- 
turers in the afternoon. 

Outstanding in the 
was the need for following better in- 
stallation practices for attic ventilat- 
ing fans; and also the importance of 


discussions 


greater selling effort on this equip- 
ment so health and 
comfort. That effort was called for 
from both manufacturers and whole- 
salers ; and it was also proposed that 
the aid of local utilities should be 
enlisted in an effort to 
promote the sale of the benefits of 
ventilation. 


necessary to 


active 


The committee also voted to co- 
operate in the advertising promo- 
tional campaign just begun by the 
American Society of Heating and 
Ventilating Engineers. 


NEW PROJECTS UNDER STUDY 


The convention is only part of the 
responsibility charged to the Pro- 
gram and Projects Committee. It is 
its function also to recommend new 
ventures for the membership’s 
benefit. Several were proposed to 
the Board of their 
Hershey meeting last October. As a 
result, the Executive Committee was 
requested to give detailed considera- 
tion to the proposals. 


Governors at 


At present three in particular are 
being studied carefully by that com- 
mittee and certain 
miittees 


functional com- 
whose assistance has_ been 
requested. No report on_ their 
studies is available yet. However, 
the proposals are related to opera- 
tional problems and would further 
broaden the present wide scope of 
the association’s services. 
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Coordinated Sales Pian Needed 


‘Le Profit in Home Lighting 





N effectively coordinated home 
lighting program to be par 
ticipated in by utility compa 

nies, fixture manufacturers and elec 
trical wholesalers was urged at the 
recent three-day conference of Home 
Lighting Supervisors held at Gen 
eral Electric's Lighting Institute, 
Nela Park, Cleveland 
In presenting the views of the 
electrical wholesaler on the residen 
tial lighting market at this confet 
ence, D. L. Johnson, director of the 


lighting department, Commercial 
Electric Co., 


salers, pointed out the requirement 


Poledo elect ical whole 


for an educational program de 
signed to acquaint the 


home-buildet 


prospective 
with the need for 
properly selected lighting units both 
as to quantity and quality 

lor the electrical wholesaler the 
first step in such a program is the 
securing of qualified, well-schooled 


and well-trained lighting consult 


ants who can carefully analyze the 
customer's lighting needs essential 
to efficient and comfortable seeing 
conditions in the home. 

Price Policies Brought Up to Date 

Reviewed by Mr. Johnson was a 
incandescent 
fixtures recently put into effect by 


new price policy on 
the Commercial Electric Company. 
lhis policy does away with the plac 
ing of high fictitious list prices on 
fixtures and establishes a list or re- 
tail price on a competitive-level and 
in line with the prices the dealer 


has long known he must have in 


order to build a larger volume of 
sales 
[In announcing this new 


_ 


policy 
the c¢ Di »xplained lealer 
1} company explaimnec to dealers 
that they could send customers d1i- 
rectly to the store and receive full 
Thus, 
small 


quantity of stock and still enjoy an 


protection on all sales made. 


dealers need carry only a 


appreciably large turnover 





H.G. Clum, Art Metal Co. (left); D. L. Johnson, Commercial Electric Co. 
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center); 
and Eugene W. Commery, General Electric Co., discuss responsibilities of wholesaler 
and manufacturer in coordinating the home lighting program. 
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Dealers can bring their custom- 
ers directly to the showrooms, or 
refer them by a courtesy card. This 
card serves as an introduction and 
also indicates whether the purchase 
is to be charged to the dealer’s 
account or paid directly by the cus- 
tomer. 

Careful Analysis of 
Home Lighting Needs 

A more skillful application of ba- 
sic lighting fundamentals in the res- 
idential field was proposed bv H. G. 
Clum, general sales manager, The 
\rt Metal Cleveland, 
who addressed the conference on 
“What the Jobber Can Do to As- 
sist the Sale of Residence Lighting 
Equipment.” 

“Light for reading and study in 
the home must be comparable to 
that afforded in office and school,” 
Mr. Clum continued. 


Company, 


“There must 
be lighting for sewing comparable 
to that furnished for precision man 
ufacture; there must be light for 
recreation, for safety and conveni- 
\ll of these func- 
tions must be fulfilled without cre- 


ence of passage. 


ating a feeling of commercialism and 
without disturbing the element of 
individuality 


apart. 


which sets the home 
Comfort in home lighting is 
more essential than anywhere else.” 

Commenting on the Certified 
Lamp Makers and American Home 
Lighting Institute 
Clum pointed out that new lighting 
equipment available for the 


programs, Mr. 


home 
will assure better performance than 
anything previously offered 

Chis equipment must be shown in 
display rooms carefully — planned 
like home interiors and must avoid 
confusing the customer with a maze 
of fixtures and lamps. It must be 
demonstrated and = sold by 


trained 


well- 
personnel 
quainted with the 


gO rd lighting. 


thoroughly ac- 
fundamentals of 
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(Continued from page 75) 


rted by the War Production Board to 
ir purposes until a few weeks before 

Day. Since that time, except for 
few months lost in strikes, orders for 


ipment have fully loaded the capacity 
I 3 | ; 


About 


generating ca 


manufacturing establishments 


2.8 million kilowatts of 
ity was delivered by manufacturers in 


of 


l the greater part it in the last 
months. The rate of delivery in the 

last quarter of the year began to out- 

listance the rate ot growth of power 
nsumption. 

Approximately 2 million kilowatts 
installed and operating by the year’s 
the president of E.E.I. said. “The 

growth of load on utility systems, Ww- 
ever, during 1947 was approximately 4 
million kilowatts This narrowed the 
margin of spare and reserve capacity 

m 5,300,000 kilowatts at the end of 

1946 to approximately 3% million at the 
end of 1947.” 

In 1948 expected additions to generat- 

ing capacity exceed 5 million kilowatts 





Charles E. Oakes 


igainst an expected reased demand 1n 
year of about 3% milli i atts 
ese additions will materially improve 
margin of reserves but will still leave 
many sections of the country a closet 
rgin than desired, Mr. Oakes said 
onstruction expenditures t 1947 
approximately $1,400,000,000 and 
expected to total more than $1,750, 


10 in 1948. These construction ex 
penditures cover not only generating sta- 
s, but transmission lines and distribu- 
facilities to serve the record numbet 


customers being added 


renerating facilities in the United 
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USE BRIEGEL 


ALL-STEEL 


INDENTER-TYPE 
FITTINGS! 


Cross Section 
Showing 
indentations. 


* 
s 
Select the best, insist on Briegel Q 
All Steel Fittings, the only approved ly 
Indenter type connectors and coup- 
lings for thin wall conduit tubing. 
You will not only find that Briegel © 
indenter Fittings are easier and & 
faster to use, but also make neater, a 
stronger connections. Two Easy 
Squeezes and they’re set. Start using 
Briegel Fittings today. Have more 
satisfied customers — more profits 
from each job. 
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DISTRIBUTED BY 

The M. B. Austin Co., Northbrook, Ill.; Clayton Mark 
& Co., Evanston, Ill.; Clifton Conduit Co., Jersey 
City, N. J.; General Electric Co., Bridgeport, Conn.; 
The Steelduct Co., Youngstown, Ohio; 
Metals, Pittsburgh, Penn.; National Enameling & 
Mfg. Co., Pittsburgh; Penn.; 

Electric Company, Ltd. 


Enameled 


Canadian General 


All B-M Fittings Carry the Underwriters 
: Seal of Approval and Canadian Standards 
we Ass'n Approval No. 8275. 
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BRIEGEL METHOD TOOL CO. 


GALVA, ILLINOIS 
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How to BOOST 


your electrical 
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appliance sales 
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Sales Managers! Salesmen — This up- 
to-the-minute sales manual helps you 
sell more appliances, quicker! 


Here’s a practical handbook that gives 
you all the answers to your appliance 
sales problems—helps you sell major elec- 





States at the end of 1947 total 65 millic 
kilowatts. Of this total, the busines: 
managed electric utilities have 42 millic 
kilowatts. Governmentally-owned systen 
10 and industri 
plants, street railways and miscellaneot 


account for million 


establishments account for an addition 
13 million kilowatts. 


Sales of Electricity 

Total sales of electricity by all utili: 
enterprises, both company and gover 
216 billion kik 
12 months’ increase of 
percent above the year 1946. The large 
growth was in the residential and con 
both up 15 per 
Industrial use remained at a fair 


mental, approximated 


watt-hours, a 


mercial classifications, 
cent. 


constant level throughout the year. 
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~ “ — -efrigers - ‘ are po ° e 
trical appliances—retrigerators, ironers, [The average annual residential co: 
cleaners, ranges, etc.—whatever the com- ; # a ‘ 
petition sumption of electricity increased lI 


kilowatt-hours per customer over 1946 
set an all time high national average 
1435 kilowatt-hours. 


Pocket-sized, arranged for quick 
energy 


reference, it boosts electricity as a time, money and 
analyzes the appliance market—outlines successful 
selling to make extra sales in the Small Town- 


Save! concisely electrical 


| ma: £ Lo c 
techniques of appliance It shows how This figure in 19. 

















Rural market gives convincing, sales-closing arguments as to why electricity out- was 805 kilowatt-hours. In 1927 it was 
1 ° si ” = a a ' 
performs all other power sources Facts and figures compiled from numerous surveys 446, and in 1917 it was 268. New cor V 
t homes and tarms ‘Ip ve pr » the age ) , . ‘ ance e > . . 
( s and farn help uu prove the advantages of electrical appliances over other sumption records were set by all maj: 66 
types and demonstrate their relatively low operating cost P oe 
. classes of consumers except industri 
Just P bli h d customers and even these approached 
US ublisne their wartime peaks. ; 
é , . th 
Average annual farm use rose in 194 
. es 
| he to about 1800 kilowatt-hours per cu ; 
; th 
tomer. Commercial customer use reached , 
e e a new high of approximately 7500 kil mT 
watt-hours per customer. a 
iCa la . 4 
Increased sales again caused the ele 
. . ° . m 
tric industry to show a decline in the 
average price of electricity to the resi 
. . - : ret 
ee a es an OO dential consumer, despite rising costs of 
. we 


labor, of fuel, and of other items enter 














ing into the production cost of electricity - 
by Laurence Wray Commenting on the outlook for 1948, = 
Mr. Oakes said, “The continued high si 
Managing Editor, Electrical Merchandising rate of sales of electric appliances, th: co} 
144 pages, illustrated, $3.50 completion of new factories and the i - 
crease of homes, particularly in certain i” 

Add this valuable tool to your sales kit. It’s complete Check These Money- sections of the country, indicate a con- 
it's up-to-date—it’s a protit-builder i handy souree manny Ghagtare tinued high rate of expansion in use ot " 
of sure-fire sales ideas whenever you're up against a st a eeraiianiaes electricity in the coming year. The ele an 
tough competitive problem. In easy-to-read language, — = and the Form tric companies estimate a 7.2 percent er 
backed by convincing statistics, it shows you The Selling Process _ growth of load average for the country 
, ' poe Santas Waa Dyster ith some areas estimati louble that ” 
How to analyze prospects how to build vour sales a nin w ster Heating with some areas estimating dou e th as 
story around the four buying motives how to self ‘ amin Waa "melted percentage. The percentage of reserves , 
electricity as a power sourc how to sell more elec elites Suste—Cant for the country as a whole is expected t m: 
tric water heaters and ranges—more electric refrigera Electric Refrigeration ; increase from about 5 percent to about flo. 
tion, home laundering, cleaning and farm equipment iN i chiang y= 8 percent. Some areas, however, art re 
, Ds ea ok Electric Cleaning ~ expected to continue to be hard pressed 5 
Send for this helptul book. Let it prove its everyday Pr tedivig Leng neg for generating capacity during the sun = 
value to you Wiring mer peak load season and possibly a fe wie 
will be short of reserves in December a 


Look over | 
this sales-booster 
10 DAYS FREE 


McGraw-Hill Book ( Inc.. 3 Mr. Oakes concluded 
Send me Wray’s ELECTRI( 
HANDBOOK for 10 days’ exami 


emit $3 ' is a few 


W. 42nd Street, NYC 18 

Al APPLIANCE SALES 
nation on approval. In 10 
ents return 
return 





postage, or 


I K | t 1 Postage paid I isl rders Same 


G.E. Salesman Retires . 


After 41 of service Leonard 
Elder has retired from the General Ele 
Co., Portland, Ore. He be 
the company’s Portland apparat 
department in a sales capacity since 19 


years 








EWS-1-48 tric has 
Co. of Canada Ltd. 
nto 1) 


ice write McGraw-Hill 


an pri with 
12 Richmond Street E., Tore 


Mail coupon 
today! 





ELECTRICAL WHOLESALING—January, 19-8 











“STUDENTS AND FACULTY” of 
the Major Appliance Service School 
for electrical dealers, recently and suc- 
cessfully conducted by Raybro Elec- 
tric Supplies, Inc., of Tampa, Jackson- 
ville, Miami and St. Petersburg, Fla., 
momentarily halt their studies in their 
“classroom” in Jacksonville. 























)3 
ea Wholesaler Creates 
jor “Drive-in’’ Warehouse 
“ } 4 ° ’ 
wae SAN FRANCISCO—What could be | Silv-A-King s new 
47 the aa look” in rag per iig | ““GERMICIDAL UNIT” 
establishments recently was unveiled by ° . 
Nf the Phillips & Edwards Electric Co. of | gives that protection 
1 this city in its reinforced concrete, sprin- | 
kler-equipped “drive in” warehouse with | 
” 34,000 sq. ft. of floor space at 265 Ver- | ae SAFELY 
the mont Ave. . 
Leasing the warehouse on a five-year | . 
“ renewal basis, the company felt that it | ( INSTANTLY 
bi would be worth while to remodel the | da 
: building to fit exactly the requirements | 
“w of the business. The following brief | wy ECONOMICALLY G * by’ 
ich resume of what the revamping job ac- | lar ‘5 
rei complished will show why some P&E 
in eh SNE Se a we ee Over 1500 hospitals in the U. S. alone have proved that the 
tal © tee waretunaee. ; use of Germicidal Radiation effectively reduces respiratory 
-O1 1. An outdoor loading dock was built infection. In homes, schools, nurseries, factories, laboratories, 
at one end of the building with a broad : ; 3 : ; 
- of offices — wherever there is need for protection against air- 
steel ramp leading up to it on an easy | : rag os : 
lec ial borne bacteria — germicidal radiation is a powerful factor 
Tr 2. A “Weightograph” scale with a ca- for ae good health. 
ntr) pacity of 6,000 Ibs. was installed on the | Designed to keep pace with giant strides made in the science 
cee ramp. | of air disinfection, this new Silva-A-King Germicidal unit gives 
eg 3. The ramp permits customers’ pick- | positive protection against direct radiation while maintain- 
b wut up trucks to be driven up to the second | ing maximum concentration of germ-killing energy. Easy to 
oe floor (space: 280x125 ft.) and parked at | install and completely adaptable to any room with regular 
ar the “will call” counter and within a few | electrical outlets. 
on feet of the large, non-partitioned ~~ } Free Literature on request. Write 
lias eral office. Ten pickups can be accom- Dept. G-48 for Germicidal Bulletin. 
~~ modated at the same time. 
4. Pallets with hand-operated hydraulic ve , 
litt trucks facilitate the handling of mer- bt pear 
chandise throughout the warehouse. The | BRIGHT LIGHT REFLECTOR ai 
pall ts are so designed that they can be INC fe} RP ORATED 
handled with fork lifts whenever desired. e Pa 
5 Space was arranged to accommo- 
late a 50-car parking lot and an em- 
di} ploy ees’ cafeteria within the building. 
Elec- lhe whole layout, a one-floor operation, 
air has been designed with a view toward 
aia reducing costs to a minimum. At present 
1909 nly four warehouse men are employed 
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and they handle 50 percent more mer- 


CHECK THESE CANNON ELECTRIC Bien 
A egard to the company’s move t 
S PEC " A ha E S B E FO R E y 0 T) B T) Yy ; this building, A. P. Phillips, manager 


made the following observations: 





“Previously, Phillips & Edwards Elec 





tric Co. had worked out of one ware 
house and office building and rented space ; 
CABLE TERMINALS Y in five others, all in more congested area 
c than the present. The firm had an average \ 
insurance rate of 70 cents a hundre« 
while now it is only 14 cents a hundred 
The saving on insurance alone is $90 : 





month. Over a period of ten years, con 


Type “R” Cable Terminals are sim- Type “SS” Sectional Cable Termi- sidering principal only, this would amour ? 
ilar to Type “SS” (at right) with the nals are designed primarily to make to $10,800, which is just about half th 
exception of the single piece con- standard telephone terminals of any cost of the remodeling job. : 
struction. Entire unit is molded phe- desired size above 6 pairs in addi- | “In the six places in high-rent area F 
nolic, 1-1/16 x 1-1/2 in. Available tional multiples of 5 pairs, using out of which the company previously ha 


worked, it had 12,000 sq. ft. of flo 
space as compared with the 34,000 sq. ft 


HOSPITAL SIGNAL SYSTEMS | at present. Yet the firm pays about a J 


third less rent for the new quarters. Ha 


in 11, 16, 21 and 26 pairs. only 3 stock sections. 








DOOR LIGHTS IN AND OUT REGISTERS | the company bought land and built = 
NURSES’ CALL SYSTEMS nes warehouse with about 20,000 sq. ft., the I 
" — — = - | actual cash outlay would have been twic: r Y 





as much as the $22,000 spent for re 


modeling.” 
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Manager Appointed By 
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| San Diego Wholes: 
Jc . 
| TYPE HMW4 5 aler i 
9 . ‘ eli 
| Electric Supplies Distributing Co., Sar U 
TYPE DN2 | Diego, has announced the appointment 
, ; ‘ , , : | of J. T. Young as manager of its app 
Cannon Electric offers a complete line of hospital signal equipment, and in Ses — gan I its appa 1- 
one ‘ . . 1 ag 7 ratus departn t. Mr a) y as for ; 
addition to the above illustrated items, there are available: Nurses’ Station “l ; — an ung “awe for lir 
; : a ; merly in charge of apparatus distributo: nl; 
Annunciator, Aisle Lights, Explosionproof and Vaporproof Switches, Nurses ; : ge  apparate distribut pli 
i : <te , . * . ss . . activities tor ‘stinghouse 1 ittsburgl 
Supervisory Stations, Silent Paging Systems, and Electro-Static Grounding ’ —_ . Ms é — use In I itt burg! de 
, , » receive s degre Jectrical engi- | ss 
Intercouplers for hospital operating rooms. + Ces ee Seer oe 4 lec tric al eng mi 
neering trom Mississippi State College. an 
MISCELLANEOUS ITEMS J 5 
ig 
LAMP SOCKETS FOOTRAIL ALARM SWITCH DOUBLE ACTING RELAY Cc 
— ' 
| Co 
| 
| ma 
dis 
, me 
ban 
| the 
in 
| Sar 
| acq 
i ae Sacssicel ematisieton ans avail gor 
Among the various electrical specialties now avai stiaas teens thie ae ae 
able are Program Bell Transfer Panels, Holding deneed Catules end the - 
Push Buttons, Pinch Buttons, Momentary Contact Signal System Bulletin ie 
Push Buttons, Recessed Push Buttons, Fire Alarm for further information. the 
Boxes, Code Relays, and “Knight” Lights Address Gags. A-Tee. on 
req! 
Fur 
Ome: tte) alias die . 
ce bt 
CANNON rm 
Csi 
ELECTRIC D 3 V 3 L @] P M 3 N T Cc @) 4 | p A N Y JOHN F. DREIER, formerly assistant : 
A } sales manager, recently was appointed 
3209 Humboldt Street, Los Angeles 31, California sales manager of the Hart Manufa " 
Canada & British Empire — Cannon Electric Co., Ltd., Toronto, Ontario e World Export pr tt Co., or egy nee? song : 
Agents (excepting British Empire) Frazar & Hansen, 301 Clay St., San Francisco 11, Calif. udiior piece d th 7 Pg a W : 
ceeds 4 ate ran tr 
Watts. ; 
118 ECTRIC w san ; Jan 
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WESTON Electrica! Instrument 
Corp.’s new engineering and adminis- 
tration building on the plant grounds 
at Newark, N. J., has a total floor 
space of 78,000 sq. ft. The T-shaped, 
reinforced concrete building is designed 
on a six-foot module, thus facilitating 
the easy switching of laboratory and 
office space. Lighting is fluorescent 


throughout with some 50 foot-candles | 1. BUILDS SALES 


at the desk level. 


Shows your customer he's buying a good lamp that 
lights a starter that works. Gives your sales story 
dil-melelel-leMel lai Mel ae ME ZT elms l-Tuileliliiaclileli) 


2. BUILDS PROFITS 


By saving time and unjustified returns of lamps and 


Wholesalers Provide Free ai sath, a reg 7 test starter if both 
work, chec or faulty fixture 
Ad Service For Dealers 





MINNEAPOLIS—The Wholesaler & 
Distributor Division of North Central 
Electrical Industries is making available 
a free advertising service to independent 
electrical dealers and contractors in the 
Upper Midwest area. 

The first issue of materials (including 
l-column by 2-in. mats, suggested head- 
lines and copy) for 12 ads on small ap- 
pliances was sent to approximately 600 
dealers and contractors in the area. The 
mailing of the second issue of the “Build- 
an-Ad” materials is scheduled for this 


. ~ Storter socket on the 
month. 5g ard tests FS-2 for 14,15, 


ie So ER 


This service came as a direct result of 20 watt | and FS-4 for 30 and 40 watt = 
a discussion between the Trade Relations also “No-Blink” starters. shipp 
Committee of the Minnesota Electrical 5 Ibs. 
Council and representatives of electrical 
manufacturers, wholesalers and distrib- 


¥ 


utors on sales promotion and merchan- 
dising activities. In the course of the 
meeting it became apparent that dealers 
and contractors felt that in order for 
them to remain in a competitive position 
in their local markets it would be neces- 
sary for them to enlist industry aid in 
acquiring materials for advertising their 
goods and services. 

Representatives of wholesalers and dis 
tributors informed the committee that 
they would supply, without charge, an 
advertising service tailored to meet the 
requirements of the electrical dealer. 
Furthermore, the service would be kept 
exible to the extent that the dealer could 
uild or prepare ads of varying sizes and 

igns from the materials furnished. 

[he committee also was told that the 

olesalers and distributors would raise 

und to cover all costs for the service 
| would request North Central Elec- 

il Industries to implement the pro- 
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“Best in 67 Years” 


That summarizes the judgment of 
dealers and wholesalers who’ve seen 
the outstanding new lamp designs in 
the 1948 Faries line. Repeat orders 
indicate that lamp buyers, too, find 
the new models equally attractive. 


Desk Lamps. . . incandescent 
and fluorescent . . . distinctively 
designed and beautifully finished. 


Floor Lamps, Torchieres. 


Special Purpose Lamps for gen- 
eral and private offices, hotels 
hospitals, clubs, schools, ete 
Stands for sun and heat lamps. 


Industrial Lamps and Brackets. 


For maximum volume in 
1948 lighting season, 
display and sell FARIES. 


i on ih sai Satine. sabicssiassblbiediibcsis 


: ~The” 
gates 
ch ows: 
/ |\LINE 


Write Today — 
for new 


No. 48 Catalog i” - = 
HANDLED THROUGH LEADING DISTRIBUTORS 


Se Sy tel STR 
t ; he 


eR Se 


i aie 
LL — Manufacturing Company 


Deeatur. Illinois 


PIONEERS IN LIGHTING EQUIPMENT SINCE 1880 











\ 


and prepare and distribute th 


advertising materials. 


gram, 


Electrical wholesaler and distribut« 
representatives present at the discussi 
which resulted in the formation of tt 
C. H. McClea: 
Graybar Electric Co.; D. E. Ford, Nort! 
land Electric Supply Co.; A. A. Lin 
quist, Sterling Electric Co.; W. E. Car 
Midwest Co.; Willia 
Blaine, Blaine Electric Co.; C. E. Lytl., 
Southern Minnesota Supply Co.; and 
G. Mample, 
Corp. 


advertising service were: 


son, Electric 


General Electric Supp 


Order’s Effect on Electric 
Materials Is Not Clear 


OTTAWA, ONT.—The recent orde 
in council of the government 
is not clear in respect to its possible « 


Canadian 


fect on deliveries of electrical materials 
practically 

prohibited. There may be material short- 
ages created by an effort on the part 

Canadian manufacturers to produce som: 
manufactured in the United 
States. Just now the most serious bottle- 
neck particular], 
vitreous for the 
manufacture of outlet and switch boxes, 


Home appliances are 


lines now 


appears to be steel, 
enameling steel, steel 
and galvanized steel conduit. 
Aluminum conduit is available in fair- 
ly free supply, and there is a possibility 
that another type of conduit will be avail- 
able early in the new year. Production 
of wires and cable continues high. Price 
changes are likely, however, in view of 
the tariff adjustments of Jan. 1. Wiring 


devices are still in short supply, but 
show signs of improvement in certain 
lines. Periodic shortages of porcelain 


may cause temporary shortages. 


Chase-Shawmut Co. 
Honored By Brand Names 


MASS. — The 
this city 


NEWBURYPORT, 
Chase-Shawmut Company of 
manufacturer of electrical fuses and spe 
cialties since 1893, recently was added t 
the honor roll of business firms through 
out the country selected by the Brand 
Names Foundation to receive the Certi! 
cate of Public Service—an award created 
by the Foundation to recognize the proven 
value to consumers of brand names which 
have been in continuous use for 50 years 
or more. 

The award was presented to William 5 
Edsall, president of the Chase-Shawmut 
Company, at a dinner at the Hotel Stet 
ler in Boston, sponsored by the Brand 
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ames Foundation, the Advertising Club 
Boston, and the Boston Chamber of 
ymmerce. Henry E. Abt, president of 
e Foundation, made the citation describ 
g the history of the brand name “Shaw- 


” 


ut. 


Organization Changes 
At State Elec. Supply 


YAKLAND, CALIF.—Some organiza- 
tion changes within State Electric Sup- 
ply of this city, were necessitated by the 
recent retirement of W. V. Etzkorn, for 

partner of H. E. Perl, manager, and 
\. T. Ahnstrom, sales manager. 

arl Geis, formerly Mr. Ahnstrom’s 
assistant in appliances, is now in charge 
of all appliance sales. Dick Zakel was 
nade assistant sales manager of contrac- 
tors’ and industrial wiring supplies 

In addition to these changes, four new 

ilesmen recently were added to the com 


iny’s sales staff—increasing the total to 


ten salesmen. Three of them—Mel Chap- 
in, Chet Shelton and William Winter 
are located in Sacramento territory. 
The fourth, Earl McAlester, covers the 
North Bay counties. 

In connection with its publicity work, 
State Electric Supply recently has been 
presenting “want books” to its customers. 
State Electric Supply’s “want book” is a 
6x9 in., 96-page blank memorandum. At 
the top of each page is the wholesaler’s 
name, address and telephone number, and 
on the back cover is a formal advertise- 
ment listing the manufactured lines the 
firm distributes. The book has a hole in 
the upper left hand corner, enabling a 
customer to hang it at a convenient place 
and jot down his daily needs awaiting 
accumulation and the writing of a formal 
rder. 








SALES REPRESENTATIVES recently 
appointed by Daybrite Lighting, Inc., are 
Henry R. White (right) and Joseph N. 
Crevasse (left). Mr. White will cover 
southern California. Mr. Crevasse’s ter- 
ritory is Florida. The backgrounds of 
both men include electrical who!esaling 
experience. 


| 
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The La Mar Ferrule Type fuse is constructed with hard horn 

fibre case and heavy brass contact ferrules. Secondary 

ferrules are ‘‘screw-riveted” to fibre case to prevent 

| loosening under excessive temperature conditions. La Mar 

) ferrule type renewal links are measured and bent to proper 

| length at one end. Thus, there is always the proper amount 
of link at each end for perfect contact. 






Le Mar fuses and lag links ore 
manufactured by the Grect = 
Western Fuse Company, F ihaiid: (a: Wiiatele Goins: 
There is a complete line of Great Western and la Mar 
Knife Blade and Ferrule type fuses . . . sold only through 
recognized electrical wholesalers. Send for free samples 
a 


GREAT WESTERN FUSE COMPANY 
7633 Susquehanna Street Pittsburgh 21, Pa. 


te at al a oe i ile Sa 2 ae aes at a cl ~ a i 





January, 1948—-ELECTRICAL WHOLESALING 











Aap ln Ci Figg / 





CONDUIT NIPPLES 





THREADED 
CONDUIT BODIES 





CORD GRIPS & 
PVX CONNECTORS 





eeeeeeevevneeeeeeeeveeeeeeeeeeeeeeaeea epee ee ee eee eee ee 


Malleable Iron means a faster- 


Selling fitting every time! 


Furthermore, every GEDNEY 


work, no lost time. 


EMT SERVICE CAPS 


CONDUIT COUPLINGS 





WATERTIGHT 
BOX CONNECTORS 


eeeeeeeee ee ee 


ANGLE 
CONDUIT INSULETS 





GROUND FITTINGS SQUEEZE CONNECTORS 


ASK THE CONTRACTOR! Better 
jobs done quicker mean more money 
to the electrician. That’s why GED- 
NEY Fittings sell faster — they are 
made of high grade malleable iron, 
have a smooth rust-proof finish, and 
are cleanly and accurately threaded. 


Fitting 


is carefully inspected, then packaged 
in easy-to-spot cartons — No guess- 






EMT BODIES 


eee eeeeeveeee 


EMT 
CONDUIT BODIES 


eeeeeeeeeveene 





EMT 90° 
ELBOW CONNECTORS 


eecevcaveeeeeneneeee eevee eevee eeeeeeveeoeeeeeeeee eee eee 





ROBERT C. GRAVES recently was ap- 
pointed vice president in charge of sales 
of the Federal Electric Products Co., 
Newark, N. J. A veteran of more than 
28 years of experience in the electrica 
manufacturing industry, Mr. Graves was 
formerly vice president in charge of sales 
for the Trumbull Electric Manufactur- 
ing Co. 





Illinois Elee. Porcelain 
Expands Plant Facilities 
MACOMB, ILL 


Porcelain Co. of this city is embarking « 


The Illinois Electr 


a plant expansion and modernization pro 


gram on which approximately $145,000 


will be spent, according to a recent ai 
nouncement by H. P. Kettron, president 
G. Benard, vice president and 


general manager 
New machinery, including 13 hydraul 

presses ranging in size from 5 to 8 tor 

been installed. Constructiot 


already has 


ew \ 
new building, planned to cover 17 


The 


red, 28-burner kil: 


ota 


000 sq. ft., is underway. building 


will house a new oil-f 
which will offer 50 percent additional kil: 
capacity at maximum speed to the con 


pany’s present output. 











WRITE FOR THE 62-PAGE GEDNEY CATALOG! 


Every GEDNEY item clearly in- 
dexed with every size and type for 
your stock. A complete manual ex- 
pressly prepared to save hours of ~ Sa 
time in ordering Your copy will be cifications resulting from individual con 
mailed on request on your company the 
— letterhead—send for it today. 


GEDNEY ELECTRIC CO. © 


RKO BLDG., RADIO CITY, NEW YORK 20, N. Y. 
FOUNDRY, FACTORY & SHIPPING POINT: TERRYVILLE, CONN. 


| Push Standardization 
_ Of Cold Cathode Lamps 
NEW YORK 


eliminating 


With the 


minor 


idea in mi 


variations in sp 





pilation of lamp data, Fluorescent 
Association of this city, in its 
to cathor 
lamps, contacted the U. S. B 
reau of Standards in Washington, D. ¢ 


the 


Lighting 
program standardize cold 
recently 


and Electrical Testing Laboratories 


here, regarding the setting up of a lan 
testing procedure 


In the 





meantime, work is being do 
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the continuous problem of standard- 
vation of lamps and lamp data by the 
luorescent Lighting Association through 
s Lamp Standard Committee, headed by 

E. Reynolds of Mobeco, Inc., and in 
njunction with the American Standards :. 
‘ \ssociation—an Organization which at 













Ay 





Perhaps Your 


mpts to establish beneficial and_ satis 


factory American standards by bringing | 2 . 
ogether manufacturers, consumers, tech- | reputation har % 5 a cord 


cal specialists and others who might 


_s 


-oncerned. 


wee 


Subcommittee No. 2 of the American The finest appliance ever made is helpless if a weak-kneed cord and 
Standards Association’s Sectional Com plug fail to stand up under aging and hard usage. The fact that PWC 


mittee C78, on which the Fluorescent cord sets won't let a good product down explains why you'll find 
Lighting Association is represented by 

Mr. Reynolds and J. W. Mollica, is de- k € radi el al i 
yoting considerable time to the electrical makes Of radios and electrical appliances. 


PWC on the plugs of so many of America’s best and most famous 


and dimensional characteristics of cold , . . . ob ons 
“er rig nang panne agiardagn PWC cords retain their handsome colors, high gloss, and flexibility. 
cathode lamps, and especially series cir- / 





' cuit equipment. A table of cold cathod They resist grease, chemicals, and age which cause so many cords to 
lamp characteristics has been compiled fray, rot and crack. That’s because they are not only plastic insulated, 

8 by cooperating members of the industry but developed and made by the men who know plastic best — the / 

On, and presented to the committee. world’s largest exclusive maker of plastic insulated wire and cable. 

an 

ca 
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ur Portland, Ore., WESCO 
Opens New Building 


Westinghouse Electric Supply Co. has 
announced the official opening of its new 
office building and warehouse at Port 
land, Ore. Occupying an entire block in 
the industrial area of the city, the build 
ing provides approximately 40,000 square 
feet of floor space for offices, service de 
partments, storage and displays. Ralph 
ro H 


I 


. Sroufe is manager. 


Take a tip 


























an 
- from a PWC 
il 
| Appoi , Trans Cord §$ 
P Appointments, Transfer or et.. 
; Announced By Graybar 
17 Recently appointed by the Graybar er oeaeee Wane 
ing Electric Company were James M. Mec- Tailor-made, for every ap plic a- eee 
cahy Kay as merchandising manager at Port- tion, spec ial electrical, chemical 
<iIn § land, Ore. and Charles W. Strawn as and physical charac ‘teristics are POWER CABLES 
n merchandising manager of the Detroit enginee red into all PWC pro- 
district. Jack West, formerly merchan- | ducts... flexible cords, multiple 
‘ ; CONTROL CABLES 
dising manager at Detroit, was trans conductors, telephone wires, 
erred to the company’s General Depart- | radio wires, power cable, buildin 
f ment in New York. wire, apparatus and machine coal 
Mr. McKay will supervise all appli- wire, coaxial cable, shielded HEAVY DUTY FLEXIBLE CORDS 
| ace sales in the Portland area. Start- cables, special purpose wire 
ing with the Portland General Electric and cable. PARASLEL CAMP CORDS 
Mi Co. in 1930 as a merchandise salesman, a —s , eee ow = py 
spe he worked up to sales promotion man- | When arty sell a PWC engi- ee, TELEPHONE WIRE 
on ager. In 1945 he acted as chairman of | neered wire or cable, ~~ sell a ———— Eee 
_ the Nenlnss devidoomant sctlan of tie | product whose performance will THERMOSTAT WIRE 
She Northwest Electric Light & Power As- boost your reputation with your 
10K s iation. His appointment as merchan- customers. WELDING CABLE 
Bi dising manager was announced by R. D. 
: : . neman, manager of Graybar Electric PLASTIC WIRE & CABLE CORP. 
Tes . Portland, Ore. 
in Che appointment of Charles W. Strawn 406 East Main Street 
as merchandising manager of the Detroit 
lor district, including branches at Flint and Jewett City, Connecticut 
948 
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MLEIN 


TOOL BELTS 


“KLEIN-LINE” BELT 
New design with "Klein 
Kord"’ Sliding Trace 
that allows movement of 
approximately 6 inches in 
either direction. Reduces 
chafing and safety strap 
wear. Comfortable latigo 
leather cushion. All sizes. 


“KLEIN-KORD” BELT 
Made of ""Klein-Kord,”’ the material made 
famous by Klein Red Center Safety Straps. 
Wide, comfortable fabric cushion. All sizes. 








* To the lineman a fine tool belt is more than 
a necessity—it is a proud possession that assures safety, comfort 
and convenience—is essential to efficient work. 

Klein Tool Belts—favorites among linemen—are made in 
a range of styles and sizes to suit individual preferences and 
requirements. Advantages of Klein Belts include tested ““Dee”’ 
rings drop forged from the finest steel . . . hand-set rivets of 
solid copper . . . lock stitched sewing with hot waxed thread . 
convenient tool loops... plier pocket, tape thong and knife snap. 

Illustrated here are two recent additions to the complete line 
of quality Klein Tool Belts—the ““KLEIN-LINE” Belt with the 
sliding trace and the “KLEIN-KORD” Belt made of multiple 
plies of long staple cotton vulcanized in rubber. 

To assure the last word in comfort, convenience and safety 
be sure to specify Klein Tool Belts. 












Ask Your Supplier 


Foreign Distributor: International 
Standard Electric Corp., New York 


A copy of the Klein Pocket Tool Guide, 

showing the Klein line and containing N 

valuable tool information, will be sent nae. ~19s7 
on request. Since 1857 SN . 


WEEE ns K LE ING: & ae 


Chicago, IL, U.S.A 
10 MONT AVENUE, CHICAGO 18 





{RSS ee @ 
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Lansing, was announced by E. R. Yon! 
ers, Graybar district manager at Detri 
Mr. Strawn brings to his new assignme 
15 years of merchandising experier 
with such concerns as Buhl Sons, R¢ 
Victor Distributing Corp. and BI 
Strawn Distributing Co. One of 
chief interests has been the promotion 
his dealers’ business, 

Mr. West’s new duties, following 
transfer to the General Department, 
cludes sales supervision of sewing n 
chines, fans and several supply lines a 
sold by the Merchandising Departme 
He will report to R. C. Litchfield, m 
ager of merchandising sales. 


Jefferson Electric Co. 
Purchases Capacitron Co. 


BELLWOOD, ILL.—The Jeffers 


rn 


Electric Co., of this city, manufacturer 
of transformers, ballasts and fuses, re- 


cently purchased the Capacitron Co., Ir 
Chicago, IIl. 
The chief products of Capacitron 


clude: Oul-filled and electrolytic conden- 


sers; a type of condenser which provide 


S 


a high power correction factor for low 


power factor fluorescent lamp ballasts 
and a. c. motor starting capacitors in 


a 


wide range of capacities for original and 


replacement installation. 
According to A. E. Tregenza, executi 
vice president of the Jefferson Electri 


ve 


c 


Co., plans have been made to continue the 


production of condensers and capacitor 


S 


in the present Capacitron Co. plant, en- 


larging and improving facilities as _re- 


quired. 


Electrical Credit Assn., 
Central Division, Elects 
CHICAGO—The Central Division 


the Electrical Credit Association elect: 
M. C. Hunt, Curtis Lighting Incorp: 


ated, as president and P. F. Wilbur 
Zenith Radio Distributing Corp., as vi 
president for 1948 at its 52nd annual 


meeting held recently in this city. 


¢ 


+ 


Elected to the association’s executive 


committee for next year are: Miss F 
Burt, R. C. A. Victor Distributing Cor; 
B. J. Connelly, Minerallac Electric C 


R. DeLano, Westinghouse Electric Su; 


ply Co.; H. C. Fraunhofer, Revere Ek 


tric Supply Co.; S. S. Mandel, Metropol 


itan Electric Supply Co.; R. A. Matts 
Jelden Manufacturing Co.; and P. 
Thomnson, Motorola Chicago Co. 
With more than 50 years experience 
the field, the Electrical Credit Assoc 


tion is an organization of manufacture: 


























id wholesalers in the electrical appliance, 
.dio, lighting and allied industries which 
sembles and distributes credit informa- 
yn to its members and provides general 
their credit 


nd particular advice on 


blems. 


FM-AM, Television Set 
Output Reaches New High 


W ASHINGTON- 
AM 


Production of FM- 
radio receivers reached a new high 
November and brought the total out- 
to almost million 
1947, 


Association 


of these sets one 
the 


reported re- 


eleven months of Radio 


Manufacturers 
ce! tly. 
FM-AM set production during four 
weeks of November totaled 153,114 com- 
151,244 sets manufactured in 
October. The 
November FM-AM set production was 


pared with 

working weeks of 
at an annual rate of two million receivers 
and was 102.9 percent above the previous 
1947 weekly Sets 


average output. pro- 


duced in November included: 40,198 table 


models, 5,660 converters and tuners, 1,892 
consoles, 1,007 table model radio-phon- 
ograph combinations, and 104,357 radio- 


phonograph consoles. 


Television receivers manufactured by 


RMA-member companies also set a new 


industry record and reflected a 77.9 per- 


cent increase over the monthly average 


production of television sets so far this 
year. RMA-member companies produced 
24,135 television sets in the four-week 


November period compared with 23,693 
sets in five working weeks of October. 
Television receivers produced in Novem- 
14,674 table models, 4,178 


5,283 


ber included: 


consoles, and radio-phonograph 
mbinations. 
Total radio and television set 
by RMA 
1,615,541 in November and 
eleven-months total to 15,989,759 


produc 
numbered 
the 


manufacturers 


brought 





in 


RECENTLY APPOINTED as 
manager and assistant sales manager, 
respectively, of the Silex Company, 


sales 


~~ 


‘artford, Conn., were (left) J. H. 
ownsend, formerly assistant sales 
nanager, and (right) Paul R. Curtis, 
promoted from the sales staff. 


~ 





FULLMAN 


* < 


atwvohe 


PRODUCTS 


euNes 





WIRING SPECIALTIES 


"LATROBE" = "SERVICE" 


Dependable, trouble-free service has always been the chief 
appeal of “Latrobe” Floor Boxes and Wiring Specialties. 


Easy and quick to install “Latrobe” products serve long and 


well. 





No. 284 Nozzle with 
No. 200 Cover Plate 


Duplex Receptacle Nozzle with 
1," Brass pipe extension. We 
furnish many types of Nozzles 
for use with “Latrobe” Water- 
tight Floor Outlets. 





No. 471 “Latrobe” 


Pipe or Conduit Hanger 
High quality and sure performer 
yet very economical for hanging 
pipe or conduit to steel beams. 
Takes pipe 12", %"' and 1”. 


$i 


“Keystone” Fish Wire 
High quality flat steel wire. 
Ten sizes, in coils from 100 
feet up. 











Sold Only Through 
Wholesalers 











No. 252-R Floor Box 


Two-gang Floor Box with No. 208 
Receptacle in one section. One 
Cover Plate with 12”, the other 
with 2” Flush Brass Plugs. 





No. 110 “Latrobe” 
Watertight Floor Box 


Approved by Underwriters 
Laboratory. Iron box body, 
12" round brass’ cover 
plate. No. 208 fits tapered 
opening in top of box body. 





“Bull Dog” 


Insulator Supports 
Malleable iron of high tensile 
strength for fastening porcelain 
or glass insulators to exposed 
steel framework. Four sizes. 


FULLMAN MANUFACTURING CO. 


LATROBE . . . PENNSYLVANIA 
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Extra Rugged ... . Extra Long Life! 








PURCHASE and opening of a new 
warehouse at 2431 North 29th Ave- # W 
nue, Birmingham, Ala., recently was Ry 
announced by the Oliver Iron and Steel 
Corp., Pittsburgh, Pa., as a step in its 
southern expansion program. The ware- 
house will handle Oliver pole line ma 
hardware and construction specialties ’ 
exclusively. 





Retiring G. E. Salesman 
Honored By Wholesalers 


P< 




















{1 
NEW YORK—The customers of Che j 
ter S. Bucher—local electrical wholesale i I 
recently gave him a testimonial dint 
. + ; at Cavanaugh’s Banquet Hall here upor on ; 
Wire with his retirement as salesman for the Lan stal 
Department of the General Electric ( is | 
Approximately 50 persons were present Wa 
at the dinner. toa 
Milton Hirschfeld, of the Hirschfeld and 
Electric Supply Co., was toastmaster. Mr was 
Bucher was presented with an illuminated men 
~ scroll which read as follows 1947 
‘To CHESTER S. BUCHER 
“Your retirement as sales representa 
tive of the Lamp Department of th 
General Electric Company, and from th« ‘Li 
activities of business life, is to us wl 
have come in contact with you for so Pi: 
many years, a cause of deep regret. 
Here’s another example of better service with PORCELAIN “All, from the humblest employee, 
protected wiring! With Porcelain Products Service Wireholders, those in the higher positions of our com- §| wi 
there’s a double advantage: (1) extra strength to insure long life panies, have appreciated the uniform § the 
: iain grace and courtesy which marked all i 
of trouble-free service; (2) neat appearance on any building. All ciecasiias sails <a dak ace: Ge ae 
metal parts are rust-resistant. Designed and built to same nittin ok ttliclen te ent Glee, | 
standards of quality as high tension insulators. Dependable... “That strength and health be given you | sum 
utmost satisfaction all along the line—for wholesaler, contractor to see many years of happiness in the 
and consumer. Ask your Electrical Inspector about non-metallic pees: ee home and your beloved 
re : elain for safety. Write for wiring manual. family, as well as the pursuit of whatever 
Wiring with Porcelain oo y 8 endeavor you undertake, is the earnest am 
prayer of your sincere friends and a mail 
K mirers who pridefully list themselves 
hereon 
“Bridge Plaza Electric Supply Co., In 
26-36 Jackson Ave., L. I. City, N. Y 
“G. & G. Electric Supply Co., 138 W 
25th St., N. Y. C. (Harry Barnett) Ad 
“Gershoff Electric Supply Corp., 2 pea 
W. 83rd St., N. Y. C. (Al Gershoff) ead 
“Hirschfeld Electric Supply Co., Inc., F the 
Ze) D U CTS, inc. 46 Warren St., N. Y. C. 
“Lehr Distributors Inc., 16 W. 61st St., Home 
FINDLAY, OHIO N. Y. C. (Leon Frank) 
“Shell Electric Supply Corp. 113 r 
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yuurth Ave., N. Y. C. (Max Kamin, Joe 
Caroli) 
“Steinway Electric Supply Corp., 23-2 
Steinway Ave., Astoria, L. I., N. Y. 
Harry Levine) 
‘Walters Electric Co., 740 Third Ave., 
7. <. 
Worth Electric Supply Co., 688 Broad- 
_N. Y. C. (Ben Blonde)” 


Speakers at the dinner included: E. G. 


st 


\gee, assistant manager, Atlantic Sales 
District for the Lamp Department of the 
General Electric Co.; W. H. Walters, 
Walters Electric Co.; Morris L. Starobin, 


Bridge Plaza Electric Supply Co., who 
resented Mr. Bucher with a check for 
$500 from the group; B. A. Lindstrom, 


manager of the Accounting Division, Gen- 





Electric Lamp Department, Nela 
Park, Cleveland; and others representing 
the companies present 


| 
Power Factor Regulation | 
Enforced By Los Angeles 


LOS ANGELES—The regulation re 
juiring at least a 90 percent power factor | 
on all fluorescent or gas tube systems in 
stalled in display and refrigerated fixtures 
is being enforced by the Department of 
Water and Power of this city. Applying 
to all tube units rated at 15 watts or over 


and all gas tube systems, the regulation 
was adopted in Sept. 1942, but enforce- 
ment of it was not started until June 1, 
1947. 


‘Live’ Promotion Program | 
Planned by Wiring Bureau | 


13249 
NEW YORK-—Sales potentials for | [ie am 


wholesalers will be boosted some more by 





the National Adequate Wiring Bureau 
1, 


vhich is aiming its 1948 promotional 


program—the most extensive one in its 


istory—in four directions: Toward con- | 
sumers, the construction industry, home 
onomists, and “hometown” bureaus 
Based on the theme, “Wire NOW for 
lfoday and Tomorrow,” the consumer 
campaign will include four new direct 
mail folders; a booklet; reproduction 
roofs and mats for a newspaper adver- 
sing campaign consisting of twelve dif- 
lerent ads, each to be available in three 
lifferent sizes; truck and billboard pos- 
a car card; and a counter card. 
\dvertising directed at builders will 
ippear regularly throughout the year in 
leading trade publications. Members of 
the construction industry will be “so- 
ted” at the National Association of 
Home Builders’ Show in February at 
igo. In line with past practice, the * 


ureau will have staff members at the 
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A PRODUCT OF 


ASLO 


F. A. SMITH MANUFACTURING CO., INC., ROCHESTER 2, N. Y. 








AMAZING LOW PRICE—gives you mass market for 
quick, profitable, volume sales. 


» NEW HIGH EFFICIENCY—moves 405 cubic feet of air 


per minute. Yet uses no more current than a 40- 
watt bulb! 


* ONE CONTROL opens and closes the outside door, 
and starts and stops the fan automatically. 


* NO NOISE OR RADIO INTERFERENCE—equipped with a 
long-lived shaded pole motor. 


» POSITIVE, WEATHERTIGHT SEAL—Closed door held tight 
under tension against rubber gasket. 


* QUICK, EASY INSTALLATION in new or old homes 
through any type of wall construction. 





» SAFER, CLEANER operation. No fire hazard or clogging 
from accumulated grease. 


ADAPTABLE to many wall thicknesses—from 4%” up. 


* COUNTER DISPLAY, sales demonstration kits, folders 
and ads available. 


+ WRITE TODAY for complet2 information. 


Gentlemen: EW-1 
Please send complete information on the New Fasco 

Automatic Kitchen Ventilator. 

Name 

Street 

City State 





































Tough Spots 





The 


Knight Concrete Outlet Boxes are especially de- 
signed to save time and money on reinforced 
concrete and poured arch construction work. 
Exclusive Knight overlapping cover supports box 
in compliance with National Electrical Code. The 
unique construction — two pieces lapped over 
and riveted together in center of box — provides 
two on-the-job advantages: (1) it strengthens box 
structure to prevent collapsing or changing of 
its shape and (2) permits quick alterations. Tight 
closures eliminate danger of concrete seepage. 
Made from galvanized steel. 
° 
Write today for helpful literature 


and new reduced price list. 
e 


Other leading Knight products are: HUNG CEILING 
BOXES, ADJUSTABLE OCTAGON EXTENSION RINGS, 
VERTICAL AND HORIZONTAL I-BEAM CLAMPS with 
Box or Pipe Supports, STEEL DOOR BUCK BOX SUP- 
PORTS, SQUARE AND OCTAGON BOXES, THIN WALL 
PARTITION BOXES, GANG BOXES, BAR HANGERS, ETC. 


KNIGHT 


to the Electrical Trades 


KNIGHT Patented 
Concrete Outlet Box 


More than 40 YEARS of Service 





ELECTRICAL PRODUCTS CORP. 
1361 Atlantic Ave., Brooklyn 16, N. Y. | 











Turn to KNIGHT | 


For Smart 
Ways Out of 


show and sponsor a display dramatizi:g 
the fact that adequately wired homes ha 
greater saleability. 

The “Wire NOW for Today and ’ 
morrow” message will be carried to ho 


economics teachers through couponed 
What's New in He 


A continuation of a 2-ye:r- 


vertisements in 
Economics. 
old educational project which, since its 
has netted 1,000 


inception, steadily 


| quiries per ad from teachers through 


the advertising 


will feature a new Lesson Plan Book to 


the country, campa 


| be offered in place of the four separat 


| niques for promoting certification; and a 


| 






supplements and student study sheets « 
pensed in 1946-47. The book will contain 
the four teaching supplements, teaching 
instructions and a reply card for or 
ing study sheets for classroom use. 

To help “hometown” bureaus promote 
certified wiring, several new projects 
be inaugurated in 1948. These include 
detailing — the 


production of a bulletin, 


latest developments and proved t 


NAWB-spc ynsored 
meetings for “hometown” bureau pers 


series of training 


nel to provide information about past 
the 
assist with the interpretations of wiring 


¥ 


periences on wiring movement, 


standards, and to aid in solving special 
problems. 
the 


porter, field service, and the news feature 


Regular projects——such as 


stories on adequate wiring which are 


mailed every other month to 5,000 editors 


of dailies and weeklies via the EMPI( 


Vews Page 


will be continued this year 











LIGHTING AND ALIGHTING are 
“old stuff” to lighting specialist and 
flying enthusiast Irving S. Warner, who 
recently was appointed district sales 
manager for Virginia, North Carolina 
and South Carolina for the Mitchell 
Manufacturing Co., Chicago, maker of 
lighting products, air conditioners and 
bactericidal equipment. Mr. Warner 
pilots his own airplane and frequently 
uses it in traveling the territory. 
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Vest Coast Wholesaler 
Changes To Partnership 








5 are 


- and 


who 
sales 
rolina 
tchell 
er of 
s and 
‘arner 
sently 


1948 


’ 


SAN FRANCISCO—J. J. Hirschfeld, 


mer owner of Crescent Electric Co., 


electrical wholesaling firm in this city, 
ntly announced that the business is 
a partnership with his son, Richard 
chfeld; his son-in-law, George Swett, 


limself as partners 


New Price Policy Adopted 
For G.E. Apparatus Dept. 


new price protection policy recently 

unced by the Apparatus Department 

the General Electric Co., provides for 
20 percent limitation on price in 

} creases, and simultaneously permits the 
mpany on new orders to adjust prices 

within this ceiling to those in effect at 


of shipment. 


ie policy covers al! orders received 
December 5 and after, and applies to the 
ompany’s apparatus lines, such as mo 
generators, switchgear, turbines, 
ontrol, power transformers, locomo 
et 
“Rather than contribute further to the 


Huorescent 
LLUEERIE 


---4 TO 40 WATTS... 
STANDARD LINE & 
PLUG-IN TYPES 


“PLUG-IN” TYPE ILLUSTRATED ABOVE 


§ COMPETITIVE PRICES 
PROMPT DELIVERIES 
UL APPROVED 
Quiet... Quality...long Life... 
Fér origiral equipment or replacements 
vse and recommend SYKES ballasts. 
Write for prices and catalog sheets. 


SYKES 


ELECTRIC MANUFACTURING CO. 
# CHICAGO 22, ILLINOIS 































SOCKET 


@ RUBBER-ENCASED 
SWITCH BUTTON 


@ HEAVY DUTY GUARD 
and CUSHION 
MOUNTING 


@ ROYAL HEAVY DUTY 
NON-KINKING WIRE 


@ ALL-RUBBER 
PLUG; SPRING 
ACTION BLADES 
























CARTRIDGE and PLUG FUSES > 








@ RUBBER-LOCKED 








IT EVEN BURNS UNDER WATER! He 


Yes, “Sealed 
Tight’ Trouble- 


Lites have P 
burned contin- s 
uously in water, _ 


in test after 
test... positive 
proof that they are Sealed 
Tight against all outside ele- 
ments — water, oil grease and 
_z= dirt — to insure 
“NX longer life and trou- 
ble-free operation. 











WRITE FOR 
DESCRIPTIVE FOLDER 


WIRE * CORD SETS 


FUSTATS 


TROUBLE LIGHTS * CHRISTMAS LIGHTING SETS 





ELECTRIC CO., Inc., PAWTUCKET, R. 1. 
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SWITCH COMFORT ON 
WITH Paragon 





Time Switches 


uf for 
thos STOKERS 


OIL BURNERS 
ATTIC FANS 
BLOWER S 
PUMPS 
MOTORS ETC. 





300 Series 
"ON" and "OFF" type 


TRIPLE RELIABILITY 


1. Telechron Motored. 2. Underwriters Approved. 
3. Paragon Engineered. 


Ask your jobber or write us for details about Para- 
gon Time Control Switches. 








700 Series: 7 Day Automa 
tic Dial Time Switches. Set- 
ting for each day of week. 


AF Series. Precision built 
for attic and window fans. 
0-10, 0-20-hour ranges. 


PARAGON ELECTRIC CO. TWO RIVERS, WIS. 


Paragon Two Rivers 
WISCONSIN 


BUILDERS OF ELECTRICAL EQUIPMENT SINCE 1905 
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inflation spiral by making any price 
creases now in anticipation of cost 
creases, and because of the uncertaint 
of such a long production period,” 


Apparatus Department announcen 
stated, “we chose this method of prot 
ing both our customers and ourselves 
the same time continuing our efforts t 
keep prices down.” 

In addition to imposing a ceiling o 


percent upon any increases that may | 





| be necessary on 
| costs, the new 


that any 


account of increa 


policy gives assura 


price reductions made wil 


| given immediately to open orders t: 


under this policy 


Leader Electric Co. 
Holds ‘“‘Housewarming” 


CHICAGO The Leader Ele 


city, manufacture 


hundreds 


Company of this 
| fluorescent fixtures, had 
visitors at its new factory “housewa 
ing,” held during the recent Second I: 


ternational Lighting Exposition. Among 


the company’s notable guests was 
Louis J. Colman, director of the Prever 
on of Blindness Section, Florida C 
cil for the Blind, and a member of | 
| the Illuminating Engineering Society 

ts School Lighting Committee. 


JACKSON 
QUALITY 


YARDLIGHTS 


JACKSON 








No. 
8972-8974-8976 


FOR RURAL 
LIGHTING 





@ No. 8972 has 12" porcelain 
enameled reflector 

e@ No. 8974 has 14" porcelain 
enameled reflector 

e@ No. 8976 has 16" porcelain 


enameled reflector 


COMPLETELY WIRED 
AND ASSEMBLED. 


For REA Installations. 


® Sold only thru Wholesalers 
® Manufacturers of 


Lighting Equipment 
JACKSON 


ELECTRICAL COMPANY 
900-910 W. Van Buren St, Chicago 7, Il. 


——_~ 





January, 1918 

















Jan 





eon meeting of the Show Committee 
f the Electrical Manufacturers Repre- 


entatives Association, Inc. was held 





ecently at the Engineers’ Club. This 
incheon meeting was intended, pri- 
arily to outline the functions of the 

, ib-committees in order to insure the 
iccess of the coming electrical show 

The show committee is one of the 
sociation’s biggest jobs ()n this com- 

ttee there are at least 20 members 

10 are not EMRA men. These out- 


le members represent a good part 

the electrical industry in the Balti- 

re area and have been selected to 
t serve on the committee because of the 
igh position they hold in their par- 
ticular field. 

The following committee chairmen 
will operate under the general chair- 
manship of Leo Court: Arrangements, 
Frank Butts; Rules, Paul Douty; Fi- 
Q nance, C. L. Walker; and Publicity, 


George Bury. 


CHARLESTON, W. Va. Frank 
Knight was guest speaker at a recent 


meeting of the members of the Elec- 









‘|| gids 


mee 1.uGcs AND 
CONNECTORS 





» 
§ ADDED STRENGTH 
= Without Added Cost or Weight 


SERRATIONS in collar and 
tang provide added 
-8976 strength against pull-out. 


MORE THREADS are gained 
through the deep boss. 


COLLAR SECTION cannot 
, pull out because prefabri- 





cated from drawn seamless 
copper tubing. 









TODAY 


Write for 48-page illustrated 
catalog and data on connec- 
tors, soldering and solderless 
lugs, fuse clips, etc. 


BALTIMORE — An informal lunch- | 


















































That is what little Willie said he was learning at school. Mother 
didn’t understand, so Willie explained: 


“You see, mother, 2 goesinta 4 two times, 5 goesinta 20 four times 
and 6 goesinta 42 seven times.” 


We have “goesinta” problems here at Steel City, too, but they 
are not as simple as Willie's, because the “goesinta” numbers are 
usually larger than the numbers they are supposed to ‘gointa.” 


For instance: Orders for switch and outlet boxes received in one 
day often total more than a week's production, and it takes a lot of 
headachy figuring to reduce those totals to “goesinta” figures. 


However, our customers have given us an ’A” on every problem 
of this kind that we have worked. 


Typical of the hundreds of ’’A’s’” we have received, is this 
excerpt from a Wholesaler’s letter: 


“... While we feel that no one is getting all the boxes 
they need, it does create a friendly feeling when we go 
into our receiving department every so often and see a 
small shipment of boxes from Steel City. While the quanti- 
ties are small, it is very apparent that the intentions of 
your company are the best, and as materials come off the 
lines, you are dividing them with your distributors to the 
best of your ability. 


“We wish to thank you for your fine cooperation, and 
we feel sure that other distributors as well as us will re- 
member for a long time to come, the efforts you are 
putting forth to supply the demand.” 


It is good to know that our “goesinta”’ figuring is 
HOLDING the friends who recommend the products 
of 




























COPPER TUBE 
(9) & PRODUCTS, Inc. 
Sy CINCINNATI, OHIO 
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STEEL CITY ELECTRIC COMPANY 


1207 COLUMBUS AVENUE, PITTSBURGH (12), PENNA. 
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KEYLESS FIXTURE SOCKET— \ 
660W—250V. One Piece ae 
Ivory Bakelite. Will ff 


not /oosen when lamp 
is backed out. No 
breakage—Easy one 
piece installation— 
holds fast. Same Price 
Class as Porcelain. 
Listed and Approved 
by Underwriters’ 
Laboratories, Inc. 


Here are two particularly significant additions to Slater's grow- 


more 






KEYLESS CEILING RECEPTACLE — IVORY BAKE- 
LITE—250W—250V. For 3!1/;” and 4” round 
boxes. Extra 1/.” oversize design permits 
safety margin for installation. Rigid 
terminals; large binding head screws 
will take No. 12 copper or No.* 10 
aluminum wire. Light weight, advan- 
tage in shipping and handling. Not 
subject to mechanical stresses found in 
porcelain. Breakage reduced to mini- 
mum. Washer head screws furnished 
for quick mounting. Listed and Ap- 
proved, Underwriters’ Laboratories, Inc. 





ing list of LIFETIME wiring devices. 


Like all Slater products, they are engineered and built for 


adaptability to current construction needs, ease of installation, 


enduring service. 


Contractors can be sure of Slater performance as specified. 


Wholesalers can sell Slater’s nationally advertised line with 


the extreme confidence that goes with LIFETIME quality. 


Write for com plete Wiring Device Catalog. 


MFG. CO. < : 
ELECTRIC 2 M Systinet nang 


WOoosioDeE, NEW YORK 
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tric League of Charleston held in the 
“Hide-Away Room” at 5:45 P. M. 
The program under discussion wa 
the Xmas Home Lighting Contest 
promotion idea in which, according t 
this association electrical associa 
tions all over the country participate: 
and one that used to be at one tim 
sponsored by the Charleston League 
The Annual Election of officers tool 
place at this meeting and the out 
come of the election will be announce: 
in a later issue of ELecTRICAL WHOL! 


SALING 


CHICAGO Members of the Wes 
Suburban Electric League of Chicag 
recently held their Christmas Holida 
party and Annual Election of officer 
at the Old Prague Restaurant. 

Che report of the nominating com 
mittee on the 1948 election of officer 
and the election of members of th 
Executive Committee will be an 


nounced at a later date. 


The Women’s Division 

Myrtle Fahsbender, the director « 
Residential Lighting, Westinghous 
Electric Corp., will speak on “Light 
Magic Touch of Home Designing” at 
dinner meeting of the Women's Divi 
sion of the Electric Association 
January 20. She will supplement he 
lecture by the use of colored slides an 
will bring other equipment of interest 

Miss Fahsbender is a member 
the Illuminating Engineering Societ 
chairman of the Residence Lightins 
Committee and is also a member of 
the Residence Lighting Forum of tl 


L.E.S.. New York Section 


DALLAS—At a recent luncheon meet 
ing of the Dallas Electric Club, Curt 
Musgrove, pinch-hitting for Gle1 
Wasson, presented to the group 
Head Coach Matty Bell of Souther 
Methodist University and his staff. 
Mr. Bell showed moving pictures 
the famous football game _ betwee 
Southern Methodist University a1 
the University of the City of Los A 


geles 


KANSAS CITY—J. I. Onarheim, e1 
ployment manager of the Allis-Cha 
mers Mfg. Co recently addresse 
members of the Electric Association 
Kansas City on the subject of “Apt 
tude Testing and Counseling of St 
dent Engineers.” 

Discussing employment problems 
the Electric industry, Mr. Onarhe: 
explained the factors which influet 


graduate engineers in selecting a fie 
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| IT’S HERE! THE NEW CHELSEA 





PACKAGE UNIT 


> ATTIC 
/ “FAN 3 


SILENT, EASY TO a ! 


Your customers asked for it 
—CHELSEA MADE IT! 


Truly an innovation in attic fan design. Cut le ae Os 
a simple hole in the attic floor, tighten a few ({ / W / (GRD 
screws and the fan ‘and automatic ceiling a RES 
shutter are installed—-make a short electrical te, Cll aE ee 
connection, pull the switch cord and “presto” 
the fan is in operation. 

Inexpensive to buy—inexpensive to install— This compact fan, float-mounted on 
unit-packaged for convenience--adaptable to attic floor or from the rafters, elimi- 
attics of low headroom-—available in 24". nates vibration. The complete, low- 
30°-36” and 42” sizes for any home. cost package unit includes . . . a 


sturdy, efficient Chelsea fan, an 
Contipies | 
ang’ 


INSIST ON THIS SEAL! As with ol! automatic ceiling shutter, mounting 
\R 












brackets, vibration dampening springs, 
ame ae ged a Tect canvas boot for anti-vibration. seal 
un is determined est 


between floor and fan, and a pull- 
wo ry oar ay ree ig Mfrs. Assn. chain switch for convenient control. 
on 2A. 3. 9 . + & 


CHELSEA FAN & BLOWER CO. 7_\ 


NCORPORATED Se 
1206 GROVE ST., IRVINGTON 11, N. J. 















| want you to know 
our profitable line 


because you'll see the chance to make real 
money with Wm. Penn fixtures. 





You'll like the rugged lightness, the beautiful 
finish, and simple installation features of 
this quality line — made in units for individual 
or continuous mounting (low inventory to 
you) and you'll like the prices! 


For consumers—even distribution of maximum 
light at low cost. 


For you—faster sales and more profit. 


Write us for catalog descriptions. 


Latest item: profitable 
8-ft. Slimline fixture WILLIAM RANiERI 


President 


Wm. PENN FLUORESCENT LIGHT MERS. 
1639 South Broad Street, PHILADELPHIA 48, PA. 
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Glad 7 Sell 
PIERCE 





They Can’t Be Beat” 


Millions of tuse boxes—all over 
America are the potential market 


tor the fuse that’s 


Tops for Technical 


Design and Value 


Pierce Engineers designed a stronger 
longer-lasting tuse with features that 
go far beyond standard requirements 
tor satetyv, service and protection 
Pierce Balanced Lag Link, working in 
the Pierce Fuse iif cooled b Screen 
Ventilation stops unnecessary blowing 
but never fails to blow when danger 
impends 

Stronger by far due to Prerce Tabula 
Brid ge coustruction, You int bend a 


Pierce Fuse 


Write for further informaci 
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IMPORTANT FEATURES 


Model 130 
Equipped with 
Jacobs Geared Chuck 


er $2095 


_—_" CUMMINS 
V4" ELECTRIC DRILL 





Every mechanic, electrician, machinist and home craftsman 
appreciates these seven outstanding Cummins features: 
@ CUMMINS PERPETUAL GUARANTEE is your as- 
surance of satisfaction. 
model 120 @ FULL SIZE REGULATION DRILL (not a toy). 
with Keyless $1795 - POWERFUL — Superb balance and lightness mean 
Chuck less fatigue. : 
@ PORTABLE — COMPACT permits finger tip accu- 
racy in ALL working positions. 
@ CONTROL SWITCH at thumb tip speeds work. 
& 
oe 










PRECISION CONSTRUCTION — Insures long life. 
TROUBLE-FREE performance equal to any high 
priced drill. 


Reames 









beg ald $1895 No other drill at this price has all these features. An out- 
Hex Key Chuck standing bargain. Operates on DC or AC, 60 cycles or less. 


Write for special literature TODAY. 


CUMMINS PORTABLE TOOLS 


Division of Cummins Business Machines Corporation 


4764 Ravenswood Avenue, Chicago 40, Illinois 
SINCE 1887 
60th Anniversary of Precision Manufacturing 


















MEET “Elsie” 


one of the “triplets’”’ that have just arrived at the home of 
Talk-A-Phone 
“Elsie” has everything! The sweetest two-station intercommuni- 
cation system you ever set eyes on 
Housed in Bakelite cabinet of rich walnut hue, streamlined with 
that “new look” 





+ 
\ MASTER AND SUB-STATION COMPLETE 
WITH TUBES AND 50 FEET OF CABLE 
) Sv READY TO INSTALL AND EASY TOINSTALL 


Send for folder describing ‘“Elsie’’ and the other two new members of the 
World’s Most Complete Line of Intercommunication, Talk-A-Phone 5-Sta- 
tion Master Selective System and Talk-A-Phone 5-Station Super Selective 
System ...as well as Talk-A-Phone Special DeLuxe, DeLuxe and Chief 
Systems. Address Dept. IA 


TALK-A-PHONE CO. 


1512 S. PULASKI ROAD CHICAGO 23, ILL. 
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in machinery design, engineering s: 
manufacturing, engineering rese:z 
or service, and described aptitude t 
for the various fields 


LOS ANGELES~— More than 700 d 
gates from California, Nevada, 
zona, and Hawaii took part in the 
nual Fall Convention of the Pa 
Coast Electrical Association in Fre 
Calif. on December 4 and 5. 

The sessions were presided over 
the association’s president, H 
Courtright, division manager of the 
cific Gas and Electric Co. 

During the general assembly R. A 
Neal, vice president, Westingh« 
San Francisco represented the ma 
facturers in a symposium entitled “Our 
Job in 1948”; L. E. Starkweather, 
president, Leo J. Meyberg Co., repre- 
sented the wholesalers; L. H. Sy 
president, Spott Electric Co., rey 
sented the contractors; and Geo. N 
Hawley, manager, Industrial Sa 
represented the utilities 

Lane D. Webber, vice president 
Southern California Edison Co., spoke 
on the generation, transmission, 
distribution of “Isms.” 

The Taft-Hartley Bill as it affects 
the electrical industry was discussed 
by L. J. Nevraumont, Pacific Gas & 
Electric Co. Various provisions of the 














Cords ed 
ord Sets 


Selected by 
leading manufacturers 
...why not by you! 





A full line of 
Flexible Cords for the 
Repair and Service 
Industry, obtain- 
able through jobbers 

and distributors 


Approved by 
Underwniters’ 
Laboratories 


CORNISH WIRE CO., tac. 
15 Park Row, New York 7, N.Y. 











= 


Jor 





we 





uc. 


Y. 
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were presented for open discus- 
n by the group. 
t. I. Mendes, chairman of the Pa- 
Coast Electrical Association’s 
mittee on gas competition, spoke 
the subject “Liquefied Petroleum 


( Competition—Cause, Effect, Rem- 
edv.” In his speech Mr. Mendes ad- 


ited a program of mass education 


to acquaint California’s growing rural 


ulation with the benefits in econ- 
service and safety to be gained 
ugh use of electric appliances in- 
d of gas appliances 
ecialized training of home econo- 
ts in order that they may aid house- 
es to obtain maximum benefit trom 
their home appliances was urged by 
Miss Margurite Fenner, chairman of 
Home Economics Committee of 
the PCEA. 


MINNEAPOLIS — An advertising 
service for independent electrical deal- 
ers and contractors is being made 
available through the Wholesaler and 
Distributor Division of North Central 
Electrical Industries, and the first mail- 
ing of materials for 12 ads on small ap- 
pliances has already been sent to ap- 
proximately 600 dealers and contractors 
in the Upper Midwest area 

The association informs us that this 


type of service comes as one of the 











a North Long Beach 5, Calif. 


Knockouts Don't 
Line Up? 
USE OFFSET NIPPLES! 


bhayn 
LAA 








meet 
= = 


The Dolco Offset Utility Nipple makes 
possible mounting of switches, gutter 
outlet boxes and other equipment where 
knockouts do not line up. All nipples 
are same length. Underwriters Ap- 
proved. Sizes 42”, %”, 1", 1%”, 1%", 
2”. Sold through wholesalers only. 
Write for full information. 

Also manufacture Entrance Elbows, 
feter Loop Boxes, Sequence Meter 
Troughs, Ground Clamps. U Bolts, 
Ground Bushings. 


pe.co “aa” 


Cherry & Curry Sts. 
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WHEN IT’S A REFLECTOR INSTALLATION FOR 


ARE YOUR CORRECT 
AND PROFITABLE 


ANSWER 
ANY SIGN - ANY LOCATION - ANY CONDITION 


Competition in business means better lighting of sign 
boards. Here, there, and everywhere, signs featuring 
products will be illuminated to greatest readability and 
attractiveness, with QUAD UNITS. Round Angle Sign 
Reflectors— Rectangular Angle Sign Reflectors and Spade 
Sign Reflectors make up a line that makes sales for you. 





The weatherproof feature—the easy wiring feature —- the 
flexibility—the uniform distribution of light and the interchangeable feature with QUAD 
sockets are among the many features you should investigate now. The times are ripe for 
good business. Write for details on Floodlights and other Quad Lighting Units. 


QUADRANGLE MFG. CO. 


3258. PEORIA ST. CHICAGO7, ILL. 


























REG. U. S. PAT. OFF. 











Sell the line that BUILDS FOR THE 
FUTURE. TRICO’S 100% Whole- 











saler Policy ... PLUS extensive Na- THESE TRICO : 
— Adv so . -» PEs mo ? PRODUCTS SELL ; 
ent direct mail follow-up ... PLUS 
TRICO’S positive guarantee of satis- QUICKLY AND ; 
faction are your assurance of steady EASILY! ; 
prospects with unlimited sales power. ° “HeanienteesY 
w -Fra 

.. . YOU SELL QUALITY ; ge 
TRICO’S exclusive QUALITY fea- , os “ ” ; 
tures reflect their popularity in the @ “One Time” Fuses } 


preference and ready acceptance shown eFuse Pullers 


by thousands of large and small indus- 
tries throughout the countrv .. . serv- # “Kliplok” Clamps ; 
iced exclusively by WHOLESALERS e Automatic > 
a Oilers ; 

ORDER . . STOCK . . SELL TRICO ; ; 











WRITE FOR CATALOG #50 iw 


TRICO FUSE MFG. CO. 
MILWAUKEE 12, WISCONSIN 
























































Electric Switch and Outlet Boxes 
Available for Immediate Shipment 














Aluminum electric switch and out- 
let boxes... approved by Under- 
writers Laboratories. Inc.. Chicago, 


and REA, 


Immediate Delivery of any quan- 
tity desired. All boxes guaranteed 
against defective workmanship or 
material. Check these features: 











@ Precision made. Die stamped, 
press formed from .091 gauge 
sheet aluminum. Conform to all 





No. 1 ae ae ‘ No. 3 

2%” deep, '2” knock- building codes and require- 2” deep, '2” knockouts, 

outs, ears attached t , ears attached. 
ments, 





@ Longer lasting—-rust and acid 
resistant. 


@ Light weight—easy to handle, 
inexpensive to ship. 


@ Sturdy construction will not 


bend or break. 


@ Kasy knockouts. 








Write today for information and jebber discount. agai \ 








l 4” Octagon, 114” deep, 
No.2 * W. T. DRIVER, Manufacturer three 2” __ knockouts 
24” deep, romex and 4 loom knockouts in 
clamps, ears attached. 2652 37th Ave. So. Mpls. 6, Minn. | one po 


4 loom knockouts In 
sides One piece draw 





. ~oAN 
; : 


T>- Rr‘ @ 
Mecorgeno pet af Jydlgy, 


fain 9 COLOR-IN-MOTION 





SPOTLIGHT 


Smallest Spotlight of its kind! 
Provides 500 Watt Illumination! 


Totally Enclosed — Absolutely Safe — 
Completely Automatic — 6 Continuous 
Color Changes — Adjustable Beam Size 


Ideal for Store Windows, Disploys, Exhibits, 
Conventions, Shops, Theatre and Hotel Lobbies, 
Restaurants, Night Clubs, Cocktail Lounges 


LIBERAL DISCOUNT POLICY 
Send for Bulletin No. 471 





















GoldE Manufacturing Co. 
1222-D West Madison St., Chicago 7, Ill. 








direct results of a discussion between 
the Trade Relations Committee of the 
Minnesota Electrical Council and rep- 
resentatives of national manufacturers 
and electrical wholesalers and distribu- 
tors on sales promotion and merchan 
dising activities 

The committee said it was under 
standable why advertising materials 
available through manufacturers 
stressed brand names and provided 
little space for the dealer to publicize 
his store and services along with the 
product. 

Wholesaler and distributor represen 
tatives after a brief conference, told the 
committee that they would = supply 
without charge, an advertising service, 
tailored to meet the requirements of 
the electrical dealer and keep the serv- 
ice flexible to the extent that the dealer 
could build or prepare ads of varying 
sizes and designs from the matertals 
furnished 
The committee was also informed 
vat the wholesalers amd distributors 


t 
would raise a fund to cover all costs 
or the service and would request North 
Central Electrical Industries to imple- 
ment the program and prepare and dis- 
tribute the advertising materials. 

For the present, the service will not 
include materials on major applhances, 
since dealers Say these should logically 


THE LIFETIME 
HANDLE 


DOUGLAS 
Aluminum 
Compass Saw 
Handles al- 
low easy ac- 
cess to hard- 
to-reach 
Pat. Pending places. TWO 
convenient 
wing nuts permit quick rever- 
sal of the blade, and hold it 
perfectly rigid. Handle is 
made in one piece. 


DOUGLAS BLADES 
LAST LONGER 


DOUGLAS Compass Saw 
Blades are made from 
highest grade spring steel. 
The teeth alternate from 
one side to the other; each 
tooth double sharpened. 





Send for Price Sheets 


DOUGLAS CO. 


P. 0. Bex 1864 Charlette, N. C. 


DOUGLAS 
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NEW ORLEANS—“‘ Radio 


team work that 


Radio Night” 


made available to 
anutacturer-distributor channel 
Electrical wholesaler 
presentatives present 
were: C. H. McClean 
lectric Co.; D. E. Ford, 
ctric Supply Co.; E. A 
rling Electric Co.; W. | 
idwest Electric Co.; 
une Electric Co.: ¢ | Lytle, 
Minnesota Supply Co.; and L. G 


imple, General Electric Supply Corp 


Manufacturer represe! 


t were: M. C. Balch, 



















them via the 


and distributor 
at this discus- 

Graybar 
Northland 
Lindquist, 

( arlson, 
William Blaine, 


South- 


tatives pres- 


Balch Sales Co : 


L.. Harris, Triangle Conduit & 
ble Co.; W. E. Huskins, Appleton 
ctric ¢ Harry S. Davis, Electri- 
Jobbers Equipment Co.; Ralph J 
oudry, Square D Co.; TI Ward, 
ss & Seymour; and A. J. Fleming, 
eming & Associates 


rding to the Electrical Ass« 
Orleans was a delightful 


the committeemen responsible for 


Night” ac- 
ciation ot 


affair. 


“gala night did their part in the 


Was necessary 
function so 
spacious and comfortable 
ims of the Jung Hotel 
President of the Radio Dealers As 


ciatio1 a te 


Denny welce 


perfectly in 


yned the 


to make 


lulane 








UNDERWRITERS 


LABORATORY APPROVED 
PROMPT DELIVERY 








a 


Jenuary, 


FULTON 
ELECTRIC MFG. CO. 
ELECTRICAL GOODS 


8 NORTH 2nd AVENUE 
MT. VERNON, N. Y. 











| %& RADIO CORP. OF AMERICA 













acer eeee 
«- ~~. 








pecified by the big names 
- for the TOUGH JoBs! 


x MINNEAPOLIS HONEYWELL 


* STROMBERG-CARLSON 
* WESTERN ELECTRIC 
eevee 


new “Yriction-Set” 


FIXTURE HANGER 
That Adjust With a Twist of the Wrist! 


At last you can get a Fixture Hanger that turns to 
any angle after being screwed to an outlet box, 
Although base ond receptacle remain stationary, 
hanger arms may be turned to align with any 
preconceived lighting plan. Exclusive Friction Ring 
firmly holds fixture in selected position. Hanger 
screws on to 34%” or 4” outlet boxes, no other 
fastening necessary. Furnished complete with re- 
ceptacle, two 5‘ chains, hooks and cord clips. 


Friction-Set K100 . . . List Price $1.10 
Write for Bulletin K25 


SIMPLET ELECTRIC COMPANY 


3600 West Potomac Avenue e Chicago 51, III. 
112 Chariton Street @© New York 14, N.Y. 










‘x 



























For any fixture position 




















PLUG OR SCREW TIPS 
to 700 Watts 3 
Ye" to 1%" Tip Dia. 
Follow the leaders ond 
yoy ‘tt begs = See nage pole 
e 
ing riche 
tool Write. for literature. 




















Important 
news to 


WHOLESALERS 


HEXACON soldering irons 
are a profitable line for the 
distributor, dealer and user be- 
cause it represents one of the 
most complete lines available 
today. It is backed by famous 
users throughout the world, 
and an aggressive hard-hitting 
sales promotion campaign is 
telling the story to a 
quarter of a million key 
men in industry each 
month. 


























HEXACON ELECTRIC CO. 





146 Yow Sard 






ROSELLE PARK NEW JERSEY 
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9¢ PAYS to Husk VACO... 





Break-Proof, Shock-Proof 


% ‘ Screw Drivers 


You can depend on every item in the complete 
line of Vaco drivers to win friends and build re- 
peat business. Breakproof, shockproof and pre- 
cision engineered throughout, these quality tools 
give year after year of dependable service. 





New Sales Features 


@ All Vaco drivers now are 
| equipped with Amberyl slo- 
(\ burning handles embossed 
with Underwriters’ Laborato- 
] ries, Inc. Re-examination Service 
Marker . . 


173 


TYPES AND 
Za 

















. a Vaco exclusive! 





Only finest quality chrome 








vanadium is used in Vaco 
screw driver bits. All bits are 
heat treated electrically for 
controlled temper. 


3a7 «€. 
Chicago, 


Ontario St., 
fttineis 


SCOHCHSHSSHESSSHSSSSSHSHSSEHEHEEHSEHSHEEEHEEEHEEEEEES 
Y Size 

People can’t resist the appeal of this handy little tool. 

It's an ideal give-away . . . inexpensive in promotion or 


premium lot quantities. Your name imprinted in gold, 
silver or other color on handle. Write for details. 


GOOD Will 


BUILDER! 





members and guests. Mr. Denny then 
introduced secretary Guidroz of the as- 
sociation who spoke briefly. 

Music excellent orchestra 
was provided during the dinner as well 


as for dancing after the dinner. 


from an 


Over one hundred members and 
guests, the biggest turnout on record, 
enjoyed the very sumptuous Buffet 


Supper at the Metairie Country Club 
on October 14. Winner of the golf tour- 
nament was Claude Langwith of Light- 
ing Fixture & Electrical Supply Co. 
whose net score 75 earned for him the 
window donated by Lyman C. 
Reed. Runner-up was W. “Hix” Bram- 
blett of Industries Sales who was pre- 
sented with the Hunter fan donated by 
R. A. ’ Mackenroth. “Hix” also 
scored a net 75 but lost in the draw. 
J. M. “Woodward-Wight” Soniat 
was the champ at horseshoe pitching 


fan 


“Dick’ 


| and runner-up was Jos. M. Supple of 















V-Shaped Corrugations Grip Wires 
Securely and Permanently! 





You're sure of strong, lasting wire connections when you 
“"Wedge-Grips.” 
wedges the wires together under pressure, between special 
“V"'-shaped Made of hard-drawn 
Dependable and permanent — ideal for all small 


use Sherman That oval pointed screw 


corrugations. pure, 
copper. 


wire connections. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 


7 
7 


Convenient 
SERVICE KP 

Fits be pi 
Includes 55 connectors 


and styles, eac 
separate container. 




















































EACO., 


NEW YORK — The importance of 
home service representatives in devel- 
oping selling their companies’ 
products was the subject discussed at 


and 


the recent Electrical Women’s Round 
Table meeting by B. C. Neece, vice 
president and general sales manager 














FLUX 


FOR 

SODERING 
BRAZING 
WELDING 


L.B. ALLEN CO., INC. 


6701 Bryn Mawr Ave. 
Chicago 31, U. S. A. 


















SHOPLIGHTS 


80 types available in price ranges 


from .75 cents up. All parts in 
stock. 
Complete line of “AMERICAN” 


incandescent lamps, our own prod- 
uct at best factory discounts. 


Send for complete information. 


THE SAVE LAMP COMPANY 
Baltimore, 11-P, Maryland 
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and W. A. 
sales 


if Landers, & Clark, 
MacDonough, home appliance 
ianager, General Mills. 

Each speaker pointed out the part 
layed by home economists in testing 
ppliances for practical performance in 
the home and the development of effec- 
books, directions 
tructions for usage, training of sales 
eople in his company and coopera- 

n with home economists of schools, 
illeges, women’s groups, 
ice magazines and allied food indus- 


Frary 


ive recipe and in- 


home serv- 


tries. 


PHILADELPHIA — The Electrical 
\ssociation of Philadelphia concluded 
its 1947 October Lamp Campaign 
with a Victory Dinner on December 15 
at which time sixty-five dealers and 
forty-four distributor salesmen were 
presented with $1,820 in prize awards. 
This campaign, the eleventh in the 
series, Was an intensive drive for lamp 
sales in the five-county territory served 
y The Electrical Association of Phila- 


delphia. It was aimed at the residential 
market. 
The products of three lamp com- 


These companies 
were: L General 
Electric Lighting Products 
Division of Sylvania Electric Products, 
Lamp Divi- 


panies were featured. 
amp Department of 
Company, 


Inc., and Westinghouse 
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Use SPREADERS 
for Rigid 

Outdoor eee 

(tef=7 


ann 


2 wire pigtail circuit for pigtail outlets 





3 wire circuit to be used with weatherproof socket 


Dolco Spreaders make outdoor wiring most 


rigid. Made of special Sillicon Aluminum 
Alloy, these durable spreaders will not rust. 
Sold through wholesalers only. Write for full 


information. 
DOLC MANUFACTURING 
COMPANY 
Cherry & Curry Sts. 
North Long Beach 5, Calif. 











SELLING 
FLUORESCENTS? 


.permanent, easy installation 


‘two sizes, for 40 and 100 W. lamps 


Now you can offer your customers fool-proof protection 
Den-El Lamp Guards in- 
sure against falling lamps, work interruptions, injuries, 
and material spoilage. Made of stainless steel for lasting 
Special resilient stock allows them to 
be sprung aside for quick cleaning or relamping. Simply, 
permanently installed with machine screw and nut. 


against loose fluorescent lamps. 


good appearance. 





MANUFACTURED 





Built to stand the test of time... 
urgent need calls it into action, Couch equipment is a reliable, 
silent guardian of life and property. With Couch equipment on 
. and you get it FAST, when you need it. 


the job, you get action . . 





NAME 
TITLE 





Thousands of grateful users in industrial and commercial establishments, everywhere. 
aX Gy Installed by factories, mills, printers, railroads, mines, shops, offices, stores, banks, 
« %, etc. Complete Your Fluorescent Stocks With Den-El Fluorescent Lamp Guards! Ask 

co For Literature and Prices, Now. 


Y 


DEN-EL EQUIPMENT co. 


688 18th AVENUE, IRVINGTON 11, NEW JERSEY < CHURCH ST_N Y 


Send for Illustrated Catalog 


Just ask your secretary to type your name and title on this coupon, clip it 
to your company letterhead and mail to S. H. Couch Company, 
North Quincy 71, Massachusetts. A copy of Couch’s Fire Alarm Catalog 
will be forwarded for your special use without obligation. 


PATENT 
APPLIED FOR 


..-Climinate accidents, work stoppages 
























































HERE'S HOW IT WORKS 






ted b 


KOEHLER: BRIEFER 


<telah ii 


Equipment is always 


ready for action... 
ready to warn person- 
nel of impending dan- 
ger...to summon help 
for saving lives and 
property to avert 


disaster. 


quick in its response when 





Inc., 




















S. H. COUCH COMPANY, 


NORTH QUINCY 


DEPT. 401, 


PRIVATE TELEPHONES for HOME and OFFICE 


APARTMENT HOUSE TELEPHONES and MAILBOXES .. . 
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PLANTS and PUBLIC BUILDINGS. 






INC. 
71, MASS. 


HOSPITAL SIGNALING SYSTEMS e 
FIRE ALARM SYSTEMS for INDUSTRIAL 
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THE ACTIVE | 
LINE IS 
“ACTIVE” 





















Here is a complete line of Resi- 
dential Lighting fixtures that can 
increase your lighting Profits. 

From their eye appeal, to the 
scientific design giving a soft, 
mellow lighting Effect they are 
designed to sell. 

Active fixtures, house lanterns, 
and specialties are truly ''active" 
because they move. 

Write for our beautiful catalog 


showing our complete line. 


Sold through Electrical Wholesalers. 


ACTIVE SPECIALTY 
CORPORATION 


123 SUNRISE HIGHWAY 
ROCKVILLE CENTRE, N. Y. 
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sion of Westinghouse Electric Corp. 

In addition to the manufacturers and 
the Utility Company, 21 distributors 
participated in the activity. A total of 
731 lamp agents in the territory regis- 
tered and actively participated in the 
campaign 

Prior to the presenting of the prize 
awards to the successful dealers and 
distributor salesmen, John A. Morri- 
son, managing director, the Electrical 
\ssociation, announced the results of 
the activity 

In the month of October, 1,956,327 
lamps were sold, having a value of 
$340,050 

Mr. Morrison then presented the 
speaker of the evening, George E. 
Whitwell, vice president in charge of 
sales, Philadelphia Electric Company 
Mr. Whitwell congratulated the group 
on the splendid success of the cam- 


paign 


PITTSBURGH—H. M. Kelley, appli 
ance sales manager, Frigidaire, Divi 
sion of General Motors Corp., told 
members of the Electric League of 
Western Pennsylvania about the out 
look for electric appliances as he sees 
it at a recent luncheon meeting held in 
the Gold Room of the Hotel Roosevelt 

Mr. Kelley’s present responsibilities 


cover the sales supervision of Frigid- 





MANUFACTURERS SALES 
REPRESENTATIVES 
WANTED 
One of America’s largest manufactur- 
ers of transformers is setting up a 
national organization for distribution 


of our Fluorescent Lamp Ballasts. 
Many choice territories still open. 
Write stating all details of territory 


and experience to 


Super Electric Products Corp. 
1057 Summit Ave. Jersey City 7, N. J. 











MANUFACTURER’S 
REPRESENTATIVES 
WANTED 
By lighting fixture manufac- 
turer for recently developed 
lantern line. All territories 
open. Give complete details 
of territories covered and 

lines carried. 
RW-3370, Electrical Wholesaling 
330 W. 42nd St., New York 18, N. Y. 
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The New 
P&S 1570 is a 
SPECIFICATION | 
OUTLET 64 






































You Want and 
Get with P&S 1570 


® Double Grip Contacts 
(hold cap blades securely) 


® Sturdy All-bakelite Body 
(two heavy moldings —face and 





back) 

® Break-Off Plaster Ears— Washer 
Type 
(for easy alignment with wall 
surface) 


® Large Binding Screws 





(ample for No. 10 wire) MI 
® Deep Finding Slots 
(for easy insertion of plug caps) Wir 
® Uniline Border Design FLE) 
(for attractive finished appear- 
ance) ; 
Qui 
Brown or Ivory 
Send for Complete Catalog = 
care 


MEETS REA AND FEDERAL 
SPECIFICATIONS 








PASS & SEYMOUR, INC. 


SYRACUSE 9, N. Y. 





Jan 


January, 19.8 





if 














ire refrigerators, electric ranges, 
ater heaters, home freezers, laundry 


juipment and kitchen cabinets. 


ALT LAKE CITY—tThe Intermoun- 
in Electrical Association of this city 
ports that Ralph E. Gale, general 
iles manager, Idaho Power Co., Boise, 
laho, recently spoke on the subject 
Rural Possibilities in Utah—1948” at 
e First Annual Conference of the In- 
termountain 


Electrical Association at 


eden. 

‘The possibilities for rural electrical 

velopment in Utah during the com- 
year,’ Mr. Gale said, “are the 

rgest in the history of our industry. 


‘According to the E.E.I. Statistical 


Bulletin, there were 26,322 farms in 
Utah January 1, 1945; of these, 20,399 
her had electric service or were 


ithin 4 mile of a distribution line 


It is estimated, according to Mr 
Gale, that the Utah farm income next 


ear will be approximately $150,000,000. 


YOUNGSTOWN, O. — 


months of 


During the 
November and December 
members of the Electrical League of 
Eastern Ohio were presented with in- 
teresting and enlightening color films 
at their regular Monday luncheon meet- 


Harold Miller presented two techni 


color films—“Ohio’s Good Earth” and 
“Visit to the State Fair.” 

The local office of the Westinghouse 
Electric Corporation presented a sound 
color film on “Induction and Dielectric 
Heating.” 

Roy Tennant of the Moock Electric 
Supply Company presented an amusing 
color sound film entitled “Seeing 
America by Bus.” 


Leo J. 


tor, presented an interesting outline of 


Witt, local electrical contrac- 


the workings of the joint electric ap 
prentice training program. 


TORONTO, ONTARIO—The Elec- 
tric Service League of Ontario reports 

“The Toronto metropolitan area is 
the biggest home building area in the 
Province. This is where major Red 
Seal operations (wiring new homes to 
Red Seal standard) should be going on. 

“The League called two meetings of 
Hydro managers and representatives 
of these municipalities, and it was 
agreed at that time that it would be 
best for the League to conduct the op- 
eration itself, on behalf of these Hydro 
municipalities. A plan for a pro rata 
contribution from the local Hydros to- 
ward the cost of two or three men to 
do this work was prepared, and sub- 
mitted to the local H ydros.”’ 


WIRE AND CORDAGE 


MEASURE THE MODERN WAY 


Wire Cordage + Air Hose * Cable, BX and other 


FLEXIBLE MATERIAL up to 1” Diameter 


Quickly pays for itself many times over. Cuts 


losses of .. .time, labor, money, accuracy, efficiency, 


carelessness and excess allowances. 


Write for pamphlet and prices on other 


Olympic Meters and Accessories 


m= 
A. D. HEWITT COMPANY 


2718 ELLIOTT AVENUE e SEATTLE 1,WASHINGTON 
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ALL DIALS 
ROTATE CLOCKWISE. 
ADDS OR SUBTRACTS 
RECORDS by 3 IN. to 

97? FT. 


eo 
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RADIBESTOS 


WAAL. 


ASBESTOS COVERED WIRE 
THAT MEETS YOUR MOST 
EXACTING SPECIFICATIONS— 


Shipped According to Your Schedules. 


Increased manufacturing facili- 
ties have enabled us to go all out 
in the matter of service to our 
customers.... "Shipped Accord- 
ing to Your Schedule" really 
means Shipped Ahead of 
Schedule. 


Users of asbestos covered wire 
—either solid or stranded—will 
find that RADIBESTOS WIRE 
will meet their every requirement 
for highest quality, neat appear- 
ance and durability. 


High manufacturing standards 
and careful inspection safeguard 
RADIBESTOS WIRE quality and 


guarantee its uniformity. 


Add RADIX SERVICE to RADI- 
BESTOS QUALITY and you have 


the solution to your asbestos 
covered wire problem. 


Tell us your needs and let us 
submit samples and quotations. 


The sample card | i 
illustrated con- / 
tains nine differ- 

ent styles of RA- 
DIBESTOS WIRE. / 
Write for one A... 
today. 





LOOK FOR 


RAD IX WIRE 


CLEVELAND, OHIO 









2800 EAST SSTH STREET 


paries 


Ty) Way 
Lamp Seal 


Priced for Volume Selling 


Sun Lamp 


(for Ultra Violet Bulb) 


©) Heat Lamp 


(for Infra-red Bulb) 


Furnished 
without 






















Many stores have staged 
successful promotions, 
featuring a “package sale’ 
of stand, sun lamp bulb, 
and heat bulb. 


Several important exclu- 
sive features, including the 
patented FariesINSTANT 
ADJUSTMENT to any 
desired height slide 
fitting, no screws or thumb 














nuts. 


Shade, 
deep. 


854” diam., 5” 
Heavy 1014,” 
Equipped with por- 
feed thru 
‘of heavy, 


base, 

diam 
socket, 

, and 914 


celain 
switch 


rubber-covered cord. Black 
ripple finish with chrome 

















trim. 


IMMEDIATE DELIVERY 


DISPLAY AND CIRCULARS FURNISHED 


FARIES 


Manufecturine Company 


Since 1880 


DECATUR ILLINOIS 


















MORE FACTS 
ON PRODUCTS 





Adjustable Machine Lights—Bulletin 
45-X describes a line of heavy duty 
brackets for machine lighting. Both in- 
candescent and fluorescent models are 
illustrated and described. Detroit In- 
dustrial Products Co., 8827 Strathmoor 
\ve., Detroit 7, Mich. 
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Cable and Conduit Fittings—A single 
page bulletin contains information on 
various fittings and has drawings to 
illustrate proper installation procedure. 
Metallic conduit bushings, knockout 
plugs, conduit locknuts, box connec 
tors and cable clamps are shown. Bu- 
chanan Electrical Products Corp., 2 
West Jersey ot., 


Elizabeth 4, N. J. 
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Fluorescent Lamp Ballasts—A_ four- 
page folder describing fluorescent lamp 
ballasts has been published by Super 
Electric Products Corp., 1057 Summit 
Ave., Jersey City 7, N. J. Illustrations 
of seven models are presented on one 
page and specifications are included for 
various tvpes and models on the facing 
page 





For 


Lock Nuts 
Bushings 
Connectors 
Outlet Boxes 


Write for price list. 


GENERAL ENGINEERING 
& DESIGN CO. 
439 E. Fort Street 
Detroit 26, Michigan 











LINE WANTED 


Established manufacturers’ repre- 
sentative with excellent following 
of electrical wholesalers desires 
additional line for New York 
Metropolitan Area. Two men in 
field. Intelligent thorough cov- 
erage assured. 


R.A. 2025 
ELECTRICAL WHOLESALING 
330 W. 42nd St., New York 18, N. Y. 




















BLUE U. L. DOUGHNUT LABEL 
CORD SET LINE NOW READY 


“ELECTRO’ 
FUSES 


Finest 8 fuse made— 
= > -— = top 
Ss, 20, 
al 30 yo :° Display 
Cartons containing 20 
boxes of 5 fuses; also Dis. 
play Boxes of 50 single 
fuses. Request catalog 
sheets. 





LISTED BY 
UNDERWRITERS’ LABORATORIES, INC. 


WIRE 


Types AF, CF, Plastic Thermostat and Type 
POT, TF, TFF wire. 


Samples sent promptly. 





JOHN R, 


ALLEN, 
Calif., Ariz.. Nevada. Address 
Los Angeles 13, Calif 
E. BERNARD, 
covering: Eastern Pa.. Maryland 
& Frederick), Washington, 
oT Ts. 2 GC, BD © 
St., Philadelphia. Pa 


covering 408 South 


Spring St 


(except Hagerstown 
D. C., N. J., New York 
Address: 309 E. Lawrence 
-Market 3757. 
R. J. BORK, 
covering: Minn., N. D., S. D., Northwest Wisconsin 
Address: 2494 University Ave., St. Paul, Minn 

BRUSSO & GOULD ASSOC., 
covering: Tex., Okla., Ark., Tenn., Ala. 
Ga., Fla. Address: 207 Natchez Bldg., 
La.—Canal 3556 

JOSEPH FREEDMAN, 

covering: N. Y. State (except N. Y. City) Address 
6000 Balcian we Ave., Philadelphia 43, Pa.—Gran 


ite 2-614 
SAMUEL HECKER, 
covering: Ohio, W. Va., Ky., Western Pa., Fred 
erick & Hagerstown, Md Address: 2146 Wightman 
St., Pittsburgh 17, Pa.—Hazel 4915. 
HOWARD D. NUGENT, 
covering: Michigan Address: 110 East 
Ave., Detroit 1, Mich.—Temple 1-3000. 
M. MAYERSON CO., 
covering: Iowa, Neb., Kansas. Address: 
St., St. Louis 3, Mo. 

J. P. SUTTON & SON, INC., 
covering: Ill., Mo., Ind., Wisconsin (except Nort? 
western counties) Address: 523 West Rooseve't 
Road, Chicago 7. Ill.—Chesapeake 5553-4. 

CHARLES D. WHITE CO., 
covering: New England. Address: 589 Atlantic Ave 
Boston 10, Mass.—Liberty 8828. 


, Miss., La., 
New Orleans 


Hancock 


2342 Olive 


Call any of the above 
direct for quick service. 


OU ller 





ELECTRIC 


40 River St. Pawtucket, R. |. | 


— 
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Get behind this 
best-engineered tool that 
is setting new performance 
records in bending conduit. 


Hundreds of contractors have set new 
stondards on all types of construction 
jobs, lowered their costs, gained valuable 
time with this great conduit bender... for 
a Tal machine bends cold, bends true, 
bends conduit to any radius up to9Q® in 
one single, uninterrupted operation. There 
sno need to waste time by replacing the 
conduit three to six times. 

With industrial and commercial con- 
struction just getting under way, with res- 
dential work only now building up a 
full load of steam, Tal offers you a money- 
making sales opportunity to build good- 
will among your 
contractor customers 











— 


1948 


by demonstrating to 
them a quick, easy 
way to pull down 
costs and make 





a in- 
aa stallations go easier | 
hos and = faster. Write | 
oawdocvede mmm today for complete 


information. 














Hectrical Div., EW-1 


Milwaukee 2, Wis. 








Fluorescent Fixtures—A pocket size 
catalog contains illustrations, specifica- 
tions and descriptive data on fluores- 
cent fixtures by Good Manufacturing 
Co., 618 West Elm Street, Chicago 10, 
Il. 
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Time Switch—Bulletin 1050 contains 
illustrations, specifications and descrip- 
tion of a new time switch. A series of 
drawings illustrate the various applica- 
tions. Sangamo Electric Co., Spring- 


field, Ill. 


when writes ELECTRICAL WHOLESALING 





Troffer Luminaires—Booklet B-3959 
describes a line of versatile troffers and 
includes photographs, sketches, sche- 
matic diagrams, illumination design 
data and suggested layouts for various 
conditions. Westinghouse FE 


Lieetric 
Corp., ©. O 30x 868, Pittsburgh 30, 
Pa. 
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Wiring System—A folder describing 
its new plug-in-anywhere wiring 
tem, Plugmold No. 1900, has been pub- 
lished by The Wiremold Co., Hart 
ford 10, Conn. The folder describes 
and illustrates the new wiring svstem 
and contains drawings suggesting 
sible uses for the Plugmold. 





SVS- 


pos- 





Feature 
CANDLE 
LAMPS to 
Bulb and 
Fixture 
Sales 


Candle Flame Lamps are 
popular for candelabra 
and crystal fixtures. Live- 
ly turnover—with good 
profits. 

Nationally Advertised 


NORTH AMERICAN 


1034 TYLER ST. ST. LOUIS 6, MO. 


FLAME 
Increase 











ATTENTION MANUFACTURERS 


Three well established MANUFAC- 
TURER’S REPRESENTATIVES, exclusively 
desire representing additional 
Exceptional following 
among wholesalers and larger chains 
in New York Metropolitan Area, Central 
and Southeastern States, with offices in 
New York City, Philadelphia, Charlotte, 
Finest 


electrical, 
manufacturers. 


Atlanta and ‘Miami. references 


available. 
Address reply to RA-2051, 


ELECTRICAL WHOLESALING, 
330 West 42nd Street, New York 18, N. Y. 
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UNIVERSAL 


PORCELAIN 


INSULATORS 


EXPERIENCED 
CONTRACTORS 
They hep a iy 
STAY Co0D/ 


/“~ UNIVERSAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 
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Signal kitchen vent fans are 
two types adjustable—6-| I!/,"; 
13-24" .. . 10" quiet type fan 

. motor rubber mounted— 
totally enclosed . . . double pro- 
tection outside shutter; inside 
door. 


Signal Electric Portable Drills in 
models for light and standard duty. 
In addition to drill illustrated, OB-8 
—'/,"" drill for light duty. OB-5—!/," 
drill has everything you expect in a 


good drill . . . power, proper speed, 
correct balance, high quality con- 
struction. Ask for drill catalog and 


price information, 








Keys for the beginner and 
for commercial operators, all 
quality made and designed for 
maximum service. Illustrated is 
R-48 key, recommended for 
rapid transmitting. 


ELECTRIC MFG. CO. 


MENOMINEE, MICHIGAN 
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What to do when fuses blow Where to look for 
trouble that caused fuses to blow What to do after 
you have found the trouble How to select right type 
of fuses for various circuits How to save material 
and cut costs on motor installations And many other 


helpful suggestions that will help anyone reduce lost 


time by reducing shutdowns due to improper fuseing 


hese two booklets can help 


— nly P m4 ra a "a 
a, 


Table to determine size wire to be used and Volt Loss 

How to select correct protective devices for electric 
circuits, motors, appliances and apparatus . . . Code 
rules on motor protection set forth in simple form 
Motor Tables showing size Fuse or Fusetron to use 
and size of switch or fuseholders required 


you get more business 


Plant operating men often have plenty of trouble 
keeping the plant in tip-top operating condition. 

They are generally on the lookout for any practical 
tips that can help them conserve material or help them 
get more service out of products they already have. 

One thing you can do to show your customers 
and prospects that you are in a position to help 
them is to pass along helpful service manuals and 
bulletins that manufacturers get out. 

For example, BUSS brought out the two booklets 
above to help men in charge of electrical installations 
and maintenance get the most out of their fuses. 

These booklets are practical, concise and well il- 


lustrated. They have been welcomed by thousands 


BUSS 


of men in charge of plant operations. They are free 
for the asking. 


Among your acquaintances in industry there must 
be men who would also welcome having copies of 
them. You can do such men a favor and build good- 
will for yourself by seeing to it that they got copies. 

Just make up a list of the men you believe would 
be interested in either Fuseology or the Protection 


Handbook—or both—and show it to the BUSS Fuse- 
man in your territory. He will be glad to furnish you 


with the number of booklets you need. 

Buyers prefer to do business with people they like. 
That’s why building goodwill is one of the surest 
ways to bring in new business and hold old customers. 


Bussmann Mfg. Co., St. Louis, Division McGraw Electric Company. 


FUSETRONS 





